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Top Cars 
New-car registrations for five 
months, plus 31 states for June: 
1955 Pos. Make 1954 Pos. 
1—662,633 Chev. 611,686— 2 
2—659,484 Ford 612,317— 1 
3—340,807 Buick 229,311— 3 
4—307,071 Plymouth 191,668— 4 
5—259,675 Olds. 169,721— 5 
6—236,382 Pontiac  161,232— 6 
7—156,885 Mercury 136,096— 7 
8—131,666 Dodge 70,125— 8 
9— 76,591 Chrysler 50,456— 9 
10— 67,012 Cadillac 47,241—10 
ll— 56,651 DeSoto 36,649—13 
12— 47,690 Stude. 43,088—11 
13— 41,094 Nash 38,484—12 
14— 23,772 Packard 20,935—14 
15— 21,167 Hudson 15,135—16 
16— 13,632 Lincoln 17,662—15 
17— 4,003 Willys 8,633—17 
1R— 733 Kaiser 4,208—18 
18,529 Misc. 11,825 
Total All Makes 
3,125,477 2,476,472 


Further details on Page 40. 





Car Output Drops 
20,000 in Week 
As Big 3 Lets Up 


By Martin L. Whitmyer 
Staff Writer 
a production declined 
. 20,000 units last week—from 
161,370 to 141,354. It was the lowest 
since the holiday week ended July 
9. 


The decline wag attributed to 
the heat wave, below - normal 
operations at Genera] Motors and 
Ford and the fact that Chrysler 
and DeSoto divisions have built 
out their 1955 model run with 
the exception of West Coast 
operations. 

Last week’s car outturn was 138.4 
percent of Automotive News’ three- 
year index, as compared with the 
previous week’s 158 percent on 
161,370 units. 

x * * 
os previous week’s outturn 
also enabled the manufactur- 
ers to establish a new July record 
of 659,813 cars. The previous high- 
est July mark was the 601,005 cars 
assembled in 1950. 

The new record also gave the 
industry a total of 4,916,668 assem- 
blies for the first seven months, 
another alltime record. The pre- 
vious record for the first seven 
months was the 3,853,329 cars 
turned out in 1953. The first seven 

(Continued on Page 45, Col. 3) 


By William Ullman 
Washington Correspondent 
ASHINGTON.—While there are 
increasing signs that the Fed- 
eral Government is concerned over 
tendencies toward loose credit in 
the auto industry, no immediate, 
direct crackdown is in the cards. 
The only curbs immediately 
available to the Government are 
indirect, possibly through the 
banks that lend the money which 
makes loose credit possible. 
In this respect, major finance 
companies increased again last 
week by one-eighth percent the 


Record on Repayments 


Cheers Credit Men 


ARRIMAN, N. Y. — American 

consumers are chalking up the 
best record on installment pay- 
ments in history. 

This was one of the principal 


findings of 57 executives who 
(Continued on Page 8, Col. 1) 
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Factories Optimistic on Cleanup, 
Dealers Confident but Cautious 


Retailers Report 
Some Soft Spots 


Split on Senate Probe; 
Pin Profit Hopes on 
Continued High Sales 


| THE light of present high 
sales, most dealers are optimistic 
regarding the 1955-model cleanup, 
according to a cross-country check 
by AvuTomoTIVE NEws. 

Queried in relation to the Sen- 
ate Monroney report which ex- 
pressed concern over low dealer 
profits and high dealer mortality, 
the majority of dealers indicated 
that they were not unduly per- 
turbed by present inventories 
and cleanup prdspects. 

Most said that stocks were high, 
but added that if present high sales 
continued, they expécted no more 
trouble than usual. 

+. ~ * 
ppownves, many deale 
the Monroney report, amd said 
that factory overproduction d 
the high-pressure sales leadershi; 
race were forcing dealers into 
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Hollywood Dealer Sells ‘Cost-Plus'— 
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“cost-plus” sale is being pushed in advertising by A. E. England, Hollywood 
Ponftqe dealer, right, who shows a blowup of his newspaper ad to Frank Fry, sales 
manag and Mary Tobin, model. The ad invites customers to name their own 


shady and risky practices. 
Most areas reported dealer 


.Auto Credit Worries U.S. 


Indirect Moves Toward Control Seen, 
But No Direct Crackdown 


profits better than last year, 
although in two big markets— 
New York City and Dallas—they 
were said to be worse. 

Some reports said that the vol- 
ume dealers were in good position 
while the smaller dealers were com- 
plaining heatedly and in danger. 

* * * 


TOCKS of the Little Three deal- 
ers generally were conceded to 
be better than those of Big Three 
dealers. 
By and large, the reactions were 
mixed and heated. An Oakland, 
Calif.. dealer asserted tersely: 
“Senator Monroney knows what 
he is talking about.” On the 
other end, a Detroit Ford dealer 
asserted: “The report is asinine.” 
The lone.city where there seemed 
(Continued on Page 43, Col. 1) 





interest rate they pay for short- 
term loans. Rates are now 1% per- 
cent for 30-89 days to 2% percent 
for 266-270 days. 

Last Wednesday the Federal Re- 
serve Board approved increases in 
discount rates charged by four 
Federal Reserve banks. The effect 
is to tighten credit. 

* * + 
EGULATION W, which was 
administered by the Federal 

Reserve Board during the war and 
immediate postwar years to control 
consumer credit, cannot be reim- 
posed without an act of Congress. 
And Congress will not be able to 
get at the matter for some time, 
even if it should want to. 

A straw in the wind as to how 
government men look at auto 
credit was given last week by 
unprecedented letters to all na- 
tional banks in which the Comp- 
troller of the Currency and the 


Federal Reserve Board requested 
(Continued on Page 4, Col. 1) 
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100 Pontiacs. Each car carried a notarized statement of factory cost. 
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Dealer Ads Herald Return 
Of Blitz\Sales Tactics 


By Robert M. F 
Editorial Director 
ETURN of the blitz sale—a& fac- 
tor in the distress selling\in 
the 1953 cleanup—is indicated het 
and there across the country in 
dealer advertising as the 1955 clean- 
up approaches. 
In Hollywood, A. E. England, 
Pontiac dealer, is advertising a 
cost-plus sale. The ad invites cus- 
tomers to name their own mark- 
up on 100 Pontiacs. It is said 
that each car carries a notarized 
statement of factory cost. 
Capital City Motors (Ford), 
Springfield, Ill, advertises a sale 
of 66 Fords in ‘56 -hours, around 
the clock. Copy says: “no reason- 
able offer refused—we’ll trade for 
anything—we’re only counting the 
numbers sold—we’ll do whatever 
it takes to make a deal.” 
* * * 


AUMAN Pontiac in Pittsburgh 


advertises “1st Sale in Our His- 
tory ...3 days only .. . 25 cars 


Chevrolet Leads 


Tops °55 Car Registrations 
For First Time 


OR the first time in compilation 

of '55 registrations, Chevrolet 
has ousted Ford from No. 1 posi- 
tion. 

In the current report, which 
covers five months plus 31 states 
for June, the Chevrolet total is 
662,633 and the Ford total is 659,- 
484. 

A year ago, Ford was in front, 
612,317 to 611,686. 


jonly . . . $2,177.50 up . . . Big dis- 


counts .. . Big overallowance.” 
In the same city, Coyne-Evans 
Chevrolet headlines an ad: 

“You can name your deal... 
Brand new 1955 Chevrolets (offi- 
bials’ cars) ... with savings up 
to'$Z00 . . . the most trustworthy 
dealer in Allegheny County... 
hottest deal in town . . . hottest 
car in town... .” 

In Seattle, Central 
Starts an ad this way: 
“Geronimo! . We’re making 
the leap . . . volume selling is the 
order of the day .. . colossal trades 
-» .. On the 1955 Oldsmobile ... 
we're selling on the buyer’s terms.” 
a7 - 7” 


Oldsmobile 


IUFFRE Buick in Springfield, 
Ill., advertises that it is going 
to sell eight cars a day in August 
for a total of 250. Copy says: “We 
will not turn down a deal... ” 





, ‘Producers Silent 


On Monroney 


But Minimize Concern 
Over Outlet Mortality, 
Income, Inventories 


By Bob Sheldon 

Associate Editor 
Avro makers last week ex- 

pressed certainty that dealers 
could and would clean up heavy 
backlogs of '55 models profitably 
and without undue trouble. 
But, as usual in situations of 
this sort, the factories side- 
stepped direct comment on the 
onroney subcommittee’s report 
at it was “greatly concerned” 
beut the economic status of 
iranchised dealers as a result of 
its inquiry into automobile mar- 
ting practices. 
Unofficially, there were signs 
tHat although the senators’ find- 
ings failed to dampen the indus- 
try’s sales optimism, the report did 
inspire a new sense of caution 
among some of the volume pro- 
ducers. 
* * x 

N THEIR evaluation of market 

conditions, the Senate probers 
took into account an AUTOMOTIVE 
News study which showed that as 
of July 1, there wére 820,291 unsold 
new cars in the hands of both fran- 
chised and nonfranchised outlets. 

Many thousands of these new 
cars represent units that were 
shunted to used-car lots and 
other unauthorized outlets by 


dealers looking for a quick dollar 
(Continued on Page 42, Col. 1) 


Dealers Now Sell 
Loans, and Credit 


Firms Sell Cars 


By Bud Harris 
Traveling Correspondent 
IGH finance is the order of the 
day among new-car dealers - 
throughout the Southwest. It seems 
that every dealer who is financially 
able is moving into the finance 
field. 
Most of the dealers with whom 
‘I have talked say the current 
market makes this a must. They 
say that unless a dealer is able 
to finance his own paper, he does 
not have a chance to exist. 
Dealers tell me that just as they 


are moving into the finance field, 
(Continued on Page 4, Col. 5) 


Inside Automotive News... 


Everyone wants better roads. Let’s examine the 
reason we're not getting them. Pages 12 and 16. 


A million hardtops already—and Buick’s plans 


are getting bigger. Page 6. 


Factories move to counteract public’s apathy 
toward auto safety aids. Page 2. 


New-car, truck registrations and 


new-car prices, Page 40. Used-car 


auctions, Pages 6, 28. Production by makes, Page 45. 
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20 Pct. of Autos Foun 


Unsafe in May Check 


ASHINGTON. — America’s 
motor vehicles are in safer 
operating condition, today than they 
were only one year ago, based on 
the results of the 1955 National 
Vehicle Safety-Check Program. 
That is the conclusion of A. 
vanderZee, chairman of the Inter- 
Industry Highway Safety Com- 
mittee, which co-sponsors the 
event with the National Safety 
Council and Look magazine. 


The final report on the May 
Safety Check was delayed until 
August because several cities 
requested additional time and ran 
checks through June to catch more 
vehicles. 

+ + * 
# E out of every five vehicles 
safety-checked was in need of 
maintenance attention to one or 
more parts affecting safe operation,” 
said vanderZee, who is also a 
Chrysler vice-president. 

“Results of the 1954 check showed 
one out of every four vehicles 
needed service attention,” he noted 
in comparison. 

The report showed that, for the 
first time, rear lights headed the 
list of items most often in need 
of repair. The condition of brakes 
—first in previous years —im- 
proved slightly, with one out of 
16 vehicles having faulty brakes, 
compared with one out of 10 in 
1954. 


Other items needing prompt 
attention, in the order of their 
frequency, were front lights, ex- 
haust system, tires, steering, wind- 
shield wipers, glass, horn and rear- 
view mirror. 

In all, a record 1,421,200 vehicles 
were checked in 422 communities 
and 17 counties in 37 states, an 
increase of 187 percent over 1954. 

* + * 


WENTY-FIVE of these cities 

were cited for outstanding 
activity in support of the 1955 pro- 
gram, with a special judge's cita- 
tion, going to New Bern, N. C, 
which safety-checked three times 
as many autos as were registered 
in the entire city. 

The outstanding communities 
were Ozark, Ald.; Glendale and 
Phoenix, Ariz.; Little Rock and 
North Little Rock, Ark.; Palo Alto, 
Calif.; Norwalk, Conn.; Lake Worth 


Carolina Dealer 
Sues Ford, Seeks 
$1 Million Balm 


GREENSBORO, N. C.—A $1,019,- 
452 suit against Ford Motor Co. 
has been filed in Federal District 
Court here by Miller Motors, Inc., 
Winston-Salem, formerly a Lincoln- 
Mercury dealership. 

The firm charged that it had 
been damaged in that amount be- 
cause of alleged monopolistic and 
illegal practices by Ford in vio- 
on of the Sherman Anti-Trust 

ct. 

J. H. Miller said his franchise 
was canceled Aug. 4, 1954, after 
attempts by Ford representatives 
to dictate his business policies, to 
force him to hold a “blitz” sale, to 
interfere with his employes and to 
pack prices. 

Miller said he was finally forced 
to sell his business at a price he 
considered too low. He and his sons 
now have an American Motors 
dealership. 

The suit charged that Ford’s 
power to terminate sales agree- 
ments on 60 days’ notice was used 
“as a measure of coercing” dealers. 

Miller charged that during the 
years through 1954 “as a captive 
dealer,” it was forced to: 

1. Contribute large sums to the 
“L-M dealers advertising fund.” 

2. Make repairs on “defective” 
cars received from Ford at price 
rates allowed by Ford. 

3. Accept more cars than its ter- 
ritory could absorb when automo- 
biles were plentiful. 

4.°Accept tiein sales of special 
tools, parts and accessories, and 
to buy exelusively from Ford. 

5. Submit monthly financial state- 
ments to Ford fo assist it in “domi- 
nating and monopolizing.” 


and Orange County, Fla.; Jackson- 
ville, Ill.; Anderson, Ind.; Ames, Ia.; 
Great Bend, Kans.; Alexandria, La.; 
Westminster, Md.; Saginaw Valley 
and Saginaw, Mich.; Scottsbluff, 
Neb.; Fargo, N. D.; Newcomers- 
town, O.; Sioux Falls, S. D.; Monte- 
sano, Wash.; Bluefield, W. Va., and 
Casper, Wyo. 

The May Safety Check turned 
up a number of dramatic inci- 
dents showing the accident haz- 
ards motorists expose themselves 
to by not having their cars 
inspected regularly and repaired. 

In Tacoma, Wash., the brake fluid 
gushed out on the inspecting me- 
chanics just before the driver 
would have left to descend a steep 
hill in the city. And in Saginaw, 
Mich., one motorist drove into the 
safety-check lane using the horn 
rim —his steering wheel nowhere 
in sight. 





July Sales Top Output, 
Pontiac Reports 


PONTIAC. — Pontiac dealers 
chalked up the highest 10 days in 
history in the last period of July, 
selling 21,626 cars, according to 
R. W. Critchfield, general man- 
ager of the GM division. 

Critchfield said that July sales 
were 50,003 topping the 48,298 
cars which were produced for 
the domestic market. 





d Business 





Barometer 


Auto Production—164,602 cars, 
trucks in week vs. 120,881 year ear- 
lier. 

Business Failures—201 
vs. 195 year before. 

Department Store Sales—Up 12 
percent in week from year earlier. 

Freight Carloadings — 786,433 
cars in week, up 14.9 percent from 
year before. 


New - Car Sales — 3,125,477 in 
1955 to date vs. 2,476,472 year ago. 

New - Truck Sales — 387,119 in 
1955 to date vs. 390,043 year earlier. 

Steel Output — 94.4 percent of 
capacity estimated vs. 64 percent year 
before. 


Treasury Bills—1.85 percent per 
year discount vs. 1.72 week ago. 


Used-Car Prices—$774 August to 
date vs. $789 in July. 


Wholesale Prices—109.9 percent 
of 1947-49 index vs. 110 week earlier. 


* * * 


in week 


Common Stocks 

Aug. July 
3 27 
9% 9% 


1955 
High Low 


Am. Motors 
Chrysler 90% 893%, 92% 
GM 1354 133% 138 
Kaiser 4 4% 5 
S-P 9% WY 15% 


49.87 49.55 


9%, 
66% 
89% 

2% 

9% 


13% 


Average 





Man the Binoculars! 


Sly Spy Steals Deals 


By E. C. Bash 
Staff Correspondent 


A Tents. — Competition among 
dealers of the same make has 
reached such a fever pitch here 
that a few dealers are resorting to 
questionable practices to secure 
customers. 

One of the most bizarre cases 
of this kind was uncovered here 
last week, when a prominent 
downtown dealer found a “spy” 
from the competition at work. 

A young man employed by the 
competing make dealer was found 
“at work” in a building almost a 
block away from where the dealer 
appraised his customer’s cars. 

+ . . 
As THESE cars were driven up 
to the appraisal station, the 
man on the roof trained his power- 
ful binoculars on the cars, and 
copied down their license numbers. 

These numbers were then called 
into the state license bureau, 
which is in Atlanta, and the name 
and address of the owner was 
obtained. (This information is 
freely given out over the phone, 
no questions asked.) 

It was then a simple matter to 
check the phone book, and to have 
the owner on the line within a 
matter of minutes, offering him a 
better deal than the competing 


dealer. 
* + +. 


HIS often resulted in the “spy- 
ing” dealership closing the deal, 
after the other dealer’s salesmen 
had worked on the prospect, selling 





him on the merits of the make, 
giving a demonstration, etc. 

When the dealer who was thus 
being “swindled” out of his cus- 
tomers approached the competi- 
tion with the facts, the whole 
scheme was readily admitted. This 
plan had been swelling his sales 
for two months, he said. 

A salesman for another down- 
town dealership found it more 
profitable to work from the street 
corner than from the company’s 
showroom. He stationed himself at 
a traffic light on a busy corner, 
and when a motorist was stopped 
by the red light, he would go into 
his sales pitch. 

A few of his “captive” prospects 
were so annoyed at this approach 
that they complained to the Better 
Business Bureau. Before he was 
forced back in the showroom, how- 
ever, he reportedly sold nine cars 
at the traffic light. 


Auto Sales Decline 
Seen in 1956 by 


Investment Survey 


NEW YORK. — Substantially 
lower auto sales during 1956 are 
predicted by the Value Line Invest- 
ment Survey, published by Arnold 
Bernhard & Co. 

The survey’s forecast was based 
on the following factors: 

1. The industry in 1955 is produc- 
ing more than it is selling. It is 
unlikely that 1956 will see so much 
production for inventory. 

2. New 1956 models will be 
earlier, hence “borrowing” from 
next year’s sales. 

3. The sales stimulant of rede- 
signed new models will be in a 
lesser degree in 1956. 

4. Consumer resistance to price 
increases cannot be gauged as yet. 

5. Consumer credit terms may 
well be tightened. 

6. Replacement and new-family 
demand do not indicate any upturn 
in. buying. 

In relation to these prospects for 
1956—plus a record first half output 
—the Value Line survey has con- 


purposes. 


Dealers See Big Promotion 


Needed on Safety Aids 


By Joseph M. Callahan 
Staff Writer 

HE auto men who meet the 

public—dealers, sales managers 
and salesmen — say the manufac- 
turers are ahead of the average 
buyer at the moment in emphasis 
on auto safety. 


However, high-powered adver- 
tising campaigns which are be- 
ing prepared may turn the tide, 
some dealers believe. 

At least one big maker is ex- 
pected to make a progressively 
increasing play on safety features 
on the theory that there is a 
great deal of concern about the 
subject. 

Most of the dealers and sales- 
men questioned feel that there 
has been a slight upsurge in 
safety-consciousness in the past 
several months and they feel that, 
if the press and the auto makers 
continue to make auto safety a 
topic of news, safety will become 
increasingly important as a factor 
in merchandising. 

* ” ~ 


(THERE is little doubt that the 
factories are becoming more 
safety-minded. The most concrete 
evidence of this trend is the in- 
troduction of seat belts by Chry- 
sler Corp. and Ford Motor Co. 
Other evidence is the promise of 
several new safety features on the 
1956 cars, increased advertising 
emphasis on safety and the na- 
tional safety forum to be held by 
Ford Motor Co. next month. 


A typical Detroit dealer said, 
“Most people don’t pay much 
attention to safety, as yet, when 
buying a car. Price comes first, 
then styling and color. Safety 
is quite a way down the list as 
an influencing factor.” 

A survey in other parts of the 
country showed mixed reactions to 
safety features, particularly as 
exemplified by seat belts. 


A Wichita dealer said, “There 
has been very little interest in 
seat belts to date. I believe they 
will be very slow in getting started. 
The acceptance of seat belts will 
snowball, later. It won’t be long 
before every car has a belt.” 


- © * 
A DEALER in Mitchell, S. D., 
noted that about 60 percent 
of his visitors commented favor- 
ably on seat belts. 

In San Antonio, Gillespie Mo- 
tor Co. (Ford), is planning to 
promote seat belts on a large 
scale as soon as the belts are 
delivered by the factory. 
Frank Bitter, general manager, 

said that, “as result of the recent 
article in the Saturday Evening 
Post, we have already received a 
sees of inquiries about safety 
belts. 


“We believe the effect of the 
safety belt will be two-fold. Not 
only will it reduce the seriousness 
of accidents to drivers, it will re- 
duce the incidence of accidents, 
when worn, by serving to remind 


Dealer's Dance Draws 2,500— 


the drivers of the need for more 
safe driving habits.” 
« © . 

HEN Bitter cautioned, “As 

safety belts increase in popu- 
larity, as they undoubtedly will 
many independent repair shops wil! 
also be installing them for their 
customers—and there are bound to 
be some improperly installed belts 
which will discredit the whole idee 
by not being as safe as promised.” 


A good many dealers and sales- 
men, pessimistic about the entire 
situation, claimed that most peo- 
ple wouldn’t wear seat belts 
after the first few occasions, 
even if their cars were equipped 
with them. 

Said a Chrysler-Plymouth dealer, 
“Look, I was an Air Force gunner 
during the war. We always checked 
over our parachute when we 
climbed aboard. But we never wore 
them, like we were supposed to. 
They were just too much trouble, 
so we stacked them in a corner. 

“It’s human nature always to 
think that it’s the other guy who 
is going to get it. What we need 
is a seat belt that secures itself. 
People might use the current belts 


on a trip.” 
A HUDSON dealer said bitterly, 
“People aren’t a bit safety- 
conscious. Hudson is one of the 
two cars with the extra-safe single- 
unit body, but it doesn’t sell. We 
also got the ‘triple-safe’ brakes but 
people don’t pay any attention to 
these features.” 

While admitting that everyone 
is becoming more concerned to- 
day about traffic fatalities, a 
Chevrolet dealer said that he 

(Continued on Page 41, Col. 1) 


Tire Prices Hiked 
314 Percent, Inner 
Tubes 6 Percent 


AKRON. — Four major rubber 
producers last week announced 
price increases ranging from 3% 
percent on tires to 6 percent on 
inner tubes. 

Goodyear, U. S. Rubber, B. F. 
Goodrich and General raised their 
tire prices 3% percent, while Sei- 
berling upped its prices 3% percent. 
The prices of all inner tubes were 
raised 6 percent. 

A Goodrich spokesman said pas- 
senger car tire prices probably 
would rise 60 to 70 cents at retail. 

Goodyear, U. S. Rubber and 
Goodrich also raised the prices of 
solid industrial tires 6 percent. 

Goodyear also announced a two- 
cents-a-pound raise for GR-S cam- 
elback, a boost of six cents a pound 
on natural rubber camelback, and 
a 7% to 10 percent advance in the 
price of repair materials. 

Increased costs of natural rub- 
ber and other materials were given 
as the reasons for the latest round 
of tire price increases, the fourth 
since last November. 


* * 





More than 2,500 people jam the lot of Automobile Exchange, Oxnard, Calif., to 
cluded that current prices of lead-| attend the firm's annual square dance. Cars were removed from the 150 by 100 foot 
ing automobile company stocks look | lot to accommodate the dance, which was carried over radio station KVEN. Eric 
dangerously high for investment) Cassirer is owner of the used-car company. Colored fivorescent lights, interior lighting 
of cars and a 36-foot high neon sign help attract customers. 
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But Prices, Demand Reported Weakening . . . 





_—— retail selling has 
+% reached — in the opinion of 
many dealers — its lowest level] in 
unethical operation. I am afraid it 
will sink even lower before the 
year-end cleanup is accomplished. 

But don’t get discouraged. 
Hold on, and energetically at- 
tempt to stay in the black for 
the rest of the year. This will 
require good management and 
close and constant supervision. 

Don’t think for a minute that 
automobile dealers, as we have 
known them in the past, are go- 
ing to be replaced by chains or 
supermarkets. 

It is true that the pendulum of 
razzle- dazzle merchandising has 
swung away over to the left. It 
can’t go much farther. There are 
many forces in the making that 
give assurance it will swing back 
to the right and adjust itself. Then 
the profit opportunity will again 
go to the service dealer. 

* = * 


When in Rome... 


ee during this fall clean- 
up we will have to violate our 
own business ideals to some extent. 
We always have been told, “when 
in Rome, do as the Romans do”. 
So we may have to adjust our- 
selves to meet the conditions we 
face before the trade in general 
returns to saner merchandising 
policies. 

I will develop in future col- 
umns the influences now working 
that eventually will assure better 
opportunities. 

But here, as an example of many 
things that are being done that 
can be a great help in cleaning up 
this situation, is an editorial which 
was printed in the Paris (Tex.) 
News by A. G. Mayse, publisher. 

The editorial, as I give it to you 
below, was surrounded by photo- 
graphs and history of the twelve 
dealers located in that city. There 
has been plenty of evidence that 
this effort had a good effect. 

x * +” 


Sources of Income 
HE editorial read: 


HALF MILLION DOLLAR 
PAYROLL FROM 
PARIS’ AUTO DEALERS 


“Sources of income that mean 
money in the pockets of every 
business and professional man in 
Paris too often are overlooked and 
too little appreciated. One of these, 
for instance, is represented by the 
dealers in new automobiles and 
trucks in Paris. 

“Did you know that our 12 
dealers (who sell all standard 
makes of cars), admitted to be 
among the most aggressive and 
progressive of all business con- 
cerns, employ a total of 142 people 
in Paris, many of them skilled 
mechanics with years of ex- 
perience, many salesmen, book- 
keepers, stenographers, porters 
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Dealers tell me 


By John 0. Munn 


old home town would %e left high 
and dry and there would be no 
jobs — no money to spend with]... 
merchants, doctors, lawyers, stores, 
service institutions and the like. 


reasons why the Paris News has 
voluntarily, on its own, without a 
hint or a request from a single 
individual in the automobile busi- 
ness or from anyone else, chosen 
to present this feature page on 
our local new car dealers. We trust 
that every word on the page will 
be read and given whatever con- 
sideration each reader feels is de- 
served. Make Paris thrive in ’55”. 






and other employes who all are 
paid good salaries and have good 
working conditions. 

“Did you know that these 142 
employes of the new car dealers 
in Paris draw a payroll totalling 
$485,000 per year? And another 
fact can be added, they are loyal 
to Paris and to our merchants 
and professional men and to our 
many service institutions. They are 
urged by their employers to give 
the home town preference when 
money is to be spent—the owners 
themselves set a good example by 
their own loyalty to the home 
town. They are among our leaders 
in civic affairs, in our churches and 
in the schools and in other fields. 

“Yet, under this condition, it is 
regrettable that a good many peo- 
ple, not only from Paris, but from 
other towns in northeast Texas 
and southeast Oklahoma are being 
lured to the big cities under the 
fallacious claim of some that ‘you 
can save $300 to $500 by buying 
your car from a big city dealer’— 
or more correctly, some of them 
are ‘city slickers’. 

*- * 


Some Are ‘Fleeced’ 


‘oa well-intentioned, loyal peo- 
ple thus have been lured away 
and fleeced. In many cases they 
have felt that they actually saved 
money, but when all the facts were 
known some of them at least, of 
whom the Paris News knows, actu- 
ally have lost money by going to 
the big city to buy their new or 
used car. 

“There are a lot of ‘tricks to the 
trade’ and the big city is a good 
place to get acquainted with all of 
them for they do not have to live 
with you—they are not your neigh- 
bors and friends—and they natur- 
ally are not interested in you or 
servicing your car after you have 
bought your car and left town. 

“On the other hand your local 

dealer knows he must treat you 
fairly, give you good service and 
be honest and open with you, else 
he would soon have such a bad 
reputation he would have to go 
out of business for most of the 
cars and trucks he sells are sold 
to people who live near him. 

“No field of business in America 
is more highly competitive than 
the automobile business. But, re- 
member all dealers pay the same 
price for cars and each must make 


a profit. 
* * * 


An Aggressive Industry 


“MJO INDUSTRY in the nation is 
more aggressive. It is on its 
toes all the time, making better 
cars year by year and helping to 
train dealers how to sell them. 
“And, while this may be getting 
a little off the subject, the kindred 
lines of business made possible 
by the automobile make up a large 
segment of business in every city. 
“Naturally every citizen has a 
right to spend his own money 
where he pleases. But, if everybody 
went to the big cities to buy their 
automobiles and other items, the 


“We, like many other cities, 
have too many people who make 
their money where they live, then 
go to the big cities to spend it. 


“These are but a few of the 
















































Used-Car Stocks Sliced Again 


By Robert M. Lienert 
Associate Editor 

LTHOUGH another tuck has 

been taken in used-car stocks, 
summer is beginning to exact its 
toll in both retail and wholesale 
activities, reports to AUTOMOTIVE 
News indicated last week. 

As of Aug. 1, the average used- 
car inventory was good for 24.8 


tive News compilation. This com- 
pares with a 27.4-day supply a 
month earlier and a 29.1-day sup- 
ply as of June 1. 

Prior to that, used-car stocks 
had ranged above the theoretical 
30-day limit. 

* * * 
i MOST cases, stocks have been 
whittled down relentlessly as 


days, according to an Automo- | dealers worked to keep from being 


became a member. Also present at a 


dinner presented Klugh with a wristwatch. 


By Fred M. Lazell 
Staff Correspondent 

DES MOINES. More than 
100 Iowa automobile dealers have 
gone out of business since the first 
of the year, State Department of 
Public Safety records show. 

In the majority of cases, how- 
ever, someone else was willing 
to make a try at the dealership 
despite reports of dwindling pro- 
fits in the new-car business. 

F. C. McCullough, director of 
the motor-vehicle dealers licens- 
ing division said 82 dealerships 
changed hands since Jan 1. Nearly 
all of the transfers involved new- 
car dealers. 

McCullough said the transfers 
constitute the largest turnover I 
can remember. 

Another 25 licenses have been 
dropped completely, state records 


Virginia Dealers 
Act to Enforce 
Sunday Closing 


ALEXANDRIA, Va.—The North- 
ern Virginia Automotive Dealers 
Assn., Inc., has opened a vigorous 
campaign against new and used- 
car dealers who remain open on 
Sunday in violation of the state 
closing law. 

“We plan to close up all automo- 
bile dealers— new or used — who 





break the law. If necessary, we 
shall swear out warrants for their! 
arrest and we have the assurance 
of the law enforcement agencies 
that violators will be vigor- 
ously prosecuted,” declared Harold 
Erwin, president. 

In a meeting, the member deal- 
ers voted to authorize the board 
of directors to “take action as is 
necessary and proper.” 


Buffalo Dealers 
Set Show Dates 


BUFFALO. — The Buffalo Auto- 


mobile Dealers Assn. has announced 
that it will sponsor an auto show 
Nov. 26-Dec. 3. 


The event, according to M. M. 


Baker, show manager, will be held 
in the Masten Avenue Armory. 





Klugh Honored for 30-Year Service— 

Claude S. Klugh, Harrisburg, third from left, is congratulated on the completion 
of 30 years general manager of the Pennsylvania Automotive Assn. by George A. 
Hoeveler, Erie. Hoeveler was president of the group on July 31, 1925, when Klugh 


testimonial dinner for Kiugh were Roy 


Marberger, Norristown, current president, left, and A. W. Golden, Reading, treasurer 
and past president. The 60 PAA officers, directors and past presidents at the 


Dealer Mortality Increases 
As Profits Decline in Iowa 


show. Some of these, 
were used-car dealers. 


Commenting on the situation, 
Alfred W. Kahl, 
president of the Iowa Automobile 
Dealers Assn., said he knows of 
“two actual bankruptcy cases and 
a lot of changes in dealerships.” 

“It is a pretty critical time for 
automobile dealers,” Kahl said. 
Profits of Iowa new-car dealers 
this year, have pretty closely 
paralleled the general national 
decline.” 

Kahl said one Iowa dealer told 
him recently that he is selling 
three times as many cars this 
year as last but is not making any 
more money. 

He predicted that if manufac- 
turers bring out their new models 
earlier this year than last, as has 
been rumored, many dealers will 
end the current year in better 
shape than they were at the end 
of 1954. 

Kahl said the attitude of the fac- 
tories will “just about determine 
the dealers financial success or 
failure.” 


however, 


executive vice- | © 


overloaded on used cars when 
heavy trading starts on the ’56s. 
Despite the general reductions 
in retail dealer stocks, prices 
were reported down and demand 
weakening — at both wholesale 
and retail levels. 


Dealers handling used units at 
retail complain that the new-car 
cleanup has added pressure to the 
squeeze already plaguing them, 
and that interest is lagging all 
along the line. 

However, dealers in Detroit who 
customarily do a brisk wholesale 
business with buyers from the 
South say there has been no ap- 
preciable letup in that phase of 
their activity. 

* * * 
pao for used cars at whole- 
sale auctions, on the other 
hand, last week reached the lowest 


! point in a month. Only 68.3 percent 


of all offerings were consummated 
as sales. 

Some auction observers said 
the sales ratio would not have 
been that high had not consign- 
ors been willing to let offerings 
go at rock-bottom prices. 

Another indication of wholesale 
sluggishness was the small number 
of units consigned last week. At 
the average auction, 149 vehicles 
were rolled across the block—the 
smallest average number in two 
months’ time. 

Auction operators said that bid- 
ding tended toward listlessness on 
all but the most-choice items. 

cd +. * 
ia at the retail level say 
that the only way they have 
been able to keep used cars mov- 
ing is by advertising heavily and 
slashing prices to “minimum” 
levels. 

Even then, inventories must be 
limited to top-drawer tradeins 
and average units and clunkers 
must be dumped immediately. 
Everywhere, the late model has 

become increasingly difficult to 
move. In nearly every case a po- 
tential customer finds it just as 
easy—if not easier—to buy a new 


r. 
This stagnation of late models 
shows up in Automotive News’ in- 
dex of average prices at wholesale 
auctions of used cars. 

* - * 

AST week, when the overall 

average price of all models 

dropped $15 to $774, the average 
price of ’55s plummeted $61 to 
$2,094, and the price of '54s skidded 
$46 to $1,294. 

The price of ’55s had not suf- 
fered such a serious setback since 
the week of Apr. 11, while the 
loss on ’54s wag the sharpest re- 
corded since the week of June 6. 
The reductions carried the prices 
of both models to new lows. 

Other reductions on the index 
were: '49s, down $13 to $225; ’48s, 
down $12 to $152, and ’51s, down 
$9 to $458. The price of 50s re- 
mained unchanged at $343. 

Only models to gain were '52s,. 
which climbed $7 to $663, and ’53s, 
which went up $14 to $962. 


On the House. . . 





Wemhoff 


We like the growing frankness of auto makers 
regarding safety features on their cars. The recent 
’56 Lincoln press preview devoted a half hour to 
charts and data on what causes accidents, then 
pointed up forthcoming safety features, such as 
belts, “basket” steering wheel, door locks, ete. It’s 
time the auto industry proclaims what everyone 
knows — it’s the driver, not the car, that causes 
accidents — and emphasize the things car makers 
are doing to make every driver a safer one. . 

Emmett (Idaho) schools have dropped driver- 
trainer course due to lack of funds; cost $4,000 
annually in salaries and car expense. School 





superintendent thinks insurance companies might 
be interested in financial aid since, of the 464 students graduated 


from the course, only one has had an accident to date. . 


. Bill 


Holler, in Detroit last week for his annual checkup, looked better 
than when he retired as Chevrolet sales chief in 1946... 


Tennessee association has voted one-half '55 dues for new mem- 


bers signing during last half of year. . 


. Two New Jersey Sunday- 


closing bills are up for Senate vote this week ... San Francisco 


association has just added five new members, Florida two. . 


. See 


ya in a few weeks after my vacation. 





—Perte WeMHorr, Editor, 
Automotive News 
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Direct Cuties Unlikely . 


Credit Worries U.S8.; 
Indirect Curbs Seen 


(Continued from Page 1) 


regular reports on consumer 

loans. 

FRB had just issued a report to 
the effect that auto installment 
credit in June had made its great- 
est increase on record—$567 million. 
June was the sixth consecutive 
month in which auto loans have 
touched new highs. 


HE letters to national banks 

stemmed, according to Currency 
Comptroller Ray N. Gidney, from 
“an element of concern over too 
liberal auto financing terms.” 

“We don’t think we should let 
loose practices slip and become 
too general,” Gidney said. 

Gidney said that studies indi- 
cated a tendency to loosen terms, 
“particularly in the automobile 
financing field.” 

* * * 


N ADDITION, the American 
Bankers Assn. recently ex- 
pressed concern over auto terms. 

“How far can terms be stretched 
and yet remain reasonably safe and 
sound,” the group asked. 

In general, there is no objection 
to installment buying as such, say 
Government officials, but it is the 
present-day character of much of 
it that gives rise to economic 
fears for unwise consumers. 


Packard Credits 


Torsion Bars for 
Sales, Output Gain 


DETROIT. — Torsion bar sus- 
pension has been the key factor in 
continued sales and production 
gains for Packard during the sec- 
onl quarter of 1955, Dan O’Madi- 
gan, Packard division general sales 
manager, said last week. 

Production of torsion-suspended 
cars has been increased to 67 per- 
cent of the schedule, he said, com- 
pared to the original schedule of 
25 percent in January. 

Production through July 30 
reached 48,700 Packards and Clip- 
pers, compared with 21,300 for the 
same period last year. Sales of the 
luxury line Packards have been 
the greatest since 1934, which 
O’Madigan said reflected public ac- 
ceptance for the torsion suspension. 

One reason for the interest in 
torsion suspension, O’Madigan said, 
was the fact that it could be dem- 
onstrated so effectively. Dealers, 
he said, have returned to using the 
auto industry’s most potent sales 
tool—the demonstration ride. 

Dealers also have developed novel 
demonstration and education tech- 
niques. Since April Packard dealers 
have conducted torsion engineering 
“clinics” in more than 200 cities 
for students, teachers, independent 
garage operators and the public. 


Qver:. 250,000 people thus far have “ 


attended these clinics. 

Most dealers have chosen a par- 
ticularly rough stretch of roadway 
for the ride demonstration, includ- 
ing railway road beds and even 
have used sandbags on the dealer- 
ship roof for a test course. 

One dealer painted his demon- 
stration cars with the words, “We 
dare you to follow this car.” 

O’Madigan said torsion suspen- 
sion was a basic element in the 
company’s long-term product devel- 
opment program. 


Both the President and Congress 
declined to accept standby wage 
and price controls when considered 
last year and Regulation W went 
out the window long ago. 

Possibly production could be cur- 
tailed through materials allocation 
by the Office of Defense Mobiliza- 
tion under the Defense Production 
Act, but that -will not occur until 
more of those materials are needed 
for war purposes. 

The ODM doesn’t operate in the 
same area with the FRB. 

So it appears to be up to the 
FRB and the Comptroller of the 
Currency to influence the bankers, 
and up to NADA to convince reck- 
less dealers that their road leads to 
self-destruction, if automobile sel- 
ling is to return from the crazy 
house to sanity lane. 

+ * * 


Auto Loans Increase 


Record $576 Million 

WASHINGTON. — Auto loans 
increased by a record $576 million 
during June, the Federal Reserve 
System board of governors reported 
last week. 

Other types of installment credit 
advanced moderately, the board 
said, for a combined increase of 
$765 million, bringing the overall 
total to $24,914 million. Total con- 
sumer credit of all types increased 
$3,197 million during the year 
ended June 30. 

Total auto credit, as of June 30, 
was $12,561 million. This repre- 
sented an increase of $2,393 million 
during the preceding 12 months. 

Auto paper was distributed as 
follows: Sales finance companies, 
$6,857 million; commercial banks, 
$4,531 million; other financial insti- 
tutions, $692 million, and auto 
dealers, $481 million. 


Increases in auto paper during 
the year previous to June 30 ranged 
as follows: Sales finance companies, 
up $1,608 million; commercial 
banks, $565 million; other financial 
institutions, $118 million, and auto 
dealers, $102 million. 

Repayments of loans of all types 
rose moderately during June to 
$2,678 million, the board said. 
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Acid Test Deans 
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Test Run on Paint Line— 


AUGUST 8, 1955 








Although this new paint line in the Windsor (Ont.) plant of Chrysler Corp. of 


Canada will not go into full use until 
making final tests and adjustments. 


‘56 models start to roll, 
Initial enamel coats and underbody spray are 


workers are busy 


applied automatically by means of fixed spray guns triggered by the weight of the 
car's body. Because of the many two and three-tone orders, final spraying is 
carried out by hand. faint is carried from the mixing room by a7 miles of pipes. 


Chrysler of Canada Places 
$50 Million Market Bet 


By Robert M. Linert 
Associate Editor 

WINDSOR, Ontario. — Chrysler 
Corp. of Canada last week began 
pilot runs of new facilities in its 
$50 million expansion of manufac- 
turing plants here. 

As the last of the ’55 models 
went down the existing lines, 
engineers and key personnel 
made test runs of new manufac- 
turing facilities which will be 
tied in with ’56-model production. 

Most important of the new facili- 

ties are the new $30 million V-8 
engine plant and a greatly en- 
larged assembly plant, including 
an extensive new paint depart- 
ment. 

Primary aim of the corporation 
with its new facilities, said E. C. 
Row, president and general man- 
ager, “is to get back to what 
we regard as our proper position 
in the Canadian market: Namely, 





A Studebaker test car, equipped with the firm's new safety door latches, crashes 
into a barrier at 40 miles an hour to demonstrate that the doors cannot be forced 
open by impact. The company plans to add the latches to its cars as soon as they 
can be put in production. (See story, Page 44.) 





Many Issues Delay Chrysler Accord 


By Joseph M. Callahan 
Staff Writer 

HRYSLER CORP. workers have 
been given a report of “no 
progress” by their UAW bargain- 
ing committee, a 
Chrysler union 
leader told AvutTomo- 
tive News last week. 
Referring to a 
meeting held July 
$1, this official said 
the*+membership was told that the 
progress of the guaranteed wage 
talks thug far has been generally 

unsatisfactory. 
This leader,“who requested 
anonymity because of the news 





blackout on the talks, said there 
were numerous unsolved problems, 
chief among which were: 

1. The integration of the Chrys- 
ler and Briggs contracts. The 
Briggs contract reportedly has 
numerous clauses coveted by 
Chrysler workers. Company bar- 
gainers are apparently seeking 
an amalgamation of the contracts 
along the lines of the Chrysler 
pact while the union wants the 
joint contract to resemble the 
Briggs pact. 

2. Improved work-standards lan- 
guage in the contract. The union 
feels that in today’s intensely com- 
petitive auto industry, better lan- 


guage is needed to prevent speed- 
ups, which the union claims were 
instituted earlier this year. 

e ~ * 


Holiday Clause Hit 


3 THE holiday pay clause. It was 

* reported that the union strongly 
feels that the stipulation that a 
worker be on the job the days be- 
fore and after a holiday to get holi- 
day pay should be eliminated. This 
official estimated that UAW mem- 
bers now lose $25,000 to $30,000 a 
year in holiday pay by missing the 
prior or succeeding day. 


The unionist said the bargain- 
(Continued on Page 44, Col. 1) 





one-third of the passenger-car busi- 
ness of this country.” 

In the first half of 1955, he said, 
Chrysler’s pene- 
tration of the 
Canadian market 
was 24 percent 
(in its home 
county of Essex, 
Chrysler of Cana- 
da’s penetration 
was 38 percent), 
compared with 15 
percent in the 
initial half of 
1954. 

General Motors 
vehicles claimed 48 percent of the 
Canadian market in the first half 
of this year, while Ford products 
accounted for 20 percent. 


Row pointed out that the Cana- 
dian auto industry’s total vol- 
ume in the first half of this year 
was 14% percent above the 
same period of 1954, but that 
Chrysler’s volume at the same 
time had zoomed 8% percent. 


Until last December, he noted, 
Chrysler of Canada’s production 
capacity was 256 cars daily. At 
present, he said, it is building cars 
at the rate of 480 units per day. 

The new facilities, he said, would 
enable the firm to step up daily 
output to 600 new cars. This great- 
er production, he said, would 
enable Chrysler of Canada to add 
approximately 200 needed dealers 
to its current roll of 1,214. 

(General Motors has about the 
same number of dealers in Canada; 
Ford has approximately 150 fewer.) 

In Canada, there are Chrysler- 

Plymouth-Fargo dealers and De- 
Soto-Dodge-Dodge Truck dealers, 
with no other combinations. De- 
Soto-Dodge dealers, however, get 
@ special series of Dodge cars 
which is priced close to Plym- 
outh levels. 

Chrysler builds 40 different 
models on Windsor’s single assem- 
bly line. 

In the first seven months of 
this year, Row said, the corpo- 
ration has shipped 65,000 Canadian- 
built vehicles. In 1956, he said, 
factory sales should total 105,000. 

Aside from the new engine plant 





E. 0. Row 


}and the enlarged assembly plant, 


improvements in the $50 million 


| package include: 


A new experimental engineer- 
ing building and service garage. 
A new railway loading build- 


| ing in which 20 boxcars can be 


loaded simultaneously under 
cover. 

A new transport haulaway 
building for handling shipments 
by highway. 

A new retail customer’s drive- 
away building for buyers who 
take delivery at the factory. 

An addition to the power 
house, which doubles its former 
size. 

The new fully automated engine 

(Continued on Page 8, Col. 5) 





Dealers Invading 


*'Loan Business 


And Credit Firms Sell 
Autos in Southwest 


(Continued from Page 1) 


large finance companies are mov- 
ing into the business of retailing 
new cars. 
* * 

bg nig say that while every used- 

car lot in the southwest has at 
least a few new cars for sale, the 
real competition comes from large 
volume lots operated by finance 
companies and selling new cars at 
practically cost. 

The only interest of the finance 
firms operating these lots, the 
dealers say, is to obtain the unre- 
stricted financing of the new car. 

Many franchised dealers admit 
that they look to the same source 
for profit. 

- * * 
Ee cweragyr practice among vol- 
ume dealers— especially those 

in metropolitan areas—is to add up 
gross cost, including sales commis- 
sion and servicing charge. To this 
the dealers add $100 for overhead. 
The result is the selling price. 


The dealers say their profit lies 
in the financing of the unpaid 
balance. Purchasers, according to 
the dealers, have their minds 


| concentrated on the size of the 


monthly payments, a bargain 

price on the new car or an over- 
allowance on the car to be 
traded in. 

As a result, little attention is 
given by the purchaser as to how 
much interest he is paying, or how 
long he will be paying it. 

* * + 
ANY dealers also contend that 
a packed new-car price is a 
must in order to give the customer 
enough overallowance on the used 
car to get the deal. 

Several dealers express concern 
over the type of trading into 
which they say they have been 
forced. 

Here and there you hear dealers 
wonder how long it will last before 
the Federal Government moves in 
with controls over consumer credit. 

Meantime, they are going along 
with the tide. 


Auto Tradein Tax, 
Dealer Licensing 


Blocked in Ala. 


MONTGOMERY, Ala. — Two 
measures affecting auto dealers 
have been indefinitely postponed by 
the Ways and Means Committee of 
the Alabama House. 

One bill would have empowered 
the governor to name a nine-man 
board to license dealers, manufac- 
turers and salesmen. The other 
proposed a 1% percent tax on the 
amount a customer pays between 


the price of the car he buys and 


his tradein allowance. 

The Automobile Dealers Assn. of 
Alabama opposed the two meas- 
ures, which were supported by the 
Alabama Used Car Dealers Assn. 





Atlanta's Millionth Ford— 


Workers crowd around as the millionth 
Ford to be built at the company's Atlante 
plant rolls off the line. At the wheel is 
Henry C. Dorsey, plant manager, with 
Harry B. King, Ford's Atlanta district sales 
manager, seated beside him. Dorsey 
helped assemble the first Atlanta-built 
Ford in 1915. 
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How to Take the Mystery 
Out of a Used Car’s History 


Chances are you could often wrap up a used car sale 
very quickly if you had the previous owner alongside 
you, to tell from his actual experience about the good 
qualities of the car. This arrangement is seldom pos- 
sible ... but here’s something that’s even better. 

Universal C.1.T. has developed “The Owner-Recom- 
mended Method of Selling Used Cars,” for selective 
use with your used car inventory. Through this system, 
the previous owner testifies as to the past history and 
current condition of the car. This accomplishes three 
major objectives: 

It gives support to the salesman’s statements about 
the condition of the car and the value it represents. 


It builds confidence in your dealership because of 
your open and aboveboard method of selling used cars. 

It helps you sell used cars more quickly, and. at 
better prices. 

You'll find complete details about the “Owner- 
Recommended Method of Selling Used Cars” in the 
latest unit of our “Continuing Program for Developing 
Dealer Profits.” 

Ask your Universal C.1.T. District Manager for the 
full story of the many effective plans, programs and 
methods which go out regularly, without charge, as 
part of our “Continuing Program.” This material can 
help you sell more cars more profitably. 


Universal C.LT. Credit Corporation 


One Park Avenue, New York 16, New York 


OVER 440 OFFICES SERVING THE 


UNITED STATES AND CANADA* 


* In Canada, Canadian Acceptance Corporation Limited 
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Mail Pours In on Congress cc 
Auto Probers Take a Vacation 


By William Uliman 

Washington Correspondent 
WASHINGTON. — It is unlikely 
that there will be anything auto- 
motive doing on Capitol Hill for 


sler’s Profit 
For First Half 
Up to $70 Million 


DETROIT. — Net earnings for 
Chrysler Corp. and all wholly 
owned subsidiarics for the first 
six months of 1955 were $70,010,642, 
amounting to 3.71 percent of sales, 
and equivalent to $8.04 a share. For 
the same period in 1954, net earn- 
ings were $15,791,660, or 1.45 per- 
cent of sales, and $1.81 a share. 


Sales of all Chrysler products for 
the first six months of 1955 were 
$1,884,638,006, as compared with $1,- 
085,382,902 for the first six months 
of 1954. 


Total passenger car and truck 
shipments during the first six 
months of 1955 were 900,546, — a 
record — against shipments of 
471,036 during the first six months 
of 1954. Including those built last 
fall, Chrysler shipped by the end 
of the second quarter more than 
1,100,000 1955 Plymouth, Dodge, De- 
Soto, Chrysler and Imperial pas- 
senger cars. 

Defense work for the first six 
months totaled $70,000,000, or about 
4 percent of total sales, as com- 
pared with $155,000,000, which was 
about 14 percent of total sales for 
the same period of 1954. With the 
delivery of tanks from the Dela- 
ware tank plant now under way. 
defense business in the latter half 
of the year is scheduled at a higher 
rate than during the first six 
months. 

Expenditures for improvements 
and additions to land, buildings, 
machinery and equipment rose sub- 
stantially in the second quarter and 
for the entire first half amounted 
to $53,458,738. Depreciation charges 
totaled $27,596,571. 





several weeks now that Congress 
has adjourned. 

Not only have Sen. A. S. Mike 
Monroney, chairman of the Senate 
automotive inquiry subcommittee, 
and David Busby, the group’s 
special counsel, taken off on vaca- 
tions, but so have NADA’s key 
headquarters officials, such as Fred 
Bell, executive vice president, Row- 
land Kirks, legislative counsel, and 
Jim Moore, general counsel. 

Rep. Arthur G. Klein, New York 
Democrat, chairman of the House 
subcommittee that held dealer 
hearings on bootlegging, phantom 
freight and territory security, and 
the members of his group have 
packed their bags and left for 
home, “for a while” at least, as 
they put it. 

Meanwhile, both subcommittee 
staffs are holding huge packs 
of mail from all segments of the 
automotive industry concerned 
with the planned hearings, but 
the nature of the contents has 
not been revealed. 

Just when the hearings will be 
held is a guess. Even the commit- 
tee chairman could set no date 
last week. 

The Klein group wants to hear 
what the manufacturers may have 
to say about the dealer charges. 
The Monroney unit will want to 





NIADA Is Moving 


Office to Washington 


WASHINGTON. — Headquar- 
ters of the National Independent 
Automobile Dealers Assn. is due 
to be set up here at 1413 K St. 
N. W. this week, according to Ray 
Miles, president. 

The office formerly was in De- 
troit. Miles said the move was 
made to centralize activities of 
the organization. General counsel 
of the group, Danzansky & 
Dickey, also is in Washington. 





New Public-Relations Blow? 


Book Exposes Dirty Dealing 


DETROIT. — The inside story of 
the seamier side of the auto busi- 
ness is due to be exposed to public 
view soon by way of a 35-cent 
pocket novel, “Car Deal,” by Frank 
O’Rourke. Publisher is Ballantine 
Books, New York. Publication date: 
Aug. 24. 

O’Rourke, who is known for his 
Western and sports novels, tells 
a fast-paced story of the auto 
business through the eyes of an 
honest salesman beset by a 
crooked dealer and his greedy, 
sex-hungry daughter. 

Dealers probably won’t like this 
book. It represents one more public- 
relations burden loaded on the 
backs of honest dealers by crooked 
dealers who make a game of cheat- 
ing the public. 

If it is widely read, however, it 
may perform a service to the public 
and the honest dealer by stirring 
up revulsion against the malprac- 
tices of the trade. 

The novel reveals how the mal- 
practices work—the price pack, the 
finance pack, the pencil artistry, 
service gouging, new-car boot- 
legging, and so forth. 

Makers, too, are portrayed in a 
dim light “for forcing cars on 
dealers and cutting their throats 
by way of highway dealers with 
only token service facilities. 


Prospect Gives Dealers 
A Trying Time 

HOUSTON. A customer at 
Rosenstock Motors (Ford) last 
week came in, looked over the new 
models and asked for a tryout 
drive. 

The next Rosenstock heard of 
it’s “customer” was through Al 
Parker Buick Co. The prospect 
drove the new Ford in at Parker’s 
and id ,he wanted to trade it in, 
so a salésman allowed him to try 
one of the ‘demonstrators. He’s 
never returned. 





| 





According to the publisher’s in- 
formation, O’Rourke was urged to 
write the book by a car-salesman 
friend of his, who supplied the 
technical material. The material, 
while debatable, will give dealers 
a shock by the startling manner in 
which it reflects the current views 
of many in the trade. 


The timeliness of the book also 
is shocking—the 1955-model cleanup 
is a factor in tipping over the 
the fictional dealer. 

—Rosert M. Finiay 


Aug. 3 
(Weather very hot. Sale off $50 to 
$75. Sold 60 percent of 200 cars 


entered.) 

BUICK —'55 Century Riviera coupe, 
$2,440* (ps). '51 RM 4-dr., $580*; 
oo ay 4-dr., $575*. °50 Special 2-dr., 


$200. 

CADILLAC—’50 (62) 4-dr., $1,050*. 

CHEVROLET—’55 Two-ten (6) 2-dr., 
$1,500. °54 One-fifty station wagon, 
$1,260; 2-dr., 2 at $980.°'53 Bel Air 
2-dr., $975*; 4-dr., $935, $860; Two- 
ten 4-dr., $825*; 2-dr., $750; One- 
fifty 2-dr., $560. '52 SL Deluxe Bel 
Air, $700*; 2-dr., $575", $565, $520. 
‘51 SL Deluxe Bel Air, $500; club 
coupe, $470; 4-dr., $390; 2-dr.. $380*, 
$300*. "50 SL Special 2-dr., $220. ‘49 
SL Deluxe 2-dr., $235. 

CHRYSLER—’51 Windsor club coupe, 
$540*; 4-dr., $470*. 

DeSOTO—’51 Custom club coupe, $395. 
on eaten 4-dr., $250. '49 Carryall, 
DODGE—'53 Coronet (8) Sport coupe, 
$975*; 4-dr., $770*, $650; 2-dr., $740. 
‘51 Coronet 4-dr., $335, 2 at $315, 
$990*; 2-dr., $240. "50 4-dr., $260. 
FORD—’55 Custom (6) 2-dr., $1.550. 
'54 Custom (8) 4-dr., $1.230°; Cus- 
tom (6) 2-dr., $1.995. '53 Crest (8) 
conv., $1.120*, $1,050*; Victoria, $1.- 
ORS*; Custom (8) 2-dr., $910*, $875, 
$850, $810; Custom (6) 2-dr., $690; 


Used-Car Bulletin from Detroit... 


Latest Auction Prices 
(Copyright, 1955, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday.) 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 28, 29, 30 


hear both sides just as soon as 
sufficient data hag been compiled 
on which to base public hearings. 

Both houses of Congress un- 
questionably will stage hearings 
later on. But circumstances will 
govern the time. 


Salesman Checks 
‘Contagious’ Rash 
$3,000 Too Late 


ROCHESTER, N. Y.—A rash of 
phony checks was all due to a skin 
rash, a salesman has told state 
troopers here in attempting to ex- 
plain a $3,000 flood of bad checks. 

Gustav Schuchardt, 29, Watkins 
Glen, faces a grand larceny charge 
in connection with the purchase last 
April of a 1953 car from Archer 
Motors (Ford). Police said he paid 
for it with a worthless $500 check, 
later taking the car to Philadelphia 
where he turned it in on a 1955 
model worth $3,400. 

Schuchardt said his troubles be- 
gan last fall when he broke out in 
a rash. A drug was administered 
and it was this, Schuchardt said, 
which “slowed my mind.” 

“I don’t know what got into me,” 
the salesman was quoted as say- 
ing. “I knew I had to make the 
checks good, and I tried, but I just 
kept getting in deeper.” 

Schuchardt apparently had made 
attempts to make good the checks, 
police said. 

Authorities in Dayton, O.; Phila- 
delphia, Bethlehem and Doyles- 
town, Pa., and Corning, Bath and 
Hornell, N. Y., also want to ques- 
tion Schuchardt about his check- 
writing activities. 


White’s Income 


For First Half 







| Up 24.1 Percent 


CLEVELAND. — White Motor 
Co. reported a 24.1 percent increase 
in net income for the first half of 
this year and a 7.1 increase in 
sales volume. 

Income before taxes was $5,728,- 
506 for the six-month period end- 
ing June 30, compared with $1,- 
215,706 for the same period in 1954. 

According to president Robert 
Black, “The increase in commer- 
cial business amounted to approxi- 
mately 13.4 percent. Our new diesel 
engine division, acquired in April, 
1955, made a moderate contribution 
to the commercial business gain. 

“Government business, on the 
other hand, declined to 2.8 percent 
of the total dollar volume from the 
8.2 percent of last year.” 









%-ton panel, $380. '52 Custom (8) 
conv., $775*; 4-dr., $660; Custom (6) 
2-dr., $515. °51 Custom (8) Victoria, 
$515; conv., $315; Custom (6) 4-dr., 
$260. 

HUDSON—’53 Hornet club coupe, $755; 
Wasp club coupe, $600. 

KAISER—'51 4-dr., $190. 

MERCURY—’54 Monterey 4-dr., $1,- 
665* (ps). "52 Monterey Sport coupe, 
$770*; conv., $730*. '51 club coupe, 
$440*, $425; 4-dr., $425*, $305*. 

NASH—’53 Rambler 4-dr., $780. 52 
Rambler 4-dr., $510; Sport coupe, 
$400. '51 Rambler Sport coupe, $335; 
2-dr., $160. 

OLDSMOBILE—’54 (88) Holiday, $1,- 
950*. '52 (88) 2-dr., $610*. '51 (88) 
4-dr., $725*, $665*, $600*. "50 (88) 
4-dr., $305*, $285*. 

PACKARD — ’53 club coupe, $1,020°. 
"51 4-dr.. $260. 

PLYMOUTH—’54 Savoy 4-dr., $930. ’53 
Cranbrook 2-dr., $635; 4-dr., $625. 
‘52 Cambridge station wagon, $690, 
ees 4-dr., $405, $375, $215; 2-dr., 
4 


PONTIAC—’53 Chieftain (8) Catalina, 
$1,210* (ps); 2-dr.. $970*. °51 Silver 
Streak (8) Catalina, $550°; 4-dr., 
$520°. °50 Silver Streak (8) 2-dr., 
$?6n*. 

STUDEBAKER — '52 Champion 2-dr., 
$325. '51 Champion 4-dr., $140*. 

WILLYS—'52 2-dr., $325. 





























Sunny-Side Up?— 
Humphrey Chevrolet, Evanston, Ill., is 


hood of a Bel-Aire convertible. They got 
heat wave. 


convinced that the '55 Chevrolet is the 
“hottest” selling car in town. To prove the point, three models fry eggs on the 


an assist from the Chicago area's record 


Buick Plans Safety Belts, 
Builds Millionth Hardtop 


By Pete Wemhoff 
Editor, Automotive News 
S BUICK built its one-millionth 
hardtop last week (Aug. 3), 
General Manager Ivan L. Wiles told 
newsmen in Detroit that his com- 
pany “will soon offer seat belts to 
dealers to meet public demand, if 
any.” 

Wiles said he hopes the public 
doesn’t look on seat belts as a 
cureall for accidents, but he de- 
clared they have definite advan- 


tages. 

Buick’s milestone hardtop was 
produced just six years and one 
month after the original model was 
put into production. 

. + * 
S also revealed: 

1. That Buick, in the first five 
months of 1955, has registered 11 
percent of total new-car sales, com- 
pared with 9.1 percent in the same 
period of 1954. 

2. That his company lost only 11 
dealers (voluntary or involuntary) 
during the past year and now has 
3,600 outlets. 

3. That, due to the high per- 
centage of cars now sold with 
automatic transmission, buyers 
may some day have to pay extra 
for standard transmissions on 
cars. 

Wiles said he could not discuss 
the possibility of higher prices on 
1956 models until all the facts are 
obtained in a month or so. 

* * 7. 

SKED about “overproduction,” 

he declared that of 425.000 
Buicks produced in the first half 
of 1955, a total of 406,000 had been 
sold in the domestic or export mar- 
ket. “Our dealers currently have a 
17 days’ supply of new cars on hand, 
at the current sales rate,” Wiles 
said. 

“Used-car stocks are even lower,” 


Fixed Allowances 
In Tradein Ads 
Criticized in N.Y. 


BUFFALO. The Buffalo Better 
Business Bureau said it is opposed 
to fixed tradein allowances offered 
by some used-car dealers in their 
advertising. 

The bureau adopted a resolution 
stating that the fixed allowances 
in advertising are a direct viola- 
tion of the standard adopted by 
members of the Buffalo Automobile 
Dealers Assn. ~ 

The standard reads: “No dealer 
shall advertise to the effect that he 
will pay a stipulated tradein price, 
regardless of condition, year, make 
or model of the car traded in.” 

The board has asked western 
New York auto dealers to conform 
to this standard. 


he said, “averaging only an 8-day 
supply.” 

Wiles said that “we’ve broken 
through the ‘sound barrier’ and 
expect to stay in third place in 
industry sales.” 

He declared that Buick has been 
in an almost continual éxpansion 
program since World War II and 
presently is aiming for a capacity 
of one million cars per year by 1957. 

Wiles also announced establish- 
ment of another record last week 
with the production of the 600,000th 
1955 model. Buick’s previous record 
model year output was 580,000 cars 
in 1950. 
+ * 


2 

Buc which pioneered the | 

hardtop styling in 1949, is now | 
devoting more than 50 percent of | 
current output to hardtops, and 
“we will build in the neighborhood 
of 470,000 during the 1955-model 
run.” 

Wiles said “we expect the four- 
door hardtop. which Buick intro- 
duced this spring. to have a similar 
effect on the industry.” 

Buick already has built more 
= 75,000 four-door hardtops, he 
said. 

“We have no concern about the 
ability of the American economy 
to keep growing.” Wiles said. “We 
have no concern about the ability 
of the American market to ahsorb 
the current and contemplated 
production of automobiles.” 

It was revealed at the luncheon 
that hardtop body styling was con- | 
ceived in the Spring of 1948 when ; 
Sarah Ragsdale. wife of E. T. Rags- 
dale, Buick’s general manufactur- 
ing manager, ordered a new con- 
vertible. 

Ragsdale, who was then assistant 
chief engineer. asked her why she 
insisted on driving a convertible, 
yet never put the top down. 

“I like the sporty annearance of 
a convertible,” she explained, “but 
I don’t like to put the top down 
because the wind musses my hair.” 

Ragsdale called Harlev Earl. vice- 
president of General Motors in 
charge of the Styling Section. and 
asked him why it wouldn’t be feas- 
ible to put a steel top on a con- 
vertihle body. 

“We've had one on the drawing 
board for years.” Earl replied, “but 
vou’re the first person who has 
shown any interest in it.” 

The drawines were shown to 
Harlow H. Curtice, who was then 
general manager of Buick. 

“Ruild it.” Curtice said. 

The first model was shown at the 
General Motors Motorama in Nev’ 
York in 1949. It was an immediat: 
hit and Buick put it inte productior 
in July of that year. 

Only 4.343 hardtops were built i: 
1949. but in 1950 nroduction soare: J. 
to 68.768 units. This was increase:) | 
to 260.608 by 1954 and this year 
Buick will build about 470,000. 
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100,000 people poured into the “Do-It-Yourself” 
Show sponsored and promoted solely by THE IN- 












4 QUIRER. Typical of THE INQUIRER’s influence in 

mI America’s 3rd Market. Easy to see why THE IN- Mins ten Greenies 

r | QUIRER is First for Action... FIRST in National, 

"| Retail, Classified and Total Advertising in Delaware ONG osrawane VRE. SS 







Valley, U. S. A. Get real action yourself. Schedule 
THE INQUIRER—today. 





62% of Delaware Valley homes are 
owner-occupied—and families in 
America’s 3rd Market spend heavily 
to furnish and improve them. Effec- 
tive buying income over $8 billion 
annually. 








The Philadelphia Mnguirer 


Constructively Serving Delaware Valley, U.S.A. 







Exclusive Advertising Representatives: West Coast Representatives: 
* NEW YORK CHICAGO DETROIT SAN FRANCISCO LOS ANGELES 
vr ROBERT T. DEVLIN, JR. EDWARD J. LYNCH GEORGE S. DIX FITZPATRICK ASSOCIATES FITZPATRICK ASSOCIATES 
te 342 Madison Ave. 20 N. Wacker Drive Penobscot Bidg. 155 Montgomery St. 3460 Wilshire Boulevard 


* 


Murray Hill 2-5838 Andover 3-6270 Woodward 5-7260 Garfield 1-7946 Dunkirk 5-3557 
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Collections Running at Best Rate... 
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Payment Record Cheers Lenders 


(Continued from Page 1) 
completed a six-day meeting here 
at Arden House under the spon- 
sorship of the Columbia Univer- 
sity Graduate School of Business. 

However, the executives were in 
general agreement that a primary 
responsibility of banks and the 

sales finance industry is to check 
a tendency toward further liberali- 
zation of terms. 

+ + +” 
ARTICIPANTS in the Third 
Annual Consumer Credit Man- 

agement program represented 
banks, sales finance companies, 
consumer loan companies and busi- 
ness school of universities 
throughout the nation. 

A second major challenge at 
the present time, the group as- 
serted, is the development of 
more and better executive per- 
sonnel for the expanding con- 
sumer credit field. 

Other findings of the conference: 
Fifty-six of the 57 executives re- 
ported they found no cause for 


official or industry concern in the 
present level of consumer credit 
outstanding ($31,568,000,000 at the 
end of May, 1955). 
* * + 

oot said they expect 

the level of consumer credit to 
be higher at the end of this year; 
14 thought it would remain about 
the same; only one anticipates a 
decline. 

Forty-three do not believe their 
companies will change credit poli- 
cies during the remainder of the 
year, if there is a continuation of 


Ill. Registrations Top 
3 Million in First Half 


CHICAGO. — New-vehicle reg- 
istrations in Illinois for the first 
half of 1955 were only 37,629 less 
than the entire registrations for 
1954, according to Secretary of 
State, Charles F. Carpentier. 

Total registrations for the first 
half were 3,162,847, an increase of 
170, 768 ¢ over ' the same > 1954 period. 








Today Stewart Mobile homes are seen 


and bought everywhere. 


..and they can 


be sold from your showroom or used 
car lot. You, who have the proven 


ability to sell... 


and with practically 


no increase in personnel or facilities 
...can now get plus profits from selling 
STEWART mobile homes. 


present business conditions. Others 
anticipate some tightening of 
credit standards. 

Asked to assume the Gross Na- 
tional Product will increase in 
the next decade from the present 
$383 billion to $500 billion, the 
group forecast a further growth 
in outstanding consumer credit, 
at least in proportion to the 
growth of the economy. 

All agreed that the wider use of 
installment buying will play a vital 
role in future economic expansion 
and will continue to make an im- 
portant contribution to full em- 
ployment and an improved stand- 


ard of living. 
* * * 


TOTAL of 47 credit men—who 

extend consumer loans for or 
finance automobiles, refrigerators, 
washing machines, dryers, televi- 
sion sets and other valuable dura- 
ble goods— reported delinquencies 
for the first six months of this year 
are definitely lower than in the 


Grand Opening Draws 7,000 Visitors— 


More than 7,000 people toured the new sales and service plant of Quebedeaux 
Chevrolet, Phoenix, Ariz., during its three-day open house. More than 3,000 registered 
for a $500 gift certificate good on the purchase of a new Chevrolet. The 103,000- 
square-foot plant has service facilities for 150 cars a day and features private offices 
for salesmen to use for customer consultation. Two used-car lots are adjacent to the 


buildings. 


same periods of 1954 and 1953, when 
credit conditions were regarded as 
“good.” Six stated collections were 
about the same and only three re- 








ported an increase in delinquencies. 

“The payment record for the 
first half of this year is the best 
in the 24 years of my company,” 
one banker reported. A sales 
finance company executive stated 
“repayments are much better this 
year” and a representative of a 
company which is engaged in 
both sales finance and consumer 
loans said “the collection record 
is the best we have ever had.” 


The trend toward smaller down- 
payments and longer maturities 
poses the principal question facing 
the industry, in the opinion of 31 
participants. 

Commenting on the terms prob- 
lem, one banker recommended “re- 
examination of lending policies to 
stress quality rather than quantity 
—& common-sense policy for the 
—- is one of caution without 
ear.” 


Chrysler of Canada 
Puts $50 Million 


Bet on Future 


(Continued from Page 4) 





1-ACCEPTED LINE 


Stewart Mobile Homes are accepted 
as one of the very best manufactured 
today. A complete line of coaches 
with merchandising aids that back 
you up will assure you, as an exclusive 
Stewart dealer in your area, of real 
sales potential. 


2-EASY FINANCING 


Stewart coaches are recognized by 
all the well-known trailer financing 
firms. This means that requirements as 
to sturdiness, long-life, high resale 
value and backing by a well-estab- 
lished, financially responsible manu- 
facturer, have been fully met. For qual- 
ified dealer we can arrange financing. 


3-VAST MARKET 


Nearly two million Americans are 
year-round residents of mobile homes. 
In 1954 approximately 76,000 
coaches were sold at a retail sales 
figure of nearly $324,000,000. Why 
don't you share in this great market? 
Be a franchised Stewart dealer. 


For Details Write, Wire or Call Today! 


STEWART COACH INDUSTRIES, INC. 


Dept. AN-8, Bristol, Indiana 


plant is tooled for exclusive pro- 
duction of V-8s, all of which for- 
merly were imported from the U. S. 
Production of six-cylinder engines 
_ will continue in the old plant. 

Row said that additional tools 
, and machines would be added to 
| the V-8 plant as ’56 production 
| gets under way, until by next 

spring the plant would be capa- 

ble of producing a V-8 engine 
for every Chrysler product 
| turned out in Canada. 

“Of course,” he said, “that 
|doesn’t mean we'll drop the six.” 
He said there is a definite Cana- 
| dian trend toward V-8s. 
| Imported components of motor 
| vehicles can enter Canada duty- 
| free only so long as the Canadian 
content of material and labor com- 
| prise 60 ——_ of the completed 
| car and 50 percent of the finished 
| truck. 
| If, at any time, the Canadian 
content should drop below these 
levels, duty would be charged 
| against such important imports as 
| frames, body stampings and auto- 
matic transmissions. The duty also 
| would be assessed on a retroactive 
basis. - 
| With demand for automatic 
transmissions approaching 40 per- 
cent, and with V-8s gaining pop- 
ularity, Row said there was a 
| possibility that Canadian content 
of Chrysler’s vehicles could ap- 
| proach the danger point. At pres- 
ent, he said, Canadian content 
| fluctuates from 68 to 71 percent. 


DeSoto Moves Office 


Of Los Angeles Zone 


LOS ANGELES. — DeSoto has 
moved its western zone offices to 
6363 Wilshire Blvd., according to 
D. H. Copeland, zone manager. 

Formerly the offices were located 
in Chrysler Corp’s factory on East- 
ern Ave. 








Alcoa Hikes Prices 


| PITTSBURGH. — Aluminum Co. 
of America last week hiked its 
price for 99 percent aluminum pig 
one cent to a total of 22.5 cents a 
pound, and the price of 99 percent 


aluminum ingot 1.2 cents to 24.4 
cents a pound. 
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BENDIX LINKAGE TYPE POWER STEERING—Because Bendix* |= BENDIX LOW PEDAL POWER BRAKE —Specified by more car 
Power Steering is of the linkage type, manufacturers find it manufacturers than any other make, Bendix* Low Pedal 
especially adaptable for production line installation withoutex- | Power Brake makes possible quick, sure stops by merely 
tensive engineering changes. Manufacturers can now meet the __ pivoting the foot from the go to the stop control. No need to 
ever-increasing demand for power steering more efficiently and _lift the foot and exert leg power to bring the car to a stop. 


more economically with Bendix Linkage Type Power Steering. | Result—more driving comfort, less fatigue and greater safety. 
*REG. U. S. PAT. OFF. 


BRAKES « POWER STEERING ¢ POWER BRAKING « CONSTANT VELOCITY UNIVERSAL JOINTS « HYDRAULIC REMOTE CONTROLS 


BENDIX 720°%S"s SOUTH BEND 214". “SB notte 


AVIATION CORPORATION 


Export Saies: Bendix international Division, 205 East 42nd Sweet, New York 17, N. Y. 
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‘Big City Pitch'— 


Winners of an all-expenses-paid vaca- 
tion for two at Las Vegas, Nev., smile as 
they arrive at the airport to start their 
five-day jaunt. Each week Moss Motor 
Co., Grand Junction, Colo., picks a win- 
ner from the names of all the car buyers 
it has had that week. A. W. Moss, owner, 
says that sales have shown a 28 percent 
increase during the four weeks in which 
he has tried 
small town.” 


GMC sales 





“the big-city pitch in @| 
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How They're Pushing Sales 


Dealer Ad Ideas 


ORD’S new safety belts have 

been tied in with advertising 
and sales promotion by C. Spohn, 
Inc., Pittsburgh. 

Spohn told the public: “Be safe— 
three ways: You're safe when you 
use a safety belt. You’re safe when 
you buy a new 1955 Ford. You’re 
safe when you deal with C. Spohn.” 

The dealership, in the ad, offered 
a new safety belt with every new 
Ford. 


+ : + * 

Buick’s on Third 

TH Chicago interest in base- 

ball running high as the White 
Sox battled the New York Yankees 
for the league lead, Buick dealers 
capitalized on the fever with a full- 
page advertisement crying: 
“Buick’s on third!” 

The dealers ran the “box score” 
on the various car makes which 
showed Buick had captured the 
No. 8 spot with 5,250 registrations 


in June and 28,481 for the year. 
At the bottom of the advertise- 
ment the names of all the Buick 
dealers in Cook County were listed 
by areas: South-southwest, North- 
northwest-west and suburban. 
= * a 


150 ‘Know How’ Years 


Gaara it pays to add up 
the ages of your employes and 
let the public know how much 
solid experience igs available. 

In a recent ad, Baum Motor Co., 
| Logan, Utah, carried 4 picture of 
| its nine-man service staff. Its total 
experience in the automotive busi- 
ness was more than 150 years. 

A spokesman said the ad at- 


| tracted much comment. 
* + + 


Anyone for No. 1,000? 
A “SEARCH” is being staged by 
Powers Motor Sales, Inc. (Cad- 
illac-Oldsmobile), Huntington, Ind., 
for its 1,000th new-car buyer. 
In’ advertising, the dealership 





explains that between now and 
the last of October, it will sell the 
1,000th car since the firm began 
nine years ago. 


In store for the buyer of the 
magic number, will be a three-day, 
all-expense trip to New York City. 





all the pineapple juice they could 
drink 


In full page ads, the firm said: 
“All of you kanes (men) and wa- 
hines (women) better get on the 
kinipopo (ball) and buy a new 
Ford . . . Remember, new Ford 


Also to be rewarded are buyers of ;owners never have any pilikia no 


No. 999 and 1,001. They will be 
given free lubrication service for 
two years. Buyers of No. 998 and | 
1,002 will receive lubrication serv- 


ices free for one year. 
* * * 
Under the Skin 


A 


Kaiser Brothers Oldsmobile, 
Angeles. 


the Pomona Fair. 
* * * 


Kinipopo No Hu Hu! 


| records. 

During a special “pau” sale, all 
| salesmen and office employes 
were dressed in Hawaiian sports 
shirts and wore leis around their 
sweltering necks. All lady visitors 
were given Hawaiian orchids and 








IN MOTOR TRANSPORT 


soar 594; 











OVEr a Year AGO 


Right from the drawing boards, we expected 
the new Blue Chip GMC’s to strike sparks 


in the truck world. 


But even at our most optimistic, we never 
expected a prairie fire like this one. 


When they hit dealers’ showrooms in April, 


sales records began 


to topple. Within a 


month, deliveries were zooming almost 60% 
over the same period in °54—a good year 


in itself. 


And these gains extend throughout the line 


—light-duties, middle-weights and heavy- 
duty models alike. Today, in county after 
county, GMC’s are outselling all but the 


*‘low- priced two.”’ 


It’s easy to see whose franchise offers the 
hottest opportunity in all trucking. If you’d 
like to share in it—and are in an open GMC 
territory—write or wire us for details— today! 


THE BETTER YOU KNOW GMC... 


THE BETTER THE TRUCK BUSINESS LOOKS 


GMC TRUCK & COACH—A General Motors Division 


The display later was moved to 


TODDARD Ford Sales, Idaho| J 
Falls, Id., went Hawaiian here 
for a week—and broke all sales 


hu hu (trouble).” 
+ 


* 


The Way to a Buyer... 


‘Dene a ten-day period in 


July, Mason Motors, Inc. 
(Ford), Kokomo, Ind., gave $25 
worth of groceries free with each 


ROTATING chassis with a purchase of a new 1955. 
motor that opens and closes } 
was displayed in the showroom of of the advertisement to qualify. 

Los | 


The buyer had to bring a copy 


* * 


Aloha? Oh! 


Mercury Buyers Travel 


To Hawaii 


N LARGE newspaper ads Tonkin 

Motors of Portland, Ore., has 
offered free plane trips and vaca- 
tions in Hawaii to anyone buying 
a Mercury from the dealership dur- 
ing a 10-day period. 

To implement the offer, Tonkin 
has purchased 100 round trip 
tickets from Northwest - Orient 
Airlines for $33,500. 

Included in the offer are accom- 
modations at a Waikiki Beach ho- 
tel and two island sight-seeing 
tours. Buyers can take the trip any- 
time they wish within a year. 

* * 


* 

A Champion Tiein 
— one group of champions 

to another,” was the way the 
sales staff of C. M. Jones Buick 
Co., Akron, greeted the drivers in 
the Soap Box Derby, co-sponsored 
by Chevrolet. 

Pictures of the salesmen were 
displayed at the top of a full-page 
advertisement in the Beacon- 
Journal with a special message 
to the boys: “Perseverance, in- 
tegrity and consideration are the 
keystones of success.” 

The ad ended with a note from 
“C.M.” which said: “In this race, 
as in life’s many races, the impor- 
tant thing is not whether you win 
or lose — but how you play the 
game.” ei ‘lea 


They Emphasize Service 


Pets - seo years of service 
was the theme stressed by 
Standard Automobile Co. (Cadillac- 
Oldsmobile), Louisville, Ky., in 
newspaper advertisements com- 
memorating its latest milestone. 

It was carried to such'a degree 
that the names of the makes of ears 
sold were not even used in the ad. 
The only reference was trademarks 
carried in the lower right and left 
hand corners of the full-page dis- 
play. 

The history of the firm was given 
in detail. Woven through the story 
of success and programs since 1913 
was the theme of serviee. The com- 
pany said that 16 times the floor 
space taken up by sales and show- 
rooms was devoted to the service 
department. ae ay 


62 Good Reasons 


B° Berry Ford Sales, Fort 
Wayne, Ind., listed 62 good 
reasons why “you'll like dealing 
with Berry Ford Sales” in an ad- 
vertisement in the rotogravure 
section of the News Sentinel. 

Each reason was the picture 
of one of the persons employed at 
the dealership. They ranged from 
Bob Berry, president, to David 
Martin, an assistant on the used- 
car lot. 

“Here are the 62 folks responsi- 
ble for the success of Bob Berry 
Ford Sales,” the ad said. “They are 
folks just like yourself .. . local 
people intent upon leading their 
community in progress.” 


Minn. Dealer Meetings 


Set Attendance Mark 


MINNEAPOLIS—With 70 pres- 
ent at the final meeting in Minne- 
apolis, the Minnesota Automobile 
Dealers Assn., district meetings 
broke all attendance records. Total 
attendance at the seven statewide 
meetings numbered 521. 

Speakers at the meetings in- 
cluded Win R. Stephens, jr., 
MADA president; Norb Koppy, 
legislative chairman; George Zies- 
mer; NADA vice-president; Bill 
Howes, assistant state motor ve- 
hicle director; Gene Lull and Ted 
Mueller of Federated Mutual In- 
surance Co.; and Leo Faricy, 
MADA secretary. 
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than any other newspaper 


$896,000,000! That’s what the people of 
Greater Philadelphia spend for automobiles 
and accessories each year. 


How do you get your share of these sales? 
Talk to the prospects! Contact them regu- 
larly with your sales message in their favor- 
ite newspaper, The Evening* and Sunday 
Bulletin. 


Throughout giant, growing, 14-county 
Greater Philadelphia (A.B.C. City and Re- 
tail Trading Zone), The Bulletin is a potent 
sales-starter. Philadelphians trust it, shop 
it respond to the advertising in it. 


And they are showing particular interest in 
The Sunday Bulletin and its colorful new 
format. Featuring 10 different sections, 
with R.O.P. editorial and advertising color, 
it is bright, fresh and easy to read—pub- 
lished on our new presses, in new type, in 
the most modern newspaper plant in the 
world. 


Philadelphia families, long noted for their 
solid buying power, make ideal, regular cus- 
tomers. To sell ’em, tell ’em in The Bulletin. 


The Bulletin is Philadelphia. 


* Largest evening newspaper in America 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising Offices: Philadelphia, 30th and Market Streets 
New York, 285 Madison Ave. * Chicago, 520 N. Michigan Ave. 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta © Los Angeles * San Francisco 
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AUTOMOTIVE NEWS PLATFORM 


1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 


{ 2. Every dollar of roe and oil taxes, collected by states and federal 
governments, applied to the building and maintenance of highways; ~ 


{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


And So We Lost the War 
By Winning a Battle 


mae tRODY in the auto business seems to have an angle, | 
and, in many ways, that is probably a good thing. But| 
there are times when we wonder if it wouldn’t help if all the 
auto groups remembered that we all have the same angle | 
in the broad view. 


We are thinking specifically of the propaganda barrage 
in Washington from various auto groups, which so con- 
fused congressmen that they finally gave up on legislation 
to expand highway building. 


All of these auto groups recognized the need for the pro- 
gram to greatly expand our highway plant. The very future 
of our industry depends on an improved highway network. 


Whatever we are—maker, dealer, trucker, farmer, busi- 
nessman, or just plain motorist—we would have derived 
benefits from that program. 


And the delay brought about by attacks on the legislation ' 
may actually take money out of our pockets. .« | 


Some congressmen blamed the trucking lobby for defeat 
of the legislation. Rep. Machrowicz, Michigan Democrat, | 
was quoted as saying: 

“The truckers overplayed their hand. They wanted the 
bill passed, but they didn’t want to pay increased taxes on 
trucks and tires. They fought the taxes so hard they made 
everybody afraid to pass the bill.” 


No one can blame the truckers for fighting what they 
considered to be an unfair share of the costs, yet it seems 
to us that all of the auto groups would have been ahead, 
if they had fought for the program, rather than against 
details of it. 


Too often we find the lobbyists battling to cut down their ; 
share of thé-costs of projects, rather than fighting to pro- 
mote automotive projects in the public interest. 
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Coming 
Events 


Dealer Conventions 


Aug. 21-23 — 22nd Annual Convention, 
Automobile Dealers Association of West 
Virginia, Greenbrier Hotel, White Sul- 


phur Springs, West Virginia, 

Aug. 26- entucky Automobile Dealers 
Assn., Kenlake Hotel (Kentucky Lake), 
Hardin, Ky. 

Sept. 9-11 — Maine Automobile Dealers 
= Samoset Hotel, Rocklane, 

aine, 

Sept. 14— Vermont Automobile Dealers 


Assn., Equinox House, Manchester, Ver- 
mont, 

Sept. 16— 24th Annual State Convention, 
Kansas Motor Car Dealers Assn., Broad- 
view Hotel, Wichita, Kansas. 

Sept. 16—Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland, Ore. 

Sept. 18-19 — South Dakota Automobile 
Dealers Assn., Sioux Falls, D. 

Sept. 18-20 — 32nd Annual Convention, 
New York State Automobile Dealers, 
Inc., Saranac Inn, Saranac, N. Y. 

Sept. 19-20—Minnesota Automobile Dealers 
Association, Radisson Hotel, Minneapo- 


lis. 
Sept. 19-20 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel, Peoria. Ill. 
Sept. 19-20—Wisconsin Automotive Trades 
Assn., Schroeder Hotel, Milwaukee, Wis. 
Sept. 23-24 — New Mexico Automotive 
pore fait La Fonda Hotel, Santa 


Fe, N. M. 

Sept. 25-27—lennessee Automotive Assn., 
uena Vista Hotel, Biloxi, Miss. 

Sept. 25-27 — Texas Automotive Dealers 
Amociotion, Shamrock Hotel, Houston, 
exas, 

Sept. 26-27—Automobile Deaiers Assn. of 
North Dakota, Fargo, N. D. 

Sept, 26-27—Pennsylvania Automotive As- 
sociation, William Penn Hotel, Pitts- 
burgh, Pa. 

Sept. 28-30—37th Annual Convention, New 
Jersey Automotive Trade Association, 
Hotel Chalfonte-Haddon Hall, Atlantic 
City, N. J. 

Oct. 9-10 — New tonasiive Automobile 
Dealers Assn. Mt. ashington Hotel, 
Bretton Woods, N. H. 

Oct. 9-10— Georgia Automobile Dealers 
Association, Bon Air Hotel, Augusta, 


a. 
Oct. 9-li—Mississippi Automobile Dealers 
Assn., Buena Vista Hotel, Biloxi, Miss. 
Oct, 18-17—Arkansas Automobile Dealers 
Assn., Majestic Hotel, Hot Springs, Ark. 
Oct. 16-17—Oklahoma Automobile Dealers 
Assn., Mayo Hotel, Tulsa, Okla. 
Oct. 16-18—National Independent Auto- 
mobile Dealers Association Annual Con- 
vention, Hotel William Penn, Pitts- 


bore. ‘a. 
Oct. 23-25 — Florida Automobile Dealers 
7. Sans Souci Hotel, Miami Beach, 


la. 

Nov. |— Connecticut Automotive Trades 
Association, 34th Annual Convention, 
Hotel Statler, Hartford, Conn. 

Nov. 6-8—Automotive Trade Assn. of Vir- 
ginia, Roanoke Hotel, Roanoke, Va. 

. 4 — Annual Convention 
Automobile Dealers Association of 
Alabama, Tutwiler Hotel, Birmingham. 

Nov. 13-15 — Ohio Automobile Dealers 
Assn., Netherland Plaza Hotel, Cincin- 
nati, O, 

Dec. 2—Nebraska New Car Dealers Assn., 
Paxton Hotel, Omaha. 

Dec, 6—Utah Automobile Dealers Associ- 
ation Convention, Newhouse Hotel, Salt 
Lake City, Utah, 

Jan. 28-Feb, 1—39th Annual National Au- 
tomobile Dealers Association Conven- 
tion, Sheraton Park and Shoreham Ho- 
tels, Washington, D. C 

* 2° « 


Dealer Auto Shows 


Nov, 12-20—Portland (Ore.) Show. 
Nov. 26-Dec. 3—Buffalo Auto Show, Mas- 
ten Avenue Armory, Buffalo, N. Y. 
Jan.—Columbus Automobile Show, Veter- 
ans Memorial Bildg., Columbus, Ohio. 
Jan. 7-1S—27th Annual Automobile Show, 
National Armory, Washington, D. C. 
Jan. 7-15—Chicago Auto Show, Interna- 
tional Amphitheater, Chicago, 

Jan. 7-15 — Houston Auto Show, Houston 
Coliseum, Houston, Texas. 

Jen. 7-15 — St. Louis Auto Show, Kiel 
Auditorium, St. Louis, 

Jan. 21-28—Pittsbur h Automobile Show, 
Hunt National ward Armory, Pitts- 


burgh, 
a. pr aeane Auto Show, Cleve- 
and, e 
Jan, 28-Feb. 4 — Rochester Auto Show, 
Rochester War Memorial Auditorium 
and Exhibit Hall, Rochester, N. Y. 
Feb. 3-12—Omaha Auto Show, New Mu- 
nicipal Auditorium, Omaha. Neb. 
Feb. 14-19— Lansing Auto Show, Civic 
Center, Lansing, Mich. 
(Seo CALENDAR, Page 39, Col. 2) 


20 Years Ago by gh 
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—/VoR THIS HORN-TOOTING 1 

CHARACTER WOVLD WHERE HED 
GET HIS FACE PUNCHED IN IF HE 
ACTED A/S STUFF ELSEWHERE 
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© THIS FVUTVRE CAR RUN BY 
SOLAR HEAT JUST AINT GOING TO BE 
A SUCCESS! HOW ABOVT TuE WIFE 

AND HER PARASOL? COULD BE MEAN 








Letterbox 
‘Lampoon . 
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This is an open forum for the discussion of any subject of interest to our 


rs, and your 


letters are welcomed. No attention is given to unsigned 


letters but you may sign your name with the assurance that it will not be 


used, if you so request. 





Protests Slur 


Following is a copy of my letter 
to the National Broadcasting Co., 
regarding a program that was un- 
fair to automobile retailing. 

A Better Business Bureau rep- 
resentative ended the program 
with no mention of the many fine 
efforts put forth by America’s car 
dealers. 


Dealership efforts toward good) 


public relations should be strength- 
ened to overcome such obstacles. 
—Ouiver C. Hamister, sales man- 
ager. 

Here is reader Hamister’s let- 
ter to NBC: 

Last night I was not amused by 
the “Fibber McGee and Molly” pro- 
gram. 

The franchised new-car dealers 
of America were lampooned as 
unethical and unscrupulous. They 
were shown as wolves without any 


The Big Stories 


Average cost of selling a new car—is $185.95, according to a na- 
tional survey—by the National Automobile Dealers Assn. 

Applications for space at the New York Automobile Show by 28 
makes of passenger cars were heavily in excess of available space. 

The appointment of G. T. Christopher as vice-president in charge 
of manufacturing of Packard Motor Car Co. was announced by 


Alvan Macauley, president. 


As of July 27, more Chrysler cars had been reported delivered at 
retail this year than in the entire year of 1934, according to Joseph 
W. Frazer, .vice-president of the Chrysler sales division. 

A mile a minute is “fast enough” for anyone to go anywhere at 
any time of the day or night on present-day public highways, ac- 
cording to Barney Oldfield, veteran race driver. “Some day we may 
have one-way super highways between our leading cities where a 
motorist can speed 80 miles an hour in safety, but we havent got 


them now,” he said. 


—From the files of Automotive News. 





Address Editor, Automotive News, Detroit 26, Mich. 


regard for the well-being of their 
customers. 

| No mention was made of the 
|great majority of new-car dealers 
who are conscientious, hard-work- 
ing, civic-minded citizens. 

They have millions of dollars in- 
vested in service facilities which 
are absolutely essential to main- 
tain the high automotive standards 
of today. 

I suggest that you take some 
action to rectify this wrong. 

Yours truly, 
x * * 


Labor Note 


In your page one “Labor Front” 
|story in the Aug. 1 issue, you 
|called attention to a contract set- 
tlement in Detroit which granted 
the mechanics a 20 cent raise. 

| Some people reading this may 
conclude that the shops in Detroit 
are fully unionized. This is not 
true. 

At the present time there are 
| probably no more than six of the 
350 dealership shops in Detroit 
that are organized.—Detroir DEALER 

Eprrors Note: We regret that 
anyone would conclude from this 
article that all dealers in Detroit 
are organized. Even the unions 
claim no more than a dozen back 
shops. 
| The analysis of the worker 
gains in this story was based on 
settlements reported in AuToMo- 
tive News during the first half 
of this year and it was not in- 
tended that these _ settlements 
which, as the story stated, 
covered “from one to 74 dealer- 
ships,’ should reflect the wage 
pattern of any entire area. 

The Detroit settlement men- 
tioned was at Sheldon Motor 
Sales (Oldsmobile) and covered 
30 service department personnel. 
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Building Through Human Relations .. . 





Teamwork in the Dealer Shop 


Eprror’s Note: One of a series 
of letters to inspire team spirit 
to be utilized by a service 
manager or dealer orally in 
staff meetings, by letter sent 
to the employe’s home or 
posted on dealer’s bulletin 
board. 


By John O. Munn 


Dear Fellow Worker: 


EVERY PERSON in this 
organization is doing a 
public relations job as well 

as the work to 

No. 10 which he is reg- 

aun ularly assigned. 

What the mo- 
toring public thinks about 
us depends entirely upon 
the treatment the customer 
gets from the one who hap- 
pens to be talking to him, 
or doing something for 
him. 

The fact remains that 


Orr and McLean 
Upped by United 


Motors Service 


DETROIT.—In a move to stream- 
line the merchandising activities of 
United Motors Service division of 











J. G. MeLean 





8. A. Orr 
General Motors, Roland S. Wither, | 


general manager, has announced | 
the appointment of two new assist- | 
ant general merchandising man- | 
agers. 

At the same time Withers an- 
nounced the realignment of the 
firm’s merchandising managers. 

Samuel A. Orr, who has been with 
GM more than 17 years, and James 
G. McLean have been named as! 
the new assistant general merchan- 
dising managers. 

Joining UMS in April, 1953, Orr 
formerly was merchandising man- 
ager for the Delco battery, Delco- 
Remy electrical, Rochester carbu- 
retor and Packard cable lines. A 
22-year UMS veteran, McLean for- | 
merly was merchandising manager 
for engine and chassis parts for| 
GM cars and trucks. 

Other appointments include: D.| 
T. Fisher, former assistant sales | 
manager; replacement batteries, 
for the Delco- Remy division, to 
merchandising manager of national 
marketers; E. H. Calkins, former | 
service manager for Rochester | 
products division, to merchandising 
manager of Packard cable and 
Rochester products; R. V. Daly, 
former zone manager in Memphis, | 
to merchandising manager for Del- 
co batteries. 

G. S. Foster, former Denver zone | 
manager, to merchandising man-| 
ager of GM automobile and truck | 
engine and chassis parts; W. I 


Mitchell, former supervisor of 
scheduling and distribution in the! 
purchasing department, to mer-, 
chandising manager for Moraine | 
bearings, Delco brakes and Inlite; | 
and A. VanCamp, former manager | 
of stock maintenance, to merchan- 
sang manager on the Delco-Remy ' 
ine. 


Henrickson Expanding 


KALISPELL, Mont. — (UTPS)— 
Harry M. Henrickson, a past presi- 
dent of the Montana Automobile 
Dealers Assn., has started to re- 
model the present building and 
add a 50 by 50-foot addition to 
Henrickson Motors (Oldsmobile- 
Cadillac). The addition will provide 
display, storage and office space. 


our customers deal with all 
of us—not just one or a 
few. While one of us may 
be efficient, pleasant, and 
courteous to the customer, 
another one of us who is 
grumpy, impatient or care- 
less can destroy the good- 
will that the first worker 
created. 

It is so easy to forget that 
the customer pays our wages, 
safeguards our job, secures 
our future. 

There always is someone 
who is unreasonable, bossy 
or unfriendly among the 
people who come to us for 
service. Expect him. He 
(or she) will show up 


| 
| 


| 
| 


sooner or later. But don’t 
let it upset your disposi- 
tion. Sometimes these sour 
persons become good 
friends and valuable cus- 
tomers. We can’t afford to 
show any resentment at 
any time. 

The great majority of 
our customers are fair, 
friendly and appreciative. 
Let’s be that way to every- 
body who comes in here, 
even when we don’t exactly 
feel that way. 

Sincerely yours, 
CAR DEALER & 
COMPANY 
Manager 








Joke, Russian Style— 


This cartoon, which appeared in an East German newspaper, carried the caption: 
“Is this not absolute proof that the saying is true that every American worker has 
his own automobile?" American observers see the jibes at the American economy, 
which appear frequently in European Communist papers, as proof that the Com- 
— are increasingly bothered by the high standard of American living. 


| Wondering how new-car and truck production and sales are making out? AUTOMO- 
| TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 





automotive industry, every week throughout the year. 





This tag will tie your batteries to 


U.S. Peerless’ Rubber Separators’ 
national advertising 





— 


If you are a maker or merchandiser of bat- 
teries equipped with U. S. Peerless Rubber 
Separators, then be sure to hook one of these 
tags on each battery. The tag will remind 
your customers instantly of the U. S. Peerless 
Rubber Separator ads that appear in The 
Saturday Evening Post. These ads tell mil- 
lions of motorists that Peerless-equipped bat- 
teries are the finest on the market. SO HOOK 
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Send for your 
free supply of 
these tags 


UP TO THESE ADS WITH THIS TAG! 
@ The tag slips on quickly and easily to the 


\ 
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Ta 
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Ta 


battery post. 


@ The tag dresses up the battery. 


It can also be used as a price tag. 


@ It gives the salesman more ammunition 


to sell premium grade batteries. 


Write today for your free supply of these tags. 


UNITED STATES RUBBER COMPANY 


BATTERY SEPARATOR SALES DEPARTMENT - ROCKEFELLER CENTER, NEW YORK 20, N.Y. 
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only by a right balance of engi-| to see how the new features work Integrated Plastic Moldings 


TURNINGS 


by 


John T. Benedict 


Engineering Editor 


| > THE past several months, as 
dozens of present and future 
product improvements have come 
to my attention, I have been 
watching for the occasional ex- 
ample where the accomplishment 
is noteworthy for engineering by 
subtraction—instead of by addition. 
I have been particularly con- 
scious of these fundamentally dif- 
ferent design approaches since my 
meeting with Ben Parsons during 
the round of interviews conducted 
before writing the article on gaso- 
line fuel-injection developments. 
Parsons pointed out that it 
isn’t any great trick to improve 
something by making it more 
complex or “adding parts to it.” 
The real achievement lies in 





TWO-POST 








“taking something off the design” 
while retaining or improving its 
function. 

Important contributions to prog- 
ress are made by those who are 
capable of genuine design simplifi- 
cation—or really new approach to 
an engineering problem. 


neering by subtraction and engi- 
neering by addition. 
* * 


= 


Can ‘Specials’ Fill Role 
Of Independent Companies? 


AT effect will mergers have 

on the manner in which engi- 
neering innovations are introduced 
on future cars? 

Is the Packard torsion-bar sus- 
pension slated to be the last major 
advance offered by the small com- 
panies? Are special models, sports 
cars, station wagons and ultra- 
high - priced low - production auto- 
mobiles taking over the former po- 
sition of the “independents” which 
traditionally offered “something 
different?” 

Some say that the cost of origi- 
nating and developing new ideas, 
together with the financial risk 
and added manufacturing costs, 


These men are the sources of|is tending toward such a high 


what must be called revolutionary 
thinking. They team up with others 
who take what often are raw ideas 
and work with them to get the 
ultimate in evolutionary develop- 
ment for each item. 

Examples of both types of prog- 
ress abound in all phases of de- 
sign. In the automotive engineer- 
ing field, overall progress while 


holding the line on costs is gained 


level that the burden can be car- 
ried by only the three largest com- 
panies. 

These people believe that the 
industry will experience a grow- 
ing trend for really new ideas to 
show up first on limited-produc- 
tion vehicles offered chiefly by 
the larger companies. Such a 
procedure enables the factory to 
gauge public reaction safely and 





SHOP 


LIFT...FOR PASSENGER 
CARS AND LIGHT TRUCKS 


Lower installation cost—no long, deep pit re- 
quired ...60” wheel base range, 72” rise pro- 
vides ample head room. Deep front yoke for 
greater front-end accessibility. Also Roll-On and 
Free-Wheel Type Lifts. 


From 1 to 78 cubic feet displacement (also simple 
and base-mounted units up to 300 cv. ft.). Single 
and two stage... Timken bearings . . . self-oiling. 
ASME National Board 200 Ib. tank. Positive un- 
loader protects motor. 













TANK- 
AIR COMPRESSORS 


Y% to 15 H. P. Inclusive 


MOUNTED 


HIGH-PRESSURE 
HYDRAULIC 
CAR WASHER 


built. 


| 





out engineering-wise before com- 
mitting itself to use of the novel 
ideas across the board. 

On the other hand, there also 
are many who believe that Ameri- 
can Motors Corp. and Studebaker- 
Packard Corp. will intensify their 
vigorous efforts to win and hold 
a reputation as pace-setters. 

These people assert that the 
long-term success of a small auto- 
motive company is built on its 
record of offering some of the new 
ideas “first” — and producing a 
somewhat “different” car that ap- 
peals: to the considerable number 
of motorists who value the distinc- 
tion and individuality of owning 
a relatively “uncommon” automo- 
bile. 

The fundamental dual question 
of just who will be the “innova- 
tors,” and how new ideas will ap- 
pear on the automotive scene, as 
yet has no single all-inclusive an- 
swer. 

Judging by the random bits of 
information we have concerning 


|experimental work at the various 


companies, and new ideas sched- 
uled for production release on 1956 
and 1957 cars, it is apparent that 


\the smaller companies have no in- 


tention of allowing the “special 


|model” to usurp the valued role 


of leader in style and engineering. 








FULL AND SEMI-HYDRAULIC 
FRAME LIFTS 


Wheels hang free, for faster wheel, tire and 
brake work. Springs are relaxed and bearings 
free for faster and more thorough lubrication, ad- 
justment and repairs. Full under-car accessibility. 


Handle more 
jobs... QUICKER 


with modern 


CGurtir. 
SERVICE 
EQUIPMENT 


OTHER 
CURTIS 





PRODUCTS... 


For faster, better, more prof- 
itable wash jobs... 300 Ibs. 
pressure. Long-lasting, self- 
oiling pump with brass-lined 
cylinders. Full accessibility ... 
quiet running . . . precision 


INDUSTRIAL AIR COMPRESSORS AND AIR HOISTS, 


COMMERCIAL AND HOME AIR CONDITIONING 





PNEUMATIC MACHINERY DIVISION 


of Curtis Manufacturing Company 


1976 KIENLEN AVENUE + ST, LOUIS 20, MISSOURI 





Look for Auto Foothold 


A DETERMINED effort to in- 

terest the industry’s advance 
planners in replacing sheet-metal 
assemblies with large structural 
plastic moldings is being made by 
Goodyear Aircraft Corp. 

According to John Burkley, 
plastic-division section head, the 
best use of so-called “integrated 
structural plastic molded parts’ 
does not come from direct trans- 
lation of sheet-metal designs into 
plastic. 

Planning for plastics must be- 
gin with the inception of the 
design, so parts can be engineered 
to take advantage of the inherent 
attributes of this material and 
the molding process. Structural 
analysis may pave the way for 
basic changes in shapes and de- 
sign where load - carrying mem- 
bers are molded to achieve a 
compact, lightweight, high- 
strength integrated unit. 

Goodyear has been producing 
large structural plastic moldings for 
about 12 years. These products are 
used in the aircraft and boat- 
building industries. 

The company now has machine 
capacity available for additional 
commercial applications—and be- 
lieves that certain phases of auto- 
motive industry operations are 
ideally suited to take advantage of 


| the cost and time savings inherent 


in soundly conceived uses of plas- 
tic moldings. 
= * 
IX ESSENCE, it is believed that 
the potential use of plastic for 
large automotive parts depends on 
the imaginative engineer who will 
employ unconventional ideas for 
the purpose of integrating various 
structural parts. 

With a material and production 
process ideally suited to the con- 
cept of integrated design, goodyear 
is convinced that one operation 
should suffice for subassemblies 
now made by joining a number 
of individual parts. 

Thus, by design simplification and 
elimination of assembly costs. it is 
thought that plastics can find a 
competitive place, even though the 
material itself is a higher-cost 
“premium” item. 

To find the proper applications 
at present, thinking should begin 
with the assumption that fiber 
glass is not suited to large parts 
where the required production 
volume may be, for example, 5.000 
per day. It is, however, antici- 

pated that plastics may advan- 
tageously be used where the pro- 
duction run is in the range of 
20.000 pieces per year. 


Possibilities include integrated 


| hood-fender units, removable plas- 


tic hardtovs, doors (at least the 
inner panel), rear-quarter deck-lid 
assemblies and numerous other 
varts where it is important to get 
into production rapidly on items 
that need not be made in extremely 
high volume. 
~ * = 

[LXPERIENCE cited by Goodvear 

includes production of 20-foot 
eontoured moldings of reinforced 


| Dlastics for exterior structural sec- 


tions on jet aircraft and one-shot 
moldings of complete boat hulls. 
With presses equipped for quantity 
production of 17-foot integrated 
moldings. the company is confident 
of its ability to cooperate in uni- 
fying automobile body design and 
reducing the number of individual 
parts required. 

Further potential advantages 
include elimination of costly pro- 
gressive dies and tooling, as well 
as reduction in requirements for 
assembly tools and jigs. 

A fresh approach to the auto- 
motive engineering problem is 
needed. however, since small-part 
substitution of plastic for metal 
does not take maximum advantage 
of the reinforced-plastic facilities 
and techniques. 

Since cost-saving possibilities 
are seldom overlooked for long in 
the automotive industry, it appears 
certain that large reinforced-plas- 
tic sections will find increasing use 
in low-volume special] models for 
1956. 

And there are many men in both 
the plastics and automotive indus- 
tries who firmly believe that use 
of such ideas will continue to 
spread rapidly as the new materials 
and molding methods demonstrate 
their merits and find a place in 
the complex operations of the auto 
manufacturers. 


t 


AUTOMOTIVE NEWS, AUGUST 8, 1955 _ 


PLYMOUTH’S 
UNUSED MILEAGE 


WANTED HERE! 


Used car prospects want a car that will last... they’re after unused mileage. 


That’s why successful used car dealers can sell used Plymouths faster with less effort. 


There’s more unused mileage in Plymouth than in other makes. Here’s why: 


PART-BY-PART COMPARISON* PROVES 
PLYMOUTH ENGINEERING LEADS LOWEST-PRICE FIELD Plymouth No.1 Taxi! There are more Plymouths used 
Piymouth as taxicabs than all other makes combined! Impressive 


evidence of low upkeep, top stamina. 
Resistor-type Spark Plugs 
Exhaust Valve Seat Inserts Supreme as ‘‘Second Car’’ More and more motorists 
Chain-type Camshaft Drive 
Oilite Fuel Filter 
Floating Oil Intake 
Rotor-type Oil Pump and the used Plymouth will cost a lot less to own. 
Oil Bath Air Cleaner 
Safety-Rim Wheels 
2-cylinder Front Brakes BEST BUY NEW...BEST BUY USED! 
Independent Parking Brake 
Electric Windshield Wipers 


are making that “second car” a used Plymouth . . . discover- 
ing it can even outlast the newer “other make” they drive, 


Widest, Most Rigid Frame 
Cowl Ventilator 
Baked-enamel Finish 


Oriflow Shock Absorbers p LV Mi Oo U T H - 
/ 


*Comparison based on 1952 models of the low-price 3, which you will be getting as trade-ins in great measure this year. Most of these Plymouth engineering advantages apply in other model years as well. 
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of the people, 15 years and older, in households owning 
new automobiles, in New York City and suburbs... 


are News readers- 

as you'll learn from the most comprehensive study 
ever made of the metropolitan market, and the part 
which each New York newspaper reaches. See the 


Profile of the millions 


. .. based on findings in 10,349 personal interviews 
made by W. R. Simmons & Associates Research, Inc., 
in New York City and suburbs. Visual presentation, 
by appointment only. Ask any New York News office. 


(Copyright 1955 by News Syndicate Co., Inc.) 





ese ecu etaeseneu eae 


é 
¢ 


= 
% 





* 
t 
# 
‘ 8 
s s 
a 
' a 
i 
o 2 
es buyers - 4] 7% 
ce cream ers o s 
g 
t of the women living in New York & suburbs 
’ who served ice cream in the past month 
s are News readers- ‘ 
& The Daily News audience, which includes 2,290,000 
g women, has most incomes and jobs, buys most new 2 
é automobiles, stocks and bonds, homes, toiletries and # 
grocery store products, as you’ll see in the most 
. comprehensive study ever made in greater New York z 
& Profil mill 
: rotile of the millions 8 
. presented visually by appointment to advertisers * 
* and agencies. Inquire any New York News office, a 
e (Copyright 1955 by News Syndicate Co., Inc.) r 
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We , 
Cleansing C eam- 41% 


of the women (15 years or older) in New York City & 
suburbs, who used cleansing cream in the past month 


are News readers- 


The Daily News women readers total 2,290,000... 
they buy most of the toiletries, groceries, women’s 
suits, shirts, blouses, hats, perfume, lipstick, 

face powder, mascara, and nail polish sold here 

—as you can learn from the most significant and 
informative study ever made of the New York market 


Profile of the millions 


shown in visual presentation, by appointment only. 
Ask to see it! Inquire any New York News office. 
it. (Copyright 1955 by News Syndicate Co., Inc.) 
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AUTOMOTIVE WASHINGTON 


Here’s the Story Behind 
Road-Bill Defeat 


By William Ullman 


Washington Correspondent 


E it’s very difficult, indeed, to locate anyone who is 
opposed to more and better highways—either at home 


or abroad—nevertheless the 


most glamorous good roads 


program of all time was left lying flat on its face as Con- 
pulled out of Washington last week. 


Powerful lobbies, mone 
and politics are credited in 


the main with the failure of 
legislation which, only a few weeks 
ago, seemed safe to bet upon. 

President Eisenhower’s proposal 
for a huge Federal-State highway 
construction program met with 
nationwide appeal in all walks of 
national life. 

What was the trouble? Maybe it 
was that “nationwide appeal in all 
walks of national life’ that caused 
it, especially with a Presidential 
election coming 
up next year. 

While the pro- 
posal was gaining 
ground and 
House Democrats 
seemed certain to 
put it over with 
a new—and heavy 
—tax program, it 
was wisecracked 
that after the 
legislation passed 
minus the 

President’s bond feature and with 
the Democratic tax levy—that the 
Republicans would be able to say: 
“Well, we got you the roads and 
the Democrats got you the taxes.” 
Yet roads are not possible 
without paying for them and 
everyone concedes that point. But 
how, and by whom, was the nub 
| 
| 





William Ullman 


of the matter. 

House Speaker Sam Rayburn 
‘blamed lobbyists for the defeat— 
| trucking lobbyists by implication. 
On the other hand, it is interesting 
to note that of the seven Maryland 
representatives in the House, six 
voted against the bill sponsored 
by Rep. George H. Fallon, a Demo- 
crat and the seventh Marylander. 
Why did all his colleagues vote 
against his highway bill? Maybe 
it was politics. Maybe not. This 
correspondent doesn’t know, and 
isn’t laying blame anywhere — just 
commenting on some of the things 
that happened to legislation that 
had nationwide appeal. 

* * + 


The Shame of It 


HE shame of the matter is that 

there seems to be no high- 
minded reason for denying the 
motorists of the country something 
they want and are willing to pay 
for. 

The President’s original proposal 
involved the construction of an 
ambitious network of interstate 
highways and many other 
things as well ... at a cost of 
approximately $50 billions over 13 
years. He recommended that the 
necessary funds be raised, through 
bonds, by a special borrowing au- 
thority. 

An alternative bill then was 
evolved, embodying the pay-as- 
you-go principle, and sponsored 
by Democrats under leadership 
of Rep. Fallon. Then came a third 
bill, authorizing the program but 
not suggesting any means of 
financing. 

That gave the House a choice of 
three types of legislation. The first 
to go down was the bill that was 
silent on the important matter of 
financing. The next to go was the 
Administration program for bor- 
rowing the necessary money 
through special bond authority. 

The third measure to meet defeat 
was the Fallon bill, which proposed 
to pay for the road building by 
means of very stiff use-levies. 
There was to be an increase in the 
Federal gasoline tax. There were 
to be other taxes, notably on tires, 
which would have struck the truck- 
ing industry with particular force. 
It was at this point the industry 
said it was in favor of roads and 
was willing to pay for them, but 
felt that the taxation should be fair 
and equitable—not discriminatory. 


wrong still was being debated 
heatedly in Washington as the 
first session curtain began to 
descend. 


On one thing all agree. That is, 
that Ike was right and that a high- 
way program such as he outlined 
would be a good thing for the 
country. And all agree that the 
nation can’t bypass its highway 
construction forever. We must have 
more road building and mainte- 
nance for the operation of our 
growing number of automobiles, as 
well as general economic reasons. 

But when, and how? With the 
same Congress, the same commit- 
tees and a Presidential election on 
the horizon the chances are not too 
bright for such legislation in 1956. 

It’s anybody’s guess from here on. 

aa * * 


Defense Bill Wins 


N THE last moments of the 84th 

Congress’ first session, the House 
finally passed a two-year extension 
of the Defense Production Act, 
which is essential to enable the 
President to grant priorities and 
to allocate scarce materials for the 
defense program. Before passing 
the bill, however, the House de- 
feated a Democratic proposal to 
bar dollar-a-year men from Gov- 
ernment service but approved a 
provision generally limiting them 
to advisory roles. 

a *” * 


Walk Part Way 


_ the first session walked 
hand-in-hand with President 
Eisenhower's foreign policy, on the 
other hand it wrote its own domes- 
tic ticket. In world affairs the 
Democratic majority cooperated to 
give the President authority to 
defend Formosa, a three-year ex- 
tension of the Reciprocal Trade 
program and renewal of the For- 
eign Aid authorization. 

On the home front, however, 
while the Democratic Congress 
acted on most of the major sub- 
jects the President recommended, 
it didn’t always stick to the blue- 
prints. But with a Presidential 
election coming next year, it was 
to be expected that the opposition 
party would want to put its own 
imprint on much of the legislation. 

The most important Presiden- 
tial proposals put aside for next 
year are the highway and school 
construction programs and 
Hawaii statehood. But since the 

1956 session will be a part of the 

same Congress, all these unfin- 
ished bills can be revived with- 
out retracing the steps taken 
during this year’s session. 

With respect to taxes, the Presi- 
dent, with the aid of Sen. Harry F. 
Byrd, Virginia Democrat, got an 
extension of excise taxes and the 
52 percent income rate on corpora- 
tions without a cut in individual 
taxes, which many Democrats 
favored. 


In several instances the Demo- 


U. C. Dealer Sues 


2 Finance Firms 


SAN ANTONIO. — (UTPS) 
Felix A. Chapa jr., operator of the 
defunct Chapa Motors (used cars), 
has filed suits against two finance 
companies in District Court here 
for $575,000, charging that the 
firms broke contracts with him 
and sought to put him out of 
business. 

Chapa is suing Security Finance 
Co. for $500,000, and Federal] Serv- 
ices Finance Corp. of Texas for 
$75,000. He charged that the com- 
panies forced him to close his 
operations here and in seven other 


Who was right and who was | southwestern cities. 


crats started work on politically 
potent restoration of the 90 percent 
parity level for farm price supports 
and more liberal Social Security 
benefits. The Senate held up both 
these bills until January, after they 
had passed the House. 


Strike Boosts Autos 


N UPWARD trend in the num- 

ber of two-car families in the 
metropolitan Washington area and 
an increase in the purchase of new 
and used automobiles could well 
result from the unhappy break- 
down of bus and trolley transporta- 
tion facilities; in the opinion of 
American Automobile Assn. officials. 


After a month of the strike, the 
car-owning habits of the adult 
population of Washington, and 
nearby Maryland and Virginia are 
beginning to “jell,” according to 
LaVerne Johnson, AAA district 
manager. Two breakdowns in pub- 
lic transportation facilities within 
four years, he said, “appear to be 
going a long way toward encourag- 
ing increased use of the family car 
for work, shopping, amusement, 
recreation and social events.” 


“Washington,” commented 
Johnson, “might well become the 
first large city in the United 
States in which the overwhelming 
bulk of transportation for daily 
workers is in passenger cars, and 
not in buses or trolleys, if the 
present transit strike trend con- 
tinues.” 

Individual comments received by 
the AAA, Johnson added, indicate 
that numerous local non-car own- 
ers are now in the market for per- 
sonal auto transportation and that 
many present family vehicle owners 
are inclined toward a second car. 


After a month of battling the 
situation during a terrific hot spell, 
Washingtonians, including the traf- 
fic authorities, have learned much 
about what can be done with 
private autos and parking with no 
trolleys or huge buses using the 
best part of the streets for their 
purposes. 

A lot of new transportation ideas 
are coming to the surface here as 
a result of the stoppage of Capital 
Transit Co. The company has long 
been in disfavor with the public 
and that is weighing against a 
settlement that would bring any 
joy to its owners. 

* * o 


Two Switch to C of C 


EDWARD JOHNSTON, for- 

© merly with the American Auto- 

mobile Assn., and Venlo J. Wolf- 

sohn, previously with the American 

Trucking Assns., have joined the 

transportation department of the 
U.S. Chamber of Commerce. 


Johnston, a graduate of the Yale 
Bureau of Highway Traffic, began 
his professional career in 1925 with 
the Nebraska highway department. 
Wolfsohn, a University of Pennsyl- 
vania graduate, was in the ATA’s 
public relations division. 

* * m 


GI Auto Shipping 


yu Senate approved a measure 
authorizing private shipping 
companies as well as military serv- 
ice transport ships to carry auto- 
mobiles belonging to people in the 
armed services. 
om - : 


Post Office Probe Set 


EP. JOHN DOWDY, Texas 

Democrat, has been appointed 
chairman of a special House sub- 
committee to investigate the opera- 
tions of the Post Office. 


* * * 


Gas Station Complaints 


PPEARING before a Senate 

subcommittee, a group of New 
Jersey independent service station 
operators complained that they 
were being driven out of business 
by gasoline price wars in their 
state. They urged that the major 
oil companies be divested of their 
retail gasoline operations. 

a * * 


Motorcycle Tax Action 


Cv eceD that the motorcycle 
business has been suffering a 
depression for several years, the 
House Ways and Means Commit- 
tee approved removal of the 10 per- 
cent excise tax. The House voted 
favorably later and sent the bill to 
the Senate just before adjournment. 
Profit figures produced by the 
motorcycle makers showed they 
have been on the downgrade since 
1947. 


a 
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OPPORTUNITY 
UNLIMITED 
A Studebaker 


case history 
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IGHT in the center of Hamilton County, 

Texas, at the cross-roads of U. S. 281 

and Texas 36, is the bustling town of Ham- 

ilton... county seat and busy trading 
center for folks from miles around. 


Hamilton is like a lot of other American 
communities... busy and growing these 
days ...and the pleasant home of people 
who believe in opportunity and a future. 


One of them is 30 year old Alton Bullard, 
who has recently opened a new Studebaker 
dealership at 113 South Rice Street. 


Mr. Bullard has been an active and pop- 
ular citizen of Hamilton for a long time. 
He started working years ago for the local 
distributor of an oil company ... six years 
ago he took over the management of two 
of the company’s service stations. 


In his few spare hours, he became active 
in community and church work. And he 
also conducted a used car business. 


A man in Alton Bullard’s line of work 
gets a pretty accurate picture of the auto- 
mobile world. A few months ago, he came 
to Studebaker to apply for a dealership, 
convinced that this “‘go-places” car and 
company offered him the real and solid 
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There's another star 





business future he has always wanted. 


With him, he brought impressive rec- 
ommendations... from banking and busi- 
ness associations. There was even a tele- 
gram of praise from the manager of the 
local Chamber of Commerce. 





A. Bullard, 113 So. Rice Street, Hamilton, Texas 


Very soon the new dealership was ar- 
ranged ... because Alton Bullard is obvi- 
ously the kind of aggressive, enthusiastic, 
and forward-looking man so typical of the 
Studébaker dealer family. And because his 
home town of Hamilton is a good and logical 
site for another new home of Studebaker 
sales and service. 


There are more opportunities like this 
one waiting...and more young men to 
take hold of them. Very likely you! 


in the Lone Star State... 


young ALTON BULLAR 


of Hamilton, Iexas 
has his new 


S PUDEBAKER 
DEALERSHIP 


— service department man- 
agers ... used car businessmen... 
retail automobile sales managers and 
salesmen...all these are prospects for 
Studebaker dealerships. 

We want men with vision and am- 
bition and sales experience. Men who 
want to join a going, growing oper- 
ation and build a solid future for them- 
selves. 

You don’t need a huge amount of 
cash capital if you have the other ele- 
ments of success that Studebaker con- 
siders essential. 

If you’re the right man, get in touch 
now with William A. Keller, General 
Sales Manager, Studebaker Division, 
Studebaker-Packard Corporation, South 
Bend 27, Indiana. 


STUDEBAKER 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION... ONE OF THE 4 MAJOR FULL-LINE PRODUCERS OF CARS AND TRUCKS 








18 





Ford School Alumni Chat with Dean— 


Pictured above with John Heflin, left, dean of the Ford Merchandising School, are 
the new officers for the southeast region alumni. Left to right, they are Walter 
McRae jr., Jacksonville, Fla., president; John Dekle, Savannah, Ga., vice-president; 
Rhae Adams, Virginia Beach, Va., secretary, and James Pletcher, Philadelphia, treas- 
urer. The Merchandising School is operated to train sons of dealers and other young 
executives in dealership management. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 
Section, Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


Across the Nation ... 
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Auto Dealer Changes 


H. L. Galles jr. and Frank Groes- 
beeck have formed Galles-Groes- 
beeck Chevrolet Co. in Albuquerque, 
N. M. The new firm will occupy 
the site of Galles Motor Co., which 


will move its Cadillac-Oldsmobile | 


operation to a new location. 
* * * 


Brazeal, McDaniel Join 
To Form Atcheson Deal 


Brazeal Motor Co., Atchison, 
Kans., and McDaniel Motor Co., 
Wetmore, Kans., have formed 
Brazeal-McDaniel M otors, Inc., 
Atchison. 


John Brazeal is owner of Bra- 
zeal Motor Co. and Raymond Mc- 
Daniel, owner of the Wetmore 
firm. McDaniel will manage the 
service department of the new 


firm. 
* s * 


Rogers Sells to Vance 
W. W. Rogers has sold Rogers 





Motor Co. (Chrysler - Plymouth), 
Tulsa, to Vance Motors, Inc., a new 
firm headed by W. M. Vance who 
owns a DeSoto-Plymouth dealership 
in Topeka. He will move to Tulsa, 
leaving Topeka dealership under 
direction of his son-in-law, Jim 
Love. 


Taeymans Chevrolet Deal 


Purchased by Booth 
Booth Chevrolet has opened in 
Babylon, N. Y., with Victor Booth 
as president. 
The dealership was purchased 
from Charles Taeymans. 
x - 


Less Taylor Purchased 


To Old-Line Dodge Dealer 


Less Taylor Motor Co. (Dodge- 
Plymouth), Salt Lake City, has been 
purchased by Robert H. Hinckley, 
Ogden. 

The firm will be known as Hinck- 
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ley’s, Inc. Robert H. Hinckley, Inc., 
the parent firm, was founded in 
1915 as a Dodge dealership. 

* * + 


Jenkins, Thompson, Settles 


Buy Whitley Truck Deal 


J. T. Whitley has sold the Chat- 
tanooga (Tenn.) White Motor Truck 
Co., Inc., to T. E, Jenkins, Charles 
E. Thompson and Don Settles 


* * 


Mertl Opens Doors 


Mertl Motors, Inc., is a new 
Chrysler- Plymouth dealership at 
Michigan City, Ind., with Wayne 
D. Merti as president. 

* + * 
Smith Adds Outlet 


Smith Motors Annex is a new 
Nash dealership in Redfield, S. D. 
Officers are Paul Flater, presi- 
dent and manager, and Loy 8S. 
Smith, vice-president. Smith also 
operates a Nash firm in Huron, 
8. D. 


* * * 


Sharpton Buys Phipps 


W. H. Phipps has sold Phipps 
Chevrolet Co., Plant City, Fla., to 
A, E, Sharpton, who has operated 
a@ used-car business here. The new 
owner has changed the name of 
the firm to Bill Sharpton Chevrolet, 
Inc. 

* + = 


Davidson Signs with Nash 


Davidson’s Nash Sales, E] Do- 
rado, Ark., has been opened by 
John H. Davidson. 

* 


* 


Hartman Takes Franchise 


Gideon Hartman, a former used- 
car dealer, has opened a Nash deal- 
ership in Exeland, Wis. The firm 
has been named Hartman’s Garage. 

* - * 


lowa Nash Dealerships 


Formed in Two Cities 


Two new Nash dealerships have 
been opened in Iowa. They are 
Storm Lake Motor Sales, Storm 
Lake, and Russ & Ky’s Nash Sales 
& Service, Algona. 

Storm Lake is headed by Milton 
E. Putnam, a former dealership 
service manager. Partners in the 
Algona firm are Russell D. Hutch- 
ins and Donald A. Kajewski. 


Nash Adds Kansas Outlets 
At McCracken, Wakeeney 


Nash has signed two new dealer- 
ships in Kansas. 

Anderson Motor Co., McCracken, 
is headed by partners G. W. Ander- 
son and Harlon B. Anderson. 

Lynch Motor & Implement Co., 
Wakeeney, is headed by Frank D. 
Lynch. 


® * s 


Castle Car Opens 
Castle Car Co. (Ford), Syra- 
cuse, has opened. An orchestra 
played and refreshments were 
served at the firm’s open house. 
a . x 


Shermans Get Hudson 


Sherman Motor Sales, 898 Elm- 
wood Ave., Providence, used - car 
dealers for the past 30 years, have 
been granted a Hudson franchise. 
Sam Sherman, Hy Sherman and 
Stewart Sherman represent three 
generations of the Sherman family 
in the business. 

= * 


Kinneer Buys Out Jones 


Max Kinneer has purchased the 
Athens (O.) Chrysler - Plymouth 
dealership from John Jones. Kin- 
neer also handles Dodge trucks. 

* * > 


Pickenpaugh Adds L-M 
Owen H. Pickenpaugh, Ford 
dealer of Caldwell, O., has been 
granted a Lincoln-Mercury fran- 
chise for Noble county. 
= * * 


Twins Open Pontiac 
Twin brothers, Robert and Rich- 
ard Greenwald, have opened Twin 
Pontiac Co. at Hermosa Beach, 
Calif. 


* * * 


Miller Adds Mercury 


J. W. Miller, Inc. (Ford), Belle- 
vue, O., has acquired a Mercury 


franchise. 
* - om 


Gale Buys Buick Deal 


Appointment of Walter Gale as 
Buick dealer in Wenatchee, Wash., 
has been announced by John H. 
Scudder, Portland zone manager 
for Buick. Gale has purchased the 
interests of C. Anderson Buick Co., 

(Continued on Page 19, Col. 1) 
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Auto Dealer Changes 


(Continued from Page 18) 


and will operate under the name of 
Gale Buick Co. Gale formerly was 
a salesman for the Rex Buick Co., 
Vancouver, Wash. 

* * x 


Bailey’s to Sell Dodge Trucks 


Bailey’s Sales & Service, Nor- 
wood, Minn., has been named a 
Dodge Truck dealership. Dennis 
Bailey heads the concern. 

+ * x 


Buick Deal Leases Building 


The building formerly occupied 
by Holt Motor Co. in Minneapolis 
has been leased by the W. R. Steph- 
ens Co. (Buick). 

* 


” * 


Denning, Hamilton Add Deal 


Robert Hamilton and James Den- 
ning, of Denning-Hamilton Pontiac, 
Dillonvale, O., have purchased the 
Ruland Pontiac dealership in St. 
Clairsville. Hamilton will manage 
the new firm. 

~ + * 


McKinley Chartered 


Incorporation papers have been 
issued to McKinley Buick, Alliance, 
O. Incorporators are Charles W. 
McKinley III, J. D. Blumensteik 
and Helen W. Hartzell. 

* * * 


Abbitt Drops Packard 


For Chevrolet in Va. 


John Abbitt, Newport News (Va.) 
Packard dealer, has been granted a 
Chevrolet franchise in Warwick, 
Va. He has liquidated his Packard 
business, which he operated for 15 
years. 

The new dealership, the first 
Chevrolet company in Warwick, is 
named Abbitt Chevrolet, Inc. 

* 7 * 


Dodge Dealer Adds Trucks 

Irving English, Inc., Minneapolis 
Dodge- Plymouth dealership, has 
been named a Dodge Truck dealer. 
Irving English heads the firm. 


* * * 


Hursch Pick Pontiac 


H. U. Hursch has bought out 
Aldrich Pontiac Co., Helena, Mont. 
The new firm is called Dale Pon- 
tiac. 

os +. * 


Hill, Bates Buy Pontiac Deal 


Curtis Hill and Lew Bates, part- 
ners in Buck Hill Co., a used-car 
and finance firm, have purchased 
the Bill Wainwright Pontiac dealer- 
ship in Marshall, Tex. They will 
operate both firms. 

* 


Caddell Buys Cowley 


Joseph C. Caddell, former owner 
of Allapattah Motors and one-time 
executive for Commercial Credit 
Corp. in Miami, has purchased 
a Chevrolet Co., St. Cloud, 

a. 


* * * 
Curry Motors Expands 


With New Showroom 

Charles M. Curry Motors, Inc. 
(Mercury), Cambridge, Mass., has 
expanded its facilities with the 
establishment of a new show- 
room containing 3,000 square feet. 

The dealership now operates, 
in addition to the new salesroom, 
a 9,500 square-foot service de- 
partment and an 18,000 square- 
foot used-car lot. 


* 


Glenn Chevrolet Expanding 
Jimmie Glenn Ch evrolet Co. 
Houston, is expanding its sales and 
service building. 
* * x 
Morris Mercury Chartered 
Morris Mercury Co. has been 
chartered in Pawhuska, Okla., by 
William D. Lohman, Gloria Loh- 
man and Louis Morris. 
* * * 


Stone Adds Dodge Trucks 
Bill Stone Motor Co. (DeSoto- 
Plymouth), Muskogee, Okla., has 
been appointed a Dodge truck 
dealer. 


* * * 


Bob Yeakel Opens L. A. 


Oldsmobile Dealership 


Bob Yeakel Wilshire Oldsmobile 
has opened in Los Angeles with a 





“Cavalcade” of car advertisements 
featured on opening day. 

Yeakel, 35, owner, was the 
founder, with his brothers Harry 
and Jack, of Yeakel Bros. Cadillac 
Specialists. His brothers will con- 
aa to operate the Cadillac dealer- 
ship. 


* * * 


Frizzell Takes Pontiac Again 


Ivan Frizzell, former Sulphur 
Springs (Tex.) Pontiac dealer, has 
taken over J. C. Robison Pontiac 
Co. in Houston and will operate it 


as Frizzell Pontiac Co. 
* * * 


Bluff City Buick Sold 


Hugh J. Jetton, Charles J. Creath 
and Wallace H. Claypool have sold 
Bluff City Buick Co., 739 Union St., 
Memphis, to Joe H. Schaeffer. 
Schaeffer, 36, is founder and presi- 
dent of J & S Motors, which oper- 





ates used-car lots at 215 N. Cleve- 
land, 720 Union and 2348 Lamar. 
Bluff City Buick employes 90 per- 


sons. 
* * * 


Texas Deal Changes Name 


Lake Chevrolet Co., Inc., Sour 
Lake, Tex., has changed its name 
to Paul White Motor Co. 


* * * 


Lee Buys Out Cole 


Louis Lee jr. has purchased the 
DeSoto-Plymouth dealership in 
Huntsville, Ala., from the (Arthur) 
Cole Motor Co. The firm will be 
called Lee Motor Co. and Louis Lee 
sr. will be general manager. 

x * 


Deal Changes Name 


Jonesboro Ford Sales, Inc., Jones- 
boro, Tenn., has been renamed 
Jonesboro Auto Sales, Inc. 

* * - 


Willys Names 7 Dealers 


In Pennsylvania Area 


Seven dealerships in Pennsyl- 
vania have been granted Willys 
franchises. 

They are: Frankline Street Mo- 
tors (Carl W. Thrall), Waynes- 
burg; Crago’s Garage (George A. 
Crago), Blairsville; Palone’s Gar- 
age (Arthur Palone), Rice’s Land- 
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ing; Cheri Motor Co. (Paul H. 
Biery), Imperial; Peterman’s Gar- 
age (Sheldon Peterman), Altoona; 
Dick Thacker Thackray, Inc., 
Johnstown, and Weston’s Garage 
(Richard Weston), Bedford. 


* * * 


Lightwine Joins DeBacker 

DeBacker Chevrolet Co, Fort 
Scott, Kans., has been reorganized 
as Lightwine - DeBacker Chevrolet, 
Inc., with J. D. Lightwine as presi- 
dent and manager. He formerly 
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was sales manager. Gerald De- 
Backer retains an interest in the 
firm but will open a new Chevrolet 
dealership at Hickman Mills, Mo. 

- 


Ralston Gets Nash 


A new Nash dealership has been 
opened in Culver City, Calif., by 
E. W. Ralston, who has been a Los 
Angeles dealer since 1922. Bill Har- 
rington has been named sales man- 
ager. i 

+ 


Pa. Gets 2 Hudson Deals 


Hudson has added two franchises 
in Pennsylvania. They are Magness 
Garage, operated by Paul E. Mag- 
ness in North Vandergrift, and L. 
& S. Auto Service, owned by Floyd 
LaForce and William Smith, in 
Ambridge. 


* cd * 


Dodge Truck for Rich 


Rich Motors, Inc., has taken over 
the Dodge truck dealership in Ritt- 
man, O. 

a” * * 


Gillen Goes Mercury 


Bob Gillen Motor Sales has been 
named a Mercury dealer in Gallipo- 
lis, O. There hag been no Mercury 
outlet in Gallipolis since World 
War II. 
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$500 Million Plot Laid 
To Utility Interests 


WASHINGTON.—Efforts to raid 
highway funds of $500 million in 
the next 10 years are being made 
by utility interests, the American 
Automobile Assn. has charged. 

AAA urged Congress to block 
what it termed “an unconscion- 
able raid to grab money sorely 
needed to meet critical highway 
deficiencies.” 

It said that utility companies are 
seeking to pile “subsidy on subsidy” 
at the expense of the owners and 
operators of cars and trucks. 

“Highway agencies, with acqui- 
escence of motorists, have per- 
mitted free use of rights-of-way by 
public utilities,” AAA said. “These 
companies are now claiming a 
vested interest or ‘squatters’ rights” 
in the use of the public domain. 

“Such free use of the public 
ways saves the utilities many 
millions of dollars annually. But 





not content with this, utilities 
want highway users to pay their 
moving costs as well.” 

AAA noted that proposed high- 
way improvements in the next 
decade indicate utility relocation 
costs of $50 million a year. 

In many states, AAA said, there 


are contractual obligations under | 


which utilities are given free use 
of highway rights-of-way under an 
agreement whereby the utility will 
pay any necessary relocation costs. 

“For the Federal Government 
to make repayments would 
gravely disrupt these contractual 
relationships and would be’ an 
invasion of state sovereignty,” 
AAA said. 

“If they are not willing to pay 
their own relocation costs,” said 
AAA, “the time has come when 
the utilities should either pay a 








New Home of Hudson Van Nuys— 


The new home of Hudson Van Nuys, Inc., Van Nuys, Calif. includes showroom 
space for four new cars and a large outdoor lot which Jim Foster, owner, also 
uses for new-car display space. 





franchise fee or be barred from | with MTA in safety activities for 
highway rights-of-way.” | the past five years. The last three 
. «& » | years, he was director of the Michi- 


° ° gan Motor Carriers’ Safety and 
Mich. Trucking Assn. Names Personnel Assn., a division of MTA. 


Mulholland Safety Director * * # 
Guy E. Mulholland has been ap- New Motor Vehicle Laws 


pointed safety director of the 4 
Michigan Trucking Assn., Detroit.| Take Effect in Kansas 
A number of new Kansas motor 


A retired Detroit police officer, 
Mulholland has been cooperating/| vehicle laws, including a driver’s 
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license to expire on the owner’s 


birthday and a curb on teen-age 
driving, went into effect July 1 in 
Kansas. 

Next year the state will issue 
one license plate instead of twc 
and persons suspected of drunk 
driving will be required to take e 
chemical blood test. One new law 
will require all motor vehicles to be 
equipped with mufflers. Parents 
or guardians applying for license 
for 14 to 15-year-olds will have to 
certify to the necessity of the per- 
mit, it will be good only between 
7 a.m and 6 p.m. on schooldays. 

* + * 


Clasen Helps Snip Ribbon 


At Trafficway Ceremony 


The $500,000 Seventh Street Traf- 
ficway cutoff has been opened at 
formal ceremonies in Kansas City, 
Kans. 

Sharing in the ribbon-cutting 
which formally opened the high- 
way were Mayor Paul F. Mitchum 
and Samuel Clasen, president of 
Clasen Morse Chevrolet, Inc., Cla- 
sen was mayor of Rosedale, a 
suburb touched by the trafficway, 
from 1911 to 1914. 

* * * 


Ross Elected President 


Of Detroit Safety Council 


Robert T. Ross, of Ford Motor 
Co., has been elected president of 
the Greater Detroit Safety Council, 
succeeding D. T. Mould, of General 
Motors. 


Other officers elected were W. 
E. Landis, of Chrysler Corp., as 
vice-president, and Roland Paulin, 
of Michigan Consolidated Gas Co. 
as secretary-treasurer. Mould and 
R. P. Douglas, of Detroit Edison 
Co., were named to the board. 


Song on Lip 
Is Vacation Tip 
For Safer Trip 


Sing as you drive! That’s the 
latest tip on how to have a safe 
driving vacation. 

Ken Newman, maintenance man 
with Minneapolis-Honeywell Co., 
Minneapolis is telling fellow em- 
ployes that as they drive along the 
highway they should draw upon 
the following repertoire of songs: 

At 35 miles an hour: “Sing your 
way home at the end of the day; 
sing your way home, drive the 
shadows away.” 

At 45 miles an hour: “Highways 
are happy ways when they lead the 
way to home.” 

At 55: “Nearer my God to thee, 
nearer to thee.” 

At 65: “I am but a stranger here, 
Heaven is my home.” 

At 75: “When the roll is called up 
yonder, I’ll be there.” 

And at 85: “Lord, I’m coming 
home!” 


Roads Kill 492, 
Auto Club Reports 


Highway and road defects in 
Pennsylvania have been blamed for 
492 traffic deaths and 12,898 in- 
juries during the last five years, 
according to the Keystone Automo- 
bile Club. 


The club also reported that 27,- 
508 vehicles were damaged. 

“The statistics show,” the club 
stated, “that 153 died in accidents 
attributed to ‘defective shoulders.’ 
Other catagories are headed ‘holes, 
deep ruts,’ ‘loose material on the 
surface,’ ‘road under construction,’ 
and ‘all others.’ Translated into 
terms of death ... the picture 
scarcely warrants the minimizing 
of road condition as an accident 
factor.” 


6 asi Reed 


Driver Training Aided 
By Ohio Dealer 


Collingwood Motor Sales (Ford) 
has backed the school driver train- 
ing program in Findlay, O., and in 
Hancock County by loaning six 
cars to classes in six high schools 
in the area. 

A full-page newspaper advertise- 
ment was taken to enlist public 
support in the program and pic- 
tures of the autos loaned were 

(Continued on Page 21, Col. 1) 
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& Safety 


(Continued from Page 20) 


printed together with the schools 
using them. 

“We, at Collingwood Motor Sales, 
are proud of the part we have 
played in the driver trainer pro- 
gram in Findlay and Hancock 
County,” the ad said. 

“Highway safety must be pro- 
moted at the community level. Sta- 
tistics from every state of the 
Union prove that trained drivers 
have over a 50 percent better 
chance of survival on our high- 
ways.” 

* + * 
Wallace Donates Buicks 


For Portland Parade 


A fleet of 1955 Buicks was sup- 
plied for the Portland (Ore.) Ros- 
aria festival by George B. Wallace 
Co. Seven convertibles and a four- 
door hardtop were donated. 


Five of the convertibles served 
as Official parade cars carrying 
former President Harry S. Truman, 
Gov. Paul L. Patterson, Mayor Fred 
L. Peterson and other dignitaries. 


Drivers were chosen from high 
school students following a _ two- 
week test in driving and traffic as| 
well as a physical checkup. 

fn * ~ 


Trespass by Auto 


Under a Massachusetts law the 
owner of a parked auto is liable 
for its “trespass.” Edward W. Fal- 
lon, Boston _ superintendent of 
police, has said that proof of own- 
ership “is prima facie evidence that | 
the owner was the person who 
parked the vehicle.” Previously 
proof had to be ordered in court 
that’ the registered owner was the 
actual driver of the car at time of | 
parking on private property. 

x * * 


89,000 ‘Earn’ Demerits 


A total of 336.000 demerits were | 
piled up by 89,000 drivers during) 
the first 18 months of the new 
Massachusetts point system. Viola- | 
tion notices increased 11 percent! 
during the first half of 1955 but 
Rudolph F. King, motor vehicle! 
registrar, said the ,figures probably | 
“reflect more intensive enforce- | 


ment” rather than more violations. 
* * * 


Ohio Adds to Highway Patrol 


Ohio Gov. Frank Lausche has 
signed bills increasing the state 
highway patrol from 650 to 700) 
men, and giving the patrol jurisdic- 
tion over state highways at the 
Wright-Patterson airfield at Day-| 
ton. 

* * * 


2 Kentucky Dealers Give 
Student-Training Cars 


Two members of the Kentucky | 
Automobile Dealers Assn. have re- | 
ceived safety awards for furnishing | 
cars to be used in student-driver | 
training programs. 

They are Bowling Green Mercury | 
Co. and Danville Motors, Inc.| 
(Ford). 





* * * 


Parking Bonds Okayed 


A $300,000 bond issue has been 
approved in Pawtucket, R. I., for 
construction of a municipal] park- 
ing lot. A previous budget appro- 
priation of $100,000 was voted for 
the same purpose. 

oe * + 


Wash. Approves Half-Billion 
In Highway Construction 


More than half a billion dollars 
in new road and bridge construc- 
tion has been approved in the state 
of Washington. Largest single 
project in the program will be a 
$227 million Tacoma-Seattle-Everett 
toll road. 

The 65-mile four-lane expressway 
will feature as many as 10 lanes 
through downtown Seattle. Tol] 
will be 90 cents to travel the entire 
length of the road. 

* 


* * 





California Governor Signs 


Two New Traffic Bills 


Two new traffic bills have been 
signed into law by California’s 
Gov. Goodwin Knight. 

One prohibits driving motor vehi- | 
cles with only parking lights burn- 
ing. The other requires a vehicle 
to be driven in the right-hand lane 
when traveling at less than normal 





speed of traffic going in the same 
direction. 
+ * * 


Canada Stiffens Penalty 


An amendment to Canadian 
criminal laws permits courts to 
prohibit persons convicted of im- 
paired driving from using an auto 
anywhere in the country. 

In the past such punishment was 
limited to those guilty of drunken 
driving. 

ao * * 


Auto Club Fights Horn Ban 
The Automobile Club of New 
York has urged the City Council to 
reject a bill that would ban horn 
blowing between 10 p.m. and 6 a.m. 
in the interest of safety. 
- * * 


Youth Safety Run 


Leads to Las Vegas 

The second Youth Safety Run led 
from Pasadena, Calif. to Los 
Vegas, Nev., under the sponsor- 


ship of the Pasadena Peace Officers 
Car Club Assn. 

The official car was a Dodge. It 
carried police officers and J. Robert 
Wegge, head of a Pasadena Dodge 
dealership. Bud Neil, Monrovia, 
Calif., was voted best driver in the 


run. 
+ * * 


Where Death Hides 


Police records show that last year 


in Detroit 49 percent of the chil- | 


dren struck down by autos ran into 


the street “from between, in front | 


of or behind parked cars.” 
s + * 


Child Fatalities Triple 


Nearly three times as many chil- 
dren were killed in Detroit traffic 
accidents 
same period last year, according to 
the Traffic Safety Assn. of Detroit. 
Most of the fatalities resulted from 
children running out into the 
street. 

* * + 


Short-Tempered Hubbies 


Drive Wives to Stranger 

K. O. Kelly, in charge of the 
special driving course program 
sponsored by the Idaho Automo- 
bile Assn., reports that the aver- 


in 1955 as during the | 








Some automobiles, around 1900, 
featured a lawn umbrella for 


shade. 





age woman signs up for a driv- 
ing course “because her husband 


is too short-tempered” to teach 


her to drive. 


A poll of the woman students 
in Idaho Falls reveals that wom- 


en can learn to drive “twice as 
fast” from a stranger than from 
her own husband. “And better, 
too,” Kelly adds. 

ad ? * 


Canadian Safety Mark Set 
Hull, Que., with 40,000 population, 
has set a record of 400 consecutive 


days without a fatal accident. 
* * + 


Role of Toll Highways 
Outlined in Michigan 


Toll highways can take up a 
billion-dollar slack between Michi- 
gan highway building needs and 
probable building programs, it was 
predicted by George N. Higgins, 
chairman of the State Turnpike 
Authority and Pontiac-GMC dealer 
at Ferndale, Mich. 


Estimating Michigan’s highway 
trunkline system needs approxi- 
mately $3,500 million, while a com- 
bination of the recent state gaso- 
line tax hike and the “best hoped- 
for Federal legislation” would 
| bring about $2,500 million in high- 
| way construction programs, he con- 
tended turnpikes can fill the gap. 
Higgins said more roads can be 
built through the combined and 
|prudent use of both gas tax funds 
and toll charges. 





“We have been receiving a marked increase in clients...” 
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“ SNe the installation of our 





lief, will be realized by the 
business.” 


Testimonials like this—from merchants 
in all sorts of businesses—from all sections 
of the country attest to the improvement a 
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agian 









Priiisoe 


IN CANADA: 


we have been receiving a marked in- 
crease in clients,” says Mr. Delaney. “We 
recommend this modernizing change to 
anyone desiring to bring up-to-date an 
old, worn-out front. The cost, it is our be- 


PAINTS - 


says David J. Delaney 


about his new Pittsburgh Store Front 


COLUMBIA PONTIAC CO., INC., DORCHESTER, MASS., owes 
much of its smart good looks and business success to its 
eye-appealing Pittsburgh Store Front. Pittsburgh Products 
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CANADIAN PITTSBURGH 


beautiful, open-vision Pittsburgh Store 
Front can make in a retail business. Open- 
vision store fronts have a fresh, inviting 
. they attract new cus- 
tomers, help make old ones better patrons. 

Whether you are planning to build a 
new store or to remodel your present place 
of business, it will pay you to consider a 
Pittsburgh Plate Glass Store Front. For 
complete information on Pittsburgh Prod- 
ucts and other interesting case histories 


Pittsburgh Plate Glass Company 


iat y [] Have your representative give 
Si ¢ store front. 
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GLASS + CHEMICALS - BRUSHES - PLASTICS - 


used here include: 
Structural Glass, Pittsburgh Polished Plate Glass, Pitts- 
burgh Mirrors and two Tubelite® Door Frame Assemblies. 


Room 5272, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 
(1 Please send me a FREE copy of your modernization booklet. 


Pittco® Store Front Metal, Carrara® 





on successful store front installations, just 
send in the convenient coupon. We'll send 
you a free copy of our booklet, “How To 
Give Your Store The Look That Sells.” 
We will be glad to give you a free estimate 
on a new store front. No obligation. 
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Auto Personnel 


John H. Naylor, Clayton, Mo., has 
been named sales promotion man- 
ager for Dodge’s Kansas City zone. 
He joined Dodge in 1955 as a mem- 
ber of the sales staff. 

For nine years, Naylor was em- 
ployed by another automotive com- 
pany in Missouri in dealer training, 
new and used-car merchandising 
and truck sales. 

+ + > 


AP Parts Appoints 


Stivers to Sales Post 


H. C. Stivers has been named 
sales manager of AP Parts Corp., 
Toledo. He will be responsible for 
all replacement 
sales of AP ex- 
haust system 
parts for cars, 
farm tractors, and 
trucks. 

Stivers also will 
direct sales of 
Miracle Power 
and dgf-123, lubri- 











home office, and Hughes M. Harper, 

former district manager, to assist- 

ant zone manager at Dallas, Tex. 
* + + 


U. S. Rubber Ups Mitchel 
To Distributing Manager 
William A. Mitchel has been ap- 
pointed manager 
of distributing 
branches for U. S. 
Rubber Co., De- 
troit, succeeding 
Henry G. Ross, 
who has retired. 
Assistant man- 
ager since 1945, 
Mitchel will direct 
the operation of 
the company’s 39 
branches. He 
started with the W. A. Mitchel 
company in 1926 as a sales clerk in 
St. Paul. 





* * * 
Universal C.1.T. Promotes 
Rude and Reeves 





Dallas, Kansas City, Omaha anc 
Minneapolis regions. 
* * * 


Hudson Succeeds Todd 


As Nash Export Manager 


M. L. Hudson has been promotec 
to export manager of Nash Motors 
succeeding J. L. Todd, it has beer 
announced by 
Richard T. Purdy, 
manager of Amer- 
ican Motors’ au- 
tomotive export 
division. 

Todd, although 
eligible for retire- 
ment after 42 
years’ service 
with the firm, will 
continue as Nash 
export sales man- 7 
ager, the post for- M. L. Hudson 
merly held by Hudson. 

Hudson joined Nash in 1952 as 
assistant export sales manager, be- 
coming export sales manager in 
1954. He entered the auto business 
in 1925 with Rickenbacker Motor 
Car Co. 





* * 7 
Pontiac Promotes Stadler 
To Boston Assistant 





S F ; cants containing _| The appointment of H. J. Stadler 
Pax-all Refuse Bodies Powerized Frate-Gate processed syn- aco oe ua ee as assistant zone manager in Pon- 
thetic graphite, to oe i, tive vice-presidents of Universal | tiac’s oe a Pn Pn an- 
\\St.P ] . WH \salers He Joined AP Parts Corp.| CLT: Credit Corp. —_ 
. e * : * . 
Ri au -equipped three years ago as territory man- Rude will continue executive di- Stadler was service manager in 
ager in California and later was the Boston zone prior to his new 
k e Ls 4 * t ll og yy eye Agent . : aan — He joined Pontiac in 
ma Ss i easier °o se been assistant sales manager. . 7 * ® 
a Laursen, Tree Promoted 
Borg’s DeLind Retires In Dodge New York Region 
Ever notice how much faster you can close an aaa of oon w. Pa Promotion of William A. Laur- 
extra-profit truck equipment deal, when the name on the ee eee sen to assistant sales manager of 
ae ° . Warner International Corp. and Dodge’s New York region has 
hoist, body or end-gate is “ST.PAUL HYDRAULIC ‘? This his retirement from exeeutive au- arene ced by R. H Fischer, 
is because experience proves that St.Paul’s 42 years of ties with the company has been regional sales manager. 
engineering and manufacturing know-how pay off in greater announced. He was president of Alan G. Rude R. S. Reeves Thomas S. Tree, Oreland, Pa., 
customer satisfaction, lowest net cost per payload hour — lane from | ection of all sales activities and| 8&8 been named regional service 
‘ ‘ : : manager. Laursen has been with 
for BOTH equipment and truck chassis. Send for the latest -. « will supervise all factory relations| poace since 1954 as eastern zon 
facts on the new St.Paul line of hoists, bodies and Frate- ; Willys’ and trailer financing activities. Sak coumneiiom sapnaaen. Gee 
Gates today. St.Paul Hydraulic Hoist, Customer Service | Hinds Heads Up Willys Reeves will assume executive su-| joined Dodge in 1946. 
Dept., Wayne, Mich. s-ci.ir | Military Relations Section — = ao — — yee 
Brig.-Gen S. R. Hinds, U.S. Army | "2" Sales at the New York head- Wagner Appoints Hill 
quarters of the company. 
— a a. ve gn a Wagner Electric Corp. St. 
nc., as head o e military rela- ‘ Louis, has announced the appoint- 
ry aan Vogel Moves from Champion | ment of G. Ww. Hill, as onuaiuatbee 
e govern To Blue Crown Spark Plu branch supervisor. He will super- 
— Set Gene Vogel iat baad ee vise operations of Wagner's 23 au- @ 
will maintain manager of Blue Crown spark tomotive branch offices and ware- 
headquarters in plug division of Blue Crown | houses in the U. S., supplying do- 
a. i Spark Plug Corp mestic and overseas markets. Hill 
, Who re- ' has b ith W ince 1936. 
tired from mili- Vogel formerly was chief engi- ee = .a" ae i 
tary service in| neer for all plants of Champion : 
ail 1947, has been| Spark Plug Corp. Eaton Directors Name 
serving since 1951 ¢ * Monroe, Ide, Hengst 
" ae pg od Black Named to Fleet Post Eaton Mfg. Co. directors have 
8. R. Hinds procurement divi-| For Dodge in Southwest —— monet S Tae ir. 
sion of the U. N. Korean Recon- Charles B. Black has been ap- vice-president-treasurer, and Ray- 
struction Agency. pointed southwest Zone fleet sales| mond G. Hengst, secretary. 
= ee supervisor for Dodge. Monroe has been with Eaton 
Motor Wheel Ups Vanderitill Black wil] headquarter in Kan- | since 1920 and Ide since 1927. Hen 
e 2 sas City and give assistance in’ since 1920 and Ide since 1927. 
; ee <r we fleet truck sales to dealers in the! (Continued on Page 23, Col. 1) 
i . Vande mn pro- = 
Quantity moted to sales manager of the 
nd Reo division of Motor Wheel 3 
Corp., Lansing, succeeding Thor 
A P ry a PY O. Loe, who has resigned. 
ey Pa 'D G| ( i; C Vandertill joined the Duo- 
Therm division in 1948. He served 
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FOUNDRY DIVISION 


MAIN OFFICE AND MANUFACTURING PLANTS 
CHATTANOOGA 2, TENNESSEE 


as advertising manager, sales 
promotion manager and for the 
last three years as assistant sales 
manager. 


* * * 


White Promotes Schwartz 


To Export Manager 


E. W. Schwartz has been ap- 
pointed export manager of White 
Motor Co., Cleveland. 

Associated with White since 1918, 
Schwartz has been assistant man- 
ager since 1949 and has been in the 
export division since 1928. He will 
continue to make his headquarters 
in Cleveland. 

+ a” 2 


GMC Truck Announces 


Five Personnel Changes 


Appointment of Ralph O. Moore 
as administrative assistant to the 
general sales manager has been 
announced by GMC Truck & Coach 
division, Pontiac. 

Other appointments include V. A. 
Dodd, former assistant manager of 
truck distribution, to manager of 
truck distribution; T. L. Harris, 





Dealers Fete Mandell on Retirement— 


More than 200 Oldsmobile dealers from the five-state Philadelphia zone gather 





at a testimonial dinner for Harry Mandell, office manager and car distributor for the 
tion, to zone manager of the Bos-/ zone, on his retirement after 36 years with Oldsmobile. Seated, from left, are Pat 
ton wholesale zone; R. T. Jennings, | Blake, Harrisburg, toastmaster; Mandell and E. J. Bigley, Eastern regional manager. 
former Boston Zone manager, t0| Standing are F. L. Forester, Philadelphia zone manager; John P. Crisconi, Philadelphia, 
sales promotion manager at the’ and Dave Reese, Drexel Hill, Pa. 


former manager of truck distribu- 
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(Continued from Page 22) 


Hengst has handled much of com- 
pany’s legal work for many years. 
7 . * 


Dodge Appoints Cook 


Purchasing Agent 

Appointment of Harold C. Cook 
as purchasing agent of Dodge has 
been announced. Since October, 
1953, he has been 
purchasing super- 
visor of raw ma- 
terials in the 
company’s central 
purchasing de- 
partment. 

In his new as- 
signment Cook 
succeeds John C. 
Poyner, who has 
been named as- 
sistant general 
purchasing agent 
for Chrysler Corp. Cook joined 
Chrysler in 1933 and joined the cor- 
poration’s central purchasing de- 
partment as a steel buyer in 1948, 
five years later was appointed pur- 
chasing supervisor. 

+ * * 


Chevrolet Ups Redfern 


Harold C. Redfern has been ap- 
pointed business management man- 
ager of the Atlanta zone of Chev- 
rolet. He formerly was district 
manager in the Charlotte (N. C.) 
area. 


Harold C. Cook 


* * * 


Lippincott Promoted 

Roy Lippincott has been named 
sales manager of the automotive 
division of Rotary Lift Co., Mem- 
phis, according to Allan Robin- 
son, vice-president for the auto- 
motive - lift division. Lippincott 
formerly was assistant sales man- 
ager. 

7 * * 

American Bosch Ups 


Flaskamper in Sales 


John H. Flaskamper, former 
manager of fuel injection sales, has 
been advanced to the post of sales 
vice-president of 
the American 
Bosch division of 
American Bosch 
Arma Corp. He 
replaces Donald 
H. Spicer, who 
resigned to join 
Morse Chain Co. 
as sales vice- 
president 

Flaskamper has 
been associated 

3. H. Flaskamper with American 
Bosch for the past 21 years in 
various capacities, including those 
of field engineer, assistant man- 
ager of manufacturers sales and 
New York branch manager, and 
manager of fuel injection sales. 

ea *” 7 


Park Chemical Names 


Compher in Sales 


C. M. Compher jr. has been 
named sales man- 
ager of the auto- 
motive division of 
Park Chemical 
Co., Detroit. 

In his new ca- 
pacity, Compher, 
who has been in 
the sales depart- 
ment of Park 
Chemical for 10 
years, will direct 
the sales of the 
Parko line of au- ©. M. Compher jr. 
tomotive chemicals and polishing 
products. 








Morehead Joins Mack 
To Guide Distributors 

James B. Morehead has been | 
named manager of the distributor | 
department of Mack Trucks, Inc. | 

Before joining Mack, Morehead | 
had been associated with Stude- | 
baker since 1928. 

e 


* x 


Rheem Selects Mallatratt 
Gordon W. Mallatratt has been | 
appointed a vice-president of | 
Rheem Mfg. Co., Chicago. He for- | 
merly was general manager. 
* * * 


Wedge Succeeds Bentlage 


Edward J. Wedge has been| 
named to succeed Eric E. Bentlage | 





|as general manager of Landis Mfg. 

Co., Ferndale, Mich. 
+ * * 

Buick Appoints Vining Jr. 

District Manager in L. A. 


| William H. Vining jr. has been 
|appointed district manager in the 
Los Angeles Buick zone. He for- 
merly was assigned to the San 
Francisco zone. 

Vining succeeds Charles A. 
Speight, who has been promoted to 
assistant zone manager in San 
Francisco. 

+ * 


> 

Tarleton and Waller 
Appointed by Dodge 

Two field sales appointments 
have been announced by Dodge. 
William Waller is Philadelphia re- 
gional sales manager and L. C. 
Tarleton is central zone adminis- 
trative assistant. 

Waller joined Dodge in 1952 as a 
representative in the Philadelphia 





region and Tarleton joined the 
firm in 1947. He has served as man- 
ager in the Rockford, Peoria and 
South Chicago districts of the Chi- 
cago region. ‘ 5 


Texaco Promotes Foley 


On Executive Staff 
James W. Foley has been elected 
executive vice-president of Texas 
Co. 
Foley, who joined Texas in 1932, 
has been a director since 1954, 
* + + 


McTernan to Serve S-P 
As South Bend Comptroller 


James J. McTernan jr. has been | 


appointed regional comptroller for 
the South Bend-based operations 
of Studebaker-Packard Corp., it is 
announced by A. J. Porta, comp- 
troller for the corporation. 

McTernan formerly was man- 
ager of general accounting for 
Packard. 


* * * 


Rochester Names Een 


Appointment of G. Alton Een as 
general supervisor of accounting 
and office services has been an- 
nounced by the Rochester Products 


division of General Motorse Corp., 





| Rochester, N. Y. Een was formerly 
general supervisor of the account- 
ing department in the Chevrolet 

Bay City (Mich.) plant. 
* * * 


Chrysler Corp. Boosts 


Horner in Administration 


Carl L. Horner has been appoint- 
ed director of Chrysler’s adminis- 
trative services. Since February, 
1953, he had been 
supervisor of sys- 
tems and proced- 
ures for the cor- 
poration. 

Hejoined 


from a job as sys- 
tems and proced- 
ures director for 
Jones & Laughlin 
Steel Corp. 

q Prior to that 
O, L. Horner he held positions 
with U. S. Steel Corp., U. S. Army 
Pittsburgh Chemical Warfare Pro- 
curement District and Sears, Roe- 
buck and Co. 


* * * 


Tustin Joins Standard Motor 


As General Manager 
Standard Motor Co., Ltd., Coven- 
try, England, has named M. J. Tus- 











Chrysler in 1952' 


23 


' tin general manager and director. 


Tustin formerly was with Ford 
Motor Co. of England as product 
manager and was responsible for 
planning the introduction of new 
models. 

+ * * 
Van Slambrook Named 


Don Van Slambrook, formerly 
with Pontiac’s Denver zone, has 
been named Los Angeles zone serv- 


ice manager for the division. 
* * * 


Surratt Named Manager 


Of New GMC Sales Zone 


Hugh M. Surratt has been named 
manager for a new GMC truck 
sales zone in southern Texas and 
southeastern New 
Mexico, according 
to R. C. Wood- 
house, GMC gen- 
eral truck sales 
manager. 

Operating out 
of San Antonio, 
Surratt will di- 
rect truck sales 
in 120 Texas 
counties and 12 

: New Mexico coun- 
H. M. Surratt ties. Prior to his 
appointment, he was assistant zone 
manager in Atlanta. 
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RIGHT UNDER HIS NOSE... 





...but does he see it ? 


It will pay you handsomely to take full advantage of 
Socony Mobil’s lubrication training program. It includes 
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ONLY SOCONY MOBIL OFFERS ALL THREE: 


® America’s Favorites — Mobilgas and Mobiloil 
® World’s Greatest Lubrication Experience 


WASH AND POLISH 
oy BUILDS SERVICE INCOME — 
Socony Mobil will help train your 


lubrication men to find extra business like this 
for your other service departments! 


@ Exclusive “On-The-Job” Training 


SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


als 
oy~ 


training centers, a staff of experienced instructors and 


salesmen to train your men on the job. 


Your men learn proper lubrication techniques, with em- 
phasis on the make of car you sell . . . how to point out 
the need for parts and services to your customers. 


Result to you: high absorption ratio, more customer con- 


tacts, satisfied car owners. 
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UMS Distributors, Officials Meet— 


The 15-man United Motors Service Distributors Council meets in Detroit with top 
UMS executives and merchandising managers. At the head of the table is Roland 
S. Withers, UMS general manager, flanked by Vernon A. Dupy, merchandising, 
procurement and scheduling manager, left, and Edward L. Lape, general sales man- 
ager. Members of the council are: Max Erlich, Troy, N. Y.; E. A. Wildermuth, Brook- 
lyn; O. H. Hamby, Charlotte, N. C.; Henry Levene, Binghamton, N. Y.; A. C. Volkens, 
Davenport, !a.; Kenneth Allen, Meridian, Miss.; John M. Yantis, Ft. Smith, Ark.; Paul 
A. Keenan, Albany, Ga.; N. B. Parker, Glendale, Calif.; W. J. Barron, Cedar Rapids, 
la.; W. D. Crosswy, Denver; A. W. Kleinschmidt jr., Detroit; E. C. Beard, Dallas; J. C. 
Hamilton, Tulsa, Okla., and W. B. McCullough, Philadelphia. 








News to Note... 


Auto World in Brief 


MONTICELLO, Ark. — Bennie 
Ryburn, local automobile dealer, 
has been elected president of the 
Monticello Chamber of Commerce. 

+ + + 


Johnston Heads Dealers 


COSHOCTON, O. — Joseph W. 
Johnston hag been elected presi- 
dent of Coshocton County New-Car 
Dealers Assn. H. L. Sheatsley is 
vice-president and James G. 
Smailes, secretary-treasurer. 

+ * * 


Murphy Slices Profit Pie 
CULVER CITY, Calif.—Employes 
who took part in the profit-sharing 
plan of Bill Murphy Buick, received 
bonus checks last week from Elmer 
Johnson, general manager. 
+ r * 


Club Elects Johnson 


LOS ANGELES. — The Oldsmo- 
bile Sales Managers Club of South- 
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ern California has elected Jack B. 
Johnson, sales manager of the John 
M. Stokes Oldsmobile dealership 
here, as vice-president. 

* * 


Kans. Convention Set 


TOPEKA, Kans.— The 24th an- 
nual state convention of the Kan- 
sas Motor Car Dealers Assn. will 
be held Sept. 16 at the Broadview 
Hotel, Wichita, accerding to Roscoe 
Hambric, secretary-manager. 

= * = 


$3,000 Fire in Danville 
DANVILLE, Ky.—A fire caused 
damage estimated at $3,000 at Jay’s 
Auto Sales. S. J. Carpenter is the 


owner. 
* > * 


N. D. Associations Move 
FARGO, N. D.—The North Da- 
kota Automobile Dealers Assn., the 


North Dakota Implement Dealers 
Assn. and the North Dakota Good 
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For full details, call 
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complete, nationally advertised, 
CARTER fuel system service. 
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Roads Assn. have announced their 
joint move into new offices at Suite 
202, 320 Broadway, Fargo. 

* + * 


Gas Tanks Explode 


LaPORTE, Ind. — Mitchell Chev- 
rolet, Inc., was heavily damaged 
when several gasoline tanks of 
autos exploded. The extent of the 
damage has not yet been deter- 
mined. 


Blast Damages Gabert 


CALIFORNIA, Mo.—Five win- 
dows were blown out of the build- 
ing of Paul Gabert Chevrolet Co. 
when an explosion set fire to a 
pants factory across the street. Ga- 
bert estimated damage at $500. 

* * + 


GOP Picks Spitsnaugle 


WAKEENEY, Kans.— Willis S. 
Spitsnaugle, Chevrolet dealer in 
Wakeeney, has been elected treas- 
urer of the Republican state com- 
mittee. He is also Trego County 
Republican chairman. 

+ > * 


Wiving It Merrily 
SPRINGFIELD, 0.—A pro- 
spective buyer induced the Ellis- 
McClure dealership here to let 
him take out an automobile to 
“show his wife.” He has not re- 
turned. The man was accompa- 

nied by a 13-year-old boy. 

am z * 


Ohio Dealers Hold Outing 


DAYTON, O. — The Montgomery 
County Automobile Dealers Assn. 
has held its annual outing and with 
more than 500 attending. Golfing, 
dinner and entertainment were on 


the Program. | : 


Ward Wins Tax Battle 


But Won’t See $313,000 


DENVER. — The Government 
has announced its intention to 
abandon further appeal in its tax 
battle with Fred Ward, the bank- 
rupt former distributor for Hud- 
son in this area. He now is serv- 
ing a term for fraud. 

The decision is worth about 
$313,000 to Ward, but he won’t see 
@ penny of it. The money will go 
to his creditors. Ward has 
pledged to repay every cent of 
the $1,500,000 he is reputed to 
owe. He was convicted following 
the collapse of his once powerful 
$3,000,000 auto empire. 

+ * ~ 


Dealer Fore Is Named 


CULPEPER, Va. — P. Winfree 
Fore, president of Culpeper Motor 
Co. (Ford), has been named chair- 
man of the public relations and 
travel promotion committee of the 
Virginia State Chamber of Com- 
merce. 


* * a 
Onnen Heads Towson Club 


TOWSON, Md.—Fred H. Onnen, 
owner of Towson Ford, has been 
elected president of Towson Town 
Assn., a group of industrial and 
professional men and women. 

* 


General Acceptance Gains 


Control of Ohio Company 


ALLENTOWN, Pa.—General Ac- 
ceptance Corp. has purchased con- 
trol of Central Acceptance Corp., 
Cincinnati, according to a joint 
announcement. 

The merger will add seven Ohio 
offices located in Cincinnati, Hamil- 
ton, Dayton and Toledo to General’s 
103 in 19 states. Exact terms were 


not disclosed. 
* aa a 


25 for Blaushild 


CLEVELAND.—Bennie Blaushild 
is celebrating his 25th year as a 
Dodge dealer here. 

* = 


* 


Kuhn Furnishes 16 Cars 


INDIANAPOLIS. — for the sec- 
ond consecutive year, Bill Kuhn 
Chevrolet has furnished 16 new 
Chevrolets to the local branch of 
Welcome Wagon Service, Inc. 

* * 


Texans Fight Auto Tax 


WICHITA FALLS, Tex. — Peti- 
tions bearing more than 7,000 sig- 
natures will soon be presented to 
the City Council seeking the repeal 
of a personal-property tax on auto- 


mobiles. 
+ ” = 


Rheem to Recondition Drums 


CHICAGO.—Rheem Mfg. Co. has 
announced plans to enter the re- 
conditioned drum field in the San 
Francisco and Southern California 
(Continued on Page 27, Col. 1) 
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Auto World in Brief 


(Continued from Page 26) 


areas. T. T. Merry, formerly with 
Meyers Barrel Co., Oakland, Calif., 
has been named an executive with 
Rheem as a part of the move. 

* = * 


Nic-L-Silver Battery Firm 
To Build Oregon Plant 


PORTLAND, Ore. — Nic-L-Silver 
Battery Co. has announced plans 
to build a $250,000 factory here. 

As the only battery concern which 
mines and refines its own lead, it 
will ship in metal from its two 
smelters. Production is expected to 
reach 1,000 units daily. 

* 


White Official Seeks Control 
Of Minnapolis-Moline Co. 

CHICAGO. —A fight for control 
of Minneapolis-Moline Co., Hopkins, 
Minn., is shaping up. Edward S. 
Reddig, Cleveland industrialist and 
executive vice-president of White 
Motor Co., is seeking to elect a 
new board of directors of the firm 
in which he holds stock. 

In a suit, filed in Chicago, Reddig 
asks a writ of mandamus com- 
pelling the company to permit him 
to inspect stockholder lists and 
minutes of board meetings for the 
last five years. W. C. MacFarlane, 
company president, states that the 
suit will be contested. 

a * * 


Arcadia (Calif.) Leases 
Nine Police Cars Again 
ARCADIA, Calif.—A new agree- 
ment has been signed between 
the City of Arcadia and the 
Municipal Automobile Leasing 
Co., Inc., a subsidiary of Bob 
Longpre Pontiac, Inc., Monrovia, 
which will furnish and service all 
police cars for Arcadia for the 
coming year, as was done last 
year. The City said it has found 
it is cheaper to lease its police 


cars. 
Every 30,000 miles, the leasing 
firm furnishes new Pontiac cars. 
It also washes the cars once a 
week. The City pays for insur- 
ance and special police equip- 
ment. The firm serves a number 
of cities in the San Gabriel Val- 
ley in the same way. 
* * * 


Lile Directs Milner Deals 


JACKSON, Miss.—Julius H. Lile 
has been named to head all sales 
programming and promotion for 
automobile dealerships of Milner 
Enterprises. He will direct sales for 
dealerships in New Orleans, Jack- 
son, Tulsa, Okla.; Little Rock, Ark.; 
and Fort Worth and San Antonio, | 
Tex. 

a = 


Bolta-Carpart Rena 


Mitchell Plastics, Inc. 


OWOSSO, Mich.—Mitchell Plas- 
tics, Inc. is the new name for 
Bolta-Carpart, Inc., according to 
Don R. Mitchell, chairman of the 
board and head of a group which 
purchased control of the firm. 

William F. Mitchell has been 
elected president of the corporation, 
succeeding M. G. O’Neil. Other offi- 
cers include B. M. Triggs. executive 
vice-president; Scott Walker, gen- 
eral manager; Thomas S. Drabek, 
sales manager; Hugh L. Hartley, 
vice-president, and Clyde N. Wil- 
son, secretarv-treasurer. These of- 
ficers and Rex Terry are members 
of the board. 


o - * 
Delco Plant Going Up 
OLATHE, Kans.— Ground-break- 
ing ceremonies were held here for 
Delco-Remy’s new Delco battery 
plant. The plant is expected to be) 
in production by next spring. 
* = * 


Top L-M Dealers Win 


British Columbia Trip 


SEATTLE. — Ten Lincoln-Mer- 
cury dealers and their wives spent 
a week-end at Harrison Hot 
Springs, British Columbia. as win- 
ners in a new-car contest staged 
in the Seattle district. 

The dealers were Jesse James. 
Seattle; Arthur N. Ridlev. Kalispell 
Mont.; C. E. Colvin, McMinnville. 
Ore.; Vic Duffin, Sunnyside, Wash.; 








Marvin R. Tonkin, Portland; W. H. 
Sessions, Medford, Ore.; E. A. Root, 
Everett, Wash.; C. Edwin Francis, 
Portland; Paul Fitzpatrick, Port- 
land, and A. Westerweller, 
Yakima, Wash. 


* * * 


Dent Heads C of C 
JESSUP, Ga. — Logan T. Dent, 
owner of Dent Buick Co., has been 
elected president of the Jessup and 
Wayne County Chamber of Com- 
merce. 
* 7 * 


Couture System Buys Out 


Baker Auto Rent Corp. 
MIAMI BEACH, Fla. — H. Earl 
Smalley jr., president of Couture 
National Car Rental System, has 
announced the purchase of Baker 
Auto Rent Corp., which operates 








in Colorado Springs, Boulder and 
Estes Park, Colo. 

Addition of the Colorado firm 
brings the Couture operating fleet 
to more than 2,000 cars, Smalley 
said. 


* * * 


Rambler Prize in Drawing 


OAKLAND, Calif. — Smith de- 
partment stores, with locations in 
Oakland, Berkely and Hayward, 
Calif., raffled off a Nash Rambler 
Cross Country in a sales campaign. 

* + * 


Firestone to Build Warehouse 


BUFFALO. — Firestone Tire & 
Rubber Co., Akron, will construct 
a new warehouse and office build- 


ing for its Buffalo district. 
* * * 


McRobert Celebrates 


PORTLAND, Ore. — C. H. Chet 
McRobert, president of Oregon Au- 
tomobile Dealers Assn., has cele- 
brated his 25th anniversary as a 
Ford dealer. He heads McRoberts 
Motor Co., Gresham, Ore. 

* * 


Hansen Trailer to Move 

GLENDORA, Calif. — Henry M. 
Hansen, president of Hansen 
Trailer Co., has announced that 
construction has begun on a new 
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Gorey: 
“I dunno, Jock, I’m uneasy 
about it somehow!” 





factory in Upland, Calif. Hansen 
Trailer ultimately will move from 
Glendora to Upland, he said. 

+ * * 


Detroit Chevrolet Dealers 


Name Bundy President 


DETROIT. — William Bundy, 
head of Jerry McCarthy Chevro- 





SILENTBLOC 


Squelches Vibration in 
Trains and Planes 


Silentbloc mounts and bearings throttle 
vibration, noise, and shock .. . have 

been doing it successfully for years 

in planes, cars, trucks and trains. In fact, 
wherever there’s motion there is 
probable application for unique 
rubber-in-metal Silentbloc units. 


There is no job too big or too small 
for Silentbloc. Units are available 
to handle loads from delicate 
instruments to machinery weighing 
many thousands of pounds. 


For a complete selection and design 
guide to Silentbloc motion control 
products write for Catalog 4240. The 
General Tire & Rubber Company, 
Industrial Products Division, Dept. AN, 
Wabash, Indiana. 


* From Plans to Products wm Plastics amd Rubbenw - 
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let, has been named president of 
the Chevrolet Dealers Assn. of 
Greater Detroit. 

Tom Bowden is the new vice- 
president of the association, and 
Ed Agopian js secretary. 


Leyland Absorbs Scammell; 


Makes It Subsidiary 


LEYLAND, England. — Leyland 
Motors, Ltd. by acquiring the 
firm’s entire issued capital, has 
absorbed Scammel Lorries, Ltd., 
manufacturer of specialized com- 
mercial vehicles. 

Leyland said Scammel would be 
operated as a wholly owned sub- 
sidiary under a separate board. 


Versnick Plans Plant 
MADISONVILLE, Ky. — Ver- 
snick Mfg. Co., Detroit, has an- 
nounced that it will build a new 
automotive parts plant here. The 
firm said a new building will be 
erected at a cost of around $60,000. 


Belle Isle Closes Doors 


DECATUR, Ga. — Belle Isle Mo- 
tors, Inc. (DeSoto-Plymouth), has 
gone out of business. Alvin L. Belle 
Isle, former president of the firm, 
is now associated with O’Shields 
Buick Co. in Decatur. 
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These are General Tire Industrial Products 
in Industry 


Silentbloc vibration and shock mountings - 
Silentbloc bushings - Silentbloc bearings - Oil & 
hydraulic seals - Bonded to metal rubber parts - 
Hydraulic brake parts - Metal stampings- Extruded 
& molded rubber - Extruded plastic - Polyester 
glass laminates - Sponge rubber e Glass run 










Be. : 
Car-owning households-42 % 


of people, 15 years or older, in New York City & 
suburbs, in households owning one or more cars 


are News readers- 


Daily news readers total 4,780,000, are the best 
buyers of merchandise in the metropolitan market. 
See data on all New York City newspaper readers in 


Profile of the millions 


based on 10,349. personal interviews by W. R. Simmons 
& Associates Research, Inc. Visual presentation by 
appointment only. Inquire any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 


— 


Hat buyers Alt, 


of the women (15 years and older) in New York 
City & suburbs who bought a hat in the past year 


are News readers- 


The Daily News women readers total 2,290,000... 
buy most of the women’s and children’s clothing, 
shoes, cosmetics and grocery store products. 

No advertiser can afford to miss the important 

new data on buying habits in greater New York—in 


e —_@ = 
@ of the millions 
Shown in visual presentation by appointment 


only. Don’t miss! Ask any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 


Ries 


Street dress buyers-4() h 


of all the women living in New York City & 
suburbs, who bought a street dress last year 


are News readers- 


... The 2,290,000 women readers of the Daily News 
have most of the children, charge accounts. . . 

buy most of the food, toiletries, stockings, girdles, dresses, 
hats, children’s clothing . . . and buy the best—as you'll 
see in the most significant New York study ever made 


Profile of the millions 


now being shown to advertisers and agencies in 
visual presentation. Call any New York News office. 


(Copyright 1955 by News Syndicate Co., Inc.) 








AUTOMOTIVE NEWS, AUGUST 8, 1955 


Used-Car Auction Prices 





Market Trend 


The overall average price of used cars sold last week at wholesale 
auction declined $15, the sharpest market break in two months, accord- 


ing to Automotive News’ index. 


Heaviest losses occurred at the top of the market, with ’55s losing 
$61 and ’54s falling back $46. Not since the week of Apr. 11 had such 
a large chunk been carved from the average price of ’55s. 

Other losses were ’51s, down $9; ’48s, down $12, and 49s, down $13. 
The price of ’50s remained unchanged. _ 

Advancing in price were ’53s, which went up $14, and ’52s, which 
gained $7. The gain for ’53s was the first for that model since the 


week of June 27. 


New lows were set by the prices of ’55s, ’54s, 51s and ’49s. 

At a group of representative auctions last week, 68.3 percent of the 
offerings were sold. The average auction list was comprised of 149 
units. A week earlier, the sales ratio was 72.3 percent, and there were 


164 units offered. 


Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive and (ps) indicates power steering. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of July 27.) 

(Activity at today’s sale slower than 
usual. Prices still declining. Sold 72 cars 
out of 155 offerings.) 

BUICK—’55 Century Riviera 2-dr., $2,540*. 
’54 Special Riviera 2-dr., $1,875*, $1,- 
235*. °53 Super Riviera 2-dr., $1,315*; 
Special 4-dr., $1,085. °'52 RM 4-dr., 
$725* (ps); Special 4-dr., $700. '51 Spe- 
cial 4-dr., $525*, $475. '50 Special 2-dr., 
$165. '49 Super 2-dr., $105. 

CADILLAC—’53 (62) 4-dr., $2,105* (ps). 
'49 (62) 4-dr., $635*. °46 (62) coupe, 
$105. 

CHEVROLET—’54 Bel Air 2-dr., $1,210*; 
4-dr., $1,180; Carryall, $930. ’'53 Bel Air 
Sport coupe, $1,045; Two-ten 2-dr., $820; 
4-dr., $790, $410; One-fifty 4-dr., $265. 
’52 SL Deluxe Bel Air, $670; 4-dr., $570. 
’51 SL Deluxe Bel Air, $445; club coupe, 
$400, $360; 2-dr., $325, $220; 4-dr., $330; 
FL Special 4-dr., $270. '50 SL Deluxe 
club coupe, $260*; 2-dr., $205, $155; 4- 
dr., $150. °49 SL Deluxe club coupe, 


$100. 
CHRYSLER—’50 Windsor 4-dr., $375*. 
DeSOTO—’53 Powermaster 4-dr., $625*. '51 
Custom 4-dr., $355. ’°49 club coupe, $155. 
DODGE—’53 Coronet Diplomat, $970*. 
FORD — '54 Crest (8) Victoria, $1,450*; 
conv., $1,355; Custom (8) 2-dr., $1,065; 
4-dr., $1,055. °53 Custom (8) station 
wagon, $1,000; club coupe, $920* (ps); 
2-dr., $875, $805; Main (8) 4-dr., $840; 


Main (6) 2-dr., $575. ’51 Custom (8) 
4-dr., $335*, $245; 2-dr., $240. '50 Cus- 
tom (8) 2-dr., $290, $275, $170; %-ton 


express, $130. 

KAISER—’51 Deluxe 4-dr., $125. 

MERCURY—’50 club coupe, $125. 

NASH—’51 Rambler station wagon, $270; 
(600) 4-dr., $270. 

OLDSMOBILE — '54 (88) 2-dr., $1,670*. 
"52 (88) 4-dr., $720*, $545. '51 (88) 4- 
dr., $550*. ’50 (76) club coupe, $235. '49 
(98) 4-dr., $115. 

PLYMOUTH—’51 Cambridge station wag- 
on, $450; Cranbrook 4-dr., $225. '50 Spe- 
cial Deluxe 4-dr., $120. 

PONTIAC—’53 Chieftain (8) 4-dr., $650. 
’52 Chieftain (8) conv., $800*; 2-dr., 

’51 Silver Streak (8) 4-dr., $475, 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of July 27.) 

(Market continues steady on clean 
stuff. We can handle 100 more clean 
autos each week, Sold 69 cars out of 
102 offerings.) 


BUICK—’53 Super Riviera coupe, $1,325*. 
52 Super sedan, $890*. °50 Super sedan, 
$430; conv., $420; Special sedan, $425. 
’48 Super conv., $160. 

CADILLAC—’55 (62) coupe, $4,075* (ps). 
"50 (62) sedan, $1,030*,. ’°49 (62) sedan, 
$760. 

CHEVROLET—’'54 Two-ten sedan, $1,065. 
’53 Two-ten sedan, $895; One-fifty sedan, 
$550. °52 SL Deluxe sedan, $690*. ‘51 
SL Deluxe station wagon, $675; sedan, 
$550, $440. °50 SL Deluxe sedan, $390. 
on SL Special sedan, $240. '48 FL sedan, 
135. 

CHRYSLER — '52 Windsor sedan, $710*. 
‘50 Windsor sedan, $410. 

DeSOTO—’54 Powermaster sedan, $1,400°. 
’53 Custom sedan, $900*. '52 Custom se- 
dan, $685*. 

DODGE—’'53 Coronet sedan, $850*, $840*. 
’51 Meadowbrook sedan, $460. '48 Cus- 
tom sedan, $180. 

FORD—’54 Custom (8) sedan, $1,175. '53 
Custom (6) ‘sedan, $830. "52 Custom (8) 
sedan, $790, $730, $640. '51 Custom (8) 
sedan, $525, $490. '50 Custom (8) sedan, 
$415, $330. °49 Custom (8) sedan, $210. 

HUDSON —’52 Hornet sedan, $450. °51 
Commodore sedan, $400, $365. 

KAISER—’51 sedan, $360. 

LINCOLN—’51 Cosmopolitan 4-dr., $400*. 

MERCURY—'54 conv., $1,770*. °52 sedan, 
$730. °51 sedan, $560, $525; conv., $450. 





NASH — '53 Statesman sedan, $775. ’51 
Rambler sedan, $390. 
OLDSMOBILE ’52 (88) Super sedan, 


$940*. °51 (88) Super sedan, $570*. °49 
(76) sedan, $200. | 
PLYMOUTH—’53 Cranbrook sedan, $880. | 
’52 Concord station wagon, $550; sedan, 
$455. °51 Cranbrook Belvedere, $535; 
Concord sedan, $430. °49 Special Deluxe 
sedan, $320, $290. 
PONTIAC—’53 Chieftain 
010*. °52 Chieftain (8) Catalina, $930*. 
‘51 Silver Streak (8) sedan, $650. ‘50 
Silver Streak (8) sedan, $430, $360. 
STU DEBAKER—’'53 Champion sedan, $680, 
$670. '51 Champion sedan, $230. 
WILLYS—’ 50 jeepster, $360. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 


(8) sedan, $1,- 


| nesday. Prices are for sale of July 27.) 


(Excellent sale; above average for this 
time of year. Sold 83 ears out of 114 
offerings.) 

BUICK—’50 Special 4-dr., $530. '49 Super 
2-dr., $435°; 4-dr., $410, $150. 

CHEVROLET—’55 Bel Air (6) 2-dr., $1,- 
475. '53 Two-ten 2-dr., $900; 4-dr., $810, 





$750; Bel Air 2-dr., $885, $850. ’52 SL 
Deluxe 2-dr., $730*%, $720*; 4-dr., $570, 
$560. °51 FL Deluxe 2-dr., $555, $545. 
"50 SL Deluxe 4-dr., $480, $355, $345; 
2-dr., $415, $410; conv., $225. °49 SL 
Deluxe 2-dr., $200, $190. '48 SM 2-dr., 
on $110. °47 FM 4-dr., $155; conv., 
5. 


DeSOTO—’'51 Custom 4-dr., $495. 

DODGE—’52 Coronet 2-dr., $410. 

FORD—’55 Fairlane (8) Victoria, $1,955*; 
Custom (8) 4-dr., $1,925*. ’54 Custom 
(8) 2-dr., $1,165*. °53 Custom (8) 2-dr., 
$865. °52 Custom (8) 2-dr., $830*, $625; 
Custom (6) 2-dr., $530. °51 Custom (8) 
Victoria, $690*, $555; 2-dr., $550; club 
coupe, $510, $470; station wagon, $505; 
wrecker, $900. ‘50 Deluxe (8) coupe, 
$475; 4-dr., $480; 2-dr., $470, $460; 
conv., $325; Custom (8) club coupe, $480; 
2-dr., $435, $140; 4-dr., $380; Custom 
(6) 2-dr., $325, $320. '47 1%-ton pickup, 
$225; Deluxe (8) 4-dr., $180. ’46 Deluxe 
2-dr., $180. 

LINCOLN—’49 conv., $230. 


MERCURY—’49 conv., $375; 4-dr., $180. 

NASH—’50 (600) 4-dr., $195, $140. 

OLDSMOBILE — ’53 (88) coupe, $1,350*. 
’49 (88) club coupe, $275. 

PLYMOUTH — ’49 Special Deluxe 4-dr., 


PONTIAC—’54 Chieftain (8) 4-dr., $1,405*. 
"53 Chieftain (8) 4-dr., $1,110*, $1,090*; 
oe $1,080*. ‘48 Torpedo (8) 2-dr., 


45. 

STUDEBAKER — '50 Commander 2-dr., 
$205; Champion 4-dr., $115. '47 Cham- 
Pion 2-dr., $140. 

MISCELLANEOUS — ’52 Henry J 2-dr., 


$170. °51 International %-ton pickup, 
Sass. ‘50 International %-ton pickup, 
420. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of July 25.) 

(The market swung back into its old 
breaking habits today after spending the 
past two months on a level keel. The 
most noticeable break was on models ’53s 
through ’55s, although a real nice auto 
still brings a high buck. Sold 137 cars 
out of 172 offerings.) 


BUICK—’55 Special conv., $2,600*; Riviera 
4-dr., $2,440*; coupe, $2,390°. '54 RM 
Riviera coupe, $1,900*; Super Riviera 
coupe, $1,830*. "52 Super Riviera coupe, 
$975*; 4-dr., $850*; RM Riviera coupe, 
$950*; Special 4-dr., $830*. °50 Super 
4-dr., $450*, $430*; conv., $360*; Special 
2-dr., $315*; 4-dr., $270; RM _ conv., 
$200*. °49 RM 4-dr., $190*. 

CADILLAC—’55 (62) coupe, $4,200* (ps). 
"54 (62) Eldorado, $4,225* (ps). ’53 (62) 
coupe, $2,675* (ps). ‘52 (62) 4-dr., 
$1,740*. 

CHEVROLET—’55 Bel Air (6) conv., $2,- 
100; Bel Air (8) coupe, $1,800; Two-ten 
(6) station wagon, $1,960*; 4-dr., $1,700, 
$1,630; 2-dr., $1,630, $1,625; Delray, $1,- 
650; One-fifty (6) station wagon, $1,785. 
*54 One-fifty 2-dr., $1,020, $930, $870; 
4-dr., $730. '53 Bel Air coupe, $1,050*, 
$950*; Two-ten 4-dr., $835, $800; 2-dr., 


$800. ‘52 SL Deluxe station wagon, 
$935*; 4-dr., $825*, $725, $690*, $690, 
$650; 2-dr., $675, $650, $620. ’51 FL 
Deluxe coupe, $510; SL Deluxe 2-dr., 


$510, $475*, $350*; 4-dr., $450; SL Spe- 
cial 4-dr., $460; 2-dr., $430. 50 SL De- 
luxe 2-dr., $310; SL Special 4-dr., $250; 
FL Deluxe 2-dr., $240. °49 SL Deluxe 
club coupe, $265; 4-dr., $260; SL Special 
4-dr., $250; FL Special 2-dr., $220. 

CHRYSLER—’52 Windsor 2-dr., $660*. 

DeSOTO—’52 Fire Dome (8) 4-dr., $570*. 
"51 Custom conv., $460*. '49 Custom 4- 
dr., $200*. 

DODGE—’53 Meadowbrook 4-dr., $670. ’51 
Wayfarer 2-dr., $320. 

FORD—’55 Fairlane (8) Victoria, $2,300; 
Custom (8) 2-dr., $1,850; Custom (6) 
4-dr., $1,700. '54 Custom (8) 2-dr., $1,- 
375; Custom (6) 2-dr., $975. ’53 Main 
(6) station wagon, $1,160*; 2-dr., $660; 
Crest (8) conv., $1,020*%; Custom (8) 


4-dr., $985; conv., $890*; 2-dr., $910°. 
’52 Crest (8) Victoria, $680; Deluxe (8) 
4-dr., $450; Deluxe (6) 4-dr., $210. ‘51 
Custom (8) 2-dr., $675; 4-dr., $370; De- 


luxe (8) 4-dr., $440; 2-dr., $360. ‘50 
Custom (8) conv., $410, $380; Custom 
(6) 2-dr., $250. '48 Custom (8) conv., 
$145. 


HUDSON—’52 Super 4-dr., $500*°. '51 Su- 
per 2-dr., $425*; Commodore 4-dr., $320. 
MERCURY—’55 Custom 2-dr., $1,760*. '54 
Custom 4-dr., $1,380*. °53 Custom club 
coupe, $1,260*; Monterey 4-dr., $1,090*; 
coupe, $1,090*. °51 4-dr., $330, $235. '50 
coupe, $220; 4-dr., $150*. '49 2-dr., $200*. 
NASH—’50 (600) 4-dr., $210. 
OLDSMOBILE—’55 (88) Holiday, $2,575* 
(ps), $2,560* (ps), $2,485* (ps), $2,450* 
(ps); 4-dr., $2,585* (ps). ’51 (98) conv., 


$630*; (88) 2-dr., $625*. '50 (98) 4-dr., 
$430*. °49 (88) 4-dr., $230°. '48 (98) 
4-dr., $120*. 


PLYMOUTH—’55 Savoy (6) 4-dr., $1,575; 
club coupe, $1,540. ‘53 Concord 4-dr., 
$775*. °52 Cranbrook club coupe, $550. 
’51 Cranbrook 4-dr., $550. °48 Deluxe 
club coupe, $110. 

PONTIAC—’55 Star Chief (8) 4-dr., $2,- 
450* (ps). °53 Chieftain (8) Catalina, 
$1,350*; conv., $1,200*; $1,100*; 2-dr., 
$975. ’'52 Chieftain (8) 4-dr., $720, $660*. 
"51 Silver Streak (8) 2-dr., $535°*. 

STUDEBAKER—’50 Champion conv., $260. 

WILLYS—’52 station wagon, $600°. 


CHICAGO 


(Arena Auto Auction, Sale every Tues- 

day. Prices are for sale of July 26.) 

(Sold 238 cars out of 353 offerings.) 

BUICK—’55 RM 2-dr., $2,800* (ps); Spe- 
cial 4-dr., $2,685* (ps); 2-dr., $2,575°*, 
$2,520*, $2,385*; Super Riviera 2-dr., 
$2,480* (ps). °54 Super Riviera 2-dr., 
$2,085* (ps); RM 2-dr., $2,065* (ps); 
Special 2-dr., $1,640*, $1,460. ‘53 RM 
Riviera 4-dr., $1,625*. 

CADILLAC—’55 (62) coupe deVille, $4,320° 
(ps). ’54 (62) coupe, $3,500* (ps); 4-dr., 
$3,250* (ps), $3,235* (ps). ‘53 (62) 
coupe, $2,490* (ps); coupe deVille, $2,- 
345* (ps); (60) Special 4-dr., $2,180* 


(ps). 

CHEVROLET—’55 Bel Air (6) conv., $1,- 
800. ’°54 Bel Air conv., $1,595* (ps), $1,- 
575* (ps); 2-dr., $1,075; One-fifty station 


wagon, $1,150; Two-ten 4-dr., $1,150*, 
$925; 2-dr., $1,040. '53 Bel Air Sport 
coupe, $1,300*%, $1,130; conv., $1,155; 
4-dr., $995, $885; Two-ten club coupe, 
$865, $775; 4-dr., $840*, $830; 2-dr., 
$795, $770; One-fifty 2-dr., $750. 
CHRYSLER — '54 Windsor 4-dr., $1,590* 


(ps). ’53 NY 4-dr., $1,080*; Windsor 2- 
dr., $940*. '52 Windsor Newport, $840*; 


NY 4-dr., $585*. °51 Windsor Newport, 
$585*; 4-dr., $505*; Imperial 4-dr., 
$455°*. 


DeSOTO—’54 Fire Dome (8) 2-dr., $1,395* 
(ps). ’52 Custom 4-dr., $690*, 

DODGE—’53 Coronet Diplomat, $900*; 4- 
dr., $755*; Meadowbrook 4-dr., $655*. 
’51 Coronet 4-dr., $275*. ‘50 Meadow- 
brook 4-dr., $300*; Wayfarer 2-dr., $200. 

FORD—’54 Crest (8) station wagon, $1,- 
830* (ps); Victoria, $1,650*%; Main (8) 
station wagon, $1,400; Custom (8) 4-dr., 
$1,300, $1,255*, $1,185; 2-dr., $1,135, 
$1,000; Main (6) 2-dr., $855; %-ton 
pickup, $820. ’53 Custom (8) 2-dr., $990; 
conv., $850*%; Main (6) 4-dr., $405. ’52 
Crest (8) Victoria, $935*. 

HUDSON—’55 Rambler station wagon, $1,- 
800°. '54 Jet 4-dr., $925*. °51 Commo- 
dore (6) 4-dr., $280. 

LINCOLN—’52 Capri coupe, $1,125*. 

MERCURY—’54 Monterey coupe, $1,800*; 
conv., $1,745*; 2-dr., $1,560*%; Sun Val- 
ley, $1,635* (ps); Custom Sport coupe, 
$:,550*. '53 Monterey conv., $1,300*; 4- 
dr., $1,290*, $1,170*. 


NASH — ’55 Rambler 4-dr., $1,740°. '54 
Rambler 4-dr., $1,245. °53 Statesman 
4-dr., $750. ‘52 Rambler club coupe, 
$680. °51 Rambler station wagon, $365; 


Statesman 4-dr., $280. 

OLDSMOBILE—’55 (88) Holiday, $2,675*, 
$2,660*. °54 (98) conv., $2,500* (ps); 
4-dr., $2,225* (ps); (88) -dr., $2,195*, 
$1,825*, $1,820*, $1,395; Holiday, $2,080* 
(ps); Super 4-dr., $1,945*. °53 (98) Holi- 
day, $1,725*, $1,650* (ps). 

PACKARD—’53 Clipper 2-dr., $1,020*. ’52 
(300) 4-dr., $880*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,795*, 
$1,505. '54 Belvedere station wagon, $1,- 
365; conv., $1,355; coupe, $1,320; Plaza 
station wagon, $1,270; 2-dr., $905; Savoy 
4-dr., $1,070, $985*; 2-dr., $1,010, $975, 
$970, $960, $940. 

PONTIAC—’55 Star Chief (8) station wag- 
on, $2,740* (ps). '54 Chieftain (8) 4-dr., 
$1,455*; Star Chief (8) 4-dr., $1,585*, 
$1,560* (ps), $1,555*. '53 Chieftain (8) 
Catalina, $1,295* (ps); 4-dr., $1,170*, 
$1,135*, $1,035*. °51 Silver Streak (8) 
conv., $710*; Catalina, $545°*. 

STUDEBAKER—’53 Champion club coupe, 
$750; 2-dr., $650*. ’°52 Champion club 
coupe, $490; 2-dr., $350; Commander 
club coupe, $250. 

MISCELLANEOUS—’53 Jaguar 4-dr., $1,- 
450. 


JENISON, MICH. 


(Grand Rapids Auction, Inc. Sale every 
Tuesday. Prices are for sale of July 26.) 

(Market very steady with standout 
autos still bringing that very high dol- 
lar. Bidding active throughout the entire 
sale, Sold 110 cars out of 142 offerings.) 


BUICK—’54 Skylark conv., $2,500* (ps); 
Special Riviera, $1,875*; 4-dr., $1,865* 
(ps), $1,750*; conv., $1,850; 2-dr., $1,- 


(Continued on Page 29, Col. 1) 


Average Used-Car Prices 


(Compiled by Automotive News) 


Aug. 1955 
To Date 


July, 
1955 


June, 
1955 
$2,167 

1,372 
1,001 
676 
488 
354 
245 
179 


$2,155 
1,340 
948 


656 
467 
343 
238 
152 164 


Average... $ 774 $ 810 


(The above figures are averages of used-car auction prices, all makes 
and models, carried regularly in Automotive News.) 
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$270. '49 4-dr., $240; 2-dr., $230, $185. 
NASH—’53 Rambler station wagon, $850°*. 
‘51 Ambassador 4-dr., $275*. 


Used-Car Auction Prices || "pion se tin 





(76) 4-dr., $120°. 
PACKARD—~’53 (200) 4-dr., $895*. 
PLYMOUTH—’52 Cranbrook 4-dr., $635; 
Cambridge 4-dr., $515. ‘51 Cranbrook 


(Continued from Page 28) 4-dr., $545; Cambridge conv., $410; club 


590. °53 Super conv., $1,455*; Riviera 
2-dr., .$1,385*; 4-dr., $1,365*, $1,200°, 
$1,190* (ps); RM Riviera 4-dr., $1,440* 
(ps), $1,170* (ps); Special 4-dr., $1,175*. 
52 Super Riviera 4-dr., $805*; Special 
i-dr., $750*, $745, $725. '51 Super conv., 
$815*. °50 Super Riviera 4-dr., $440; 2- 
dr., 2 at $395; Special 2-dr., $135. °59 
RM 4-dr., $350*. 

CADILLAC—’52 (60) Special 4-dr., $1,765* 
(ps). "49 (62) 4-dr., $505*. 

CHEVROLET—’ 54 Two-ten Delray, $1,300; 
2-dr., $1,050. ’'53 Belvedere club coupe, 
$1,150*, $1,040*; 2-dr., $1,000*; Two-ten 
2-dr., $850; 4-dr., $840, $765*. '52 SL 
Deluxe 2-dr., $600. ‘51 SL Deluxe 2-dr., 
$445; 4-dr., $415*. '50 SL Deluxe conv., 
$440; 2-dr., $355; FL Deluxe 4-dr., $365, 
$265. 

DeSOTO — ’'51 Custom Sportsman, $550*, 
$350*. '50 Custom 4-dr., $325*. 

DODGE—’53 Coronet (6) 4-dr., $725. '50 
Wayfarer 2-dr., $200. 

FORD—’55 Custom (8) 2- dr., $1,715*, °54 
Custom (8) 2-dr., $1,255, ’$1,140; 4-dr., 
$1,180; Main (6) 2-dr., $960; %-ton 
pickup, $900. ’53 Crest (8) station wag- 
on, $1,400* (ps); Custom (8) 4-dr., 
$980*; 2-dr., $900*, $775; Custom (6) 
4-dr., $775; %-ton pickup, $705, °52 
Main (8) club coupe, $550; Custom (8) 
2-dr., $500*,. ’°51 Custom (8) Victoria, 
$480*; 2-dr., $335. '50 Deluxe (8) 4-dr., 
$250; Custom (6) 2-dr., $130. 

HUDSON—’55 Hornet (8) 4-dr., $2,400*. 

KAISER—’53 Special 4-dr., $515. 

MERCURY—’54 Monterey club coupe, $1,- 
805*. 53 Custom 4-dr., $1,200*, $1,085; 
Monterey Hard Top, $1,125. °51 sedan, 
$490; club coupe, $490. '50 club coupe, 
$415. 

NASH—’53 Statesman 2-dr., $780. 

OLDSMOBILE—’55 (88) Super 2-dr., $1,- 
940. '54 (98) 4-dr., $2,045* (ps); (88) 
Super 4-dr., $1,925*. ’53 (88) conv., $1,- 
475*; Super 4-dr., $1,350* (ps). '52 (88) 
2-dr., $780. ‘51 (98) Holiday, $630°; 
4-dr., $530°. 

PACKARD—’51 4-dr., $390*. 

PLYMOUTH—’55 Plaza (6) Plaza (6) 4- 
dr., $1,400. '53 Cranbrook club coupe, 
$675. °51 Cranbrook 4-dr., $325, 

PONTIAC—’54 Star Chief (8) Catalina, 
$1,830*; Chieftain (8) Catalina, $1,500*; 
4-dr., $1,445*. °53 Chieftain (8) 2-dr., 
$1,000*, $950; Chieftain (6) 4-dr., $800. 
’52 Chieftain (8) conv., $750*; 4-dr., 
$700*, $690; Chieftain (6) 2-dr., $660. 
"51 Chieftain (8) conv., $565*; 2-dr., 
$555; club coupe, $490*; 4-dr., $390*. '50 
Sier Streak (8) Catalina, "$415*; Sil- 
ver Streak (6) 2-dr. $310. ’49 Silver 
Streak (8) 4-dr., $300. 48 Torpedo (6) 
2-dr., $150*. 

STUDEBAKER — '51 Commander Land 
Cruiser, $225. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction, Sale every 
Tuesday. Prices are for sale of July 26.) 

(The weather was really hot today, 
but the sale was hot also. Sold 131 cars 
out of 168 offerings.) 

BUICK—’55 Century 2-dr., $2,725* (ps); 
Special 2-dr., $2,550* (ps), $2,080. '52 
Special 2-dr., $830; RM 4-dr., $790*. ’51 
Special 2-dr., $480; Super 2-dr., $495*. 
’50 Special 4-dr., $245; Super 4-dr., $345, 
$305, $210; 2-dr., $330, $300; conv., $335. 
‘49 Super 4-dr., $250. 

CADILLAC—’53 (62) conv., $2,600* (ps); 
2-dr., $2,230* (ps); 4-dr., $2,050* (ps). 

CHEVROLET—’'55 Two-ten 4-dr., $1,640, 
$1,585; 2-dr., $1,610; %-ton pickup, $1,- 
000. ’54 Bel Air 4-dr., $1,100*, ’53 Bel 
Air conv., $980; 4-dr., $905, $800. °52 
SL Deluxe 2-dr., $600. '51 SL Deluxe 
4-dr., $420; 2-dr., $410; Bel Air, $400. 

CHRYSLER — '55 Windsor 2-dr., $585*, 
$505, $500, $450, $390. ’41 Royal 4-dr., 

175. 


DeSOTO—’53 Powermaster 2-dr., $730. ’52 
Powermaster 2-dr., $500; coupe, $600. 
DODGE—’55 Custom (6) 2-dr., $1,540. ’53 
Coronet (8) station wagon, $1,210; Mead- 
owbrook 2-dr., $625. °49 Coronet (6) 

4-dr., $235. 

FORD —’55 Fairlane (8) 2-dr., $1,975*; 
2-dr., $1,820, $1,700, $1,550; Main (6) 
2-dr., $1,350, $1,000. '54 Custom (6) 
2-dr., $925. ’53 Custom (8) station wag- 
on, $1,090; 2-dr., $875, $850, $825; %- 
ton pickup, $650, '52 Deluxe (6) 4-dr., 
$375. °51 Custom (8) 2-dr., $375. °50 
%-ton pickup, $440; Custom (8) conv., 
$365; 2-dr., $265, $195. °49 Custom (6) 
2-dr., $125. 

HUDSON—’52 Wasp 4-dr., $535. ’51 Super 
(6) 2-dr., $175. "50 Super (6) 2-dr., $165. 

KAISER—’52 Manhattan 4-dr., $590. '51 
Manhattan 4-dr., $230. 

MERCURY — '55 Custom station wagon, 
$2,700; 2-dr., $2,250. ’54 Monterey 2-dr., 
$1,500, 53 Monterey 2-dr., $1,080, $1,010, 
$1,005. °51 Custom 2-dr., $510, $505; 
4-dr., $375, '49 2-dr., $280, $165. 

NASH —’55 Rambler club coupe, $1,550. 
‘51 Statesman 2-dr., $245, $210. ‘50 
Statesman 2-dr., $120. 

OLDSMOBILE—’55 (98) Holiday, $2,900° 
(ps); 4-dr., $2,680* (ps); (88) Holiday, 
$2,540* (ps), $2,530* (ps); 4-dr., $2,470* 
(ps). °53 (98) Holiday, $1,320*; (88) 
2-dr., $990*. ’52 (98) Holiday, $885*, ‘51 
(98) 4-dr., $675*. ’50 (88) 2-dr., $175*. 

PACKARD — '53 (200) 4-dr., $880. ’52 
Clipper 2-dr., $765. '48 conv., $245. 

PLYMOUTH—’55 Plaza (8) station wagon, 
$1,840. °52 Cranbrook 4-dr., $455. ’51 
Cranbrook 4-dr., $425, $350. '50 Deluxe 
4-dr., $200, $195. '49 Deluxe 2-dr., $100. 

PONTIAC—’55 Chieftain (8) 4-dr., $2,- 
290°, $2,070; Catalina, $2,260*, $2,240*, 
$2,045. °54 Chieftain (8) 4-dr., $1,455*. 
'53 Chieftain (8) 2-dr., $970*, $850*. '52 
Chieftain (8) 2-dr., $700, $650; 4-dr., 
$615. '51 Silver Streak (8) 4-dr., $590*; 
2-dr., $515, $505, $425. °50 Silver Streak 
(8) 4-dr., $350. 

STUDEBAKER—’55 Commander 4-dr. » Si. 
675, $1,590. '54 Champion 2-dr., $745. 
‘53 Champion 2-dr., $700. ‘52 Champion 
2-dr., $490. '51 Commander 2-dr., $210. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of July 28.) 
(Prices and demand firm on ’49 through 
’53 models. New and late models falling. 
Sold 106 cars out of 129 offerings.) 
BUICK—’55 Super Riviera 2-dr., $2,530*° 
(ps); Special 4-dr., $1,850. ‘53 Super 
Riviera 2-dr., $1,280*%; Special 4-dr., $1,- 
325; 2-dr., $1,000. '52 Special 2-dr., $775; 
4-dr., $550. ‘51 Super Riviera 2-dr., 





coupe, $325. '50 Special Deluxe 4-dr. 
$725; Special 2-dr., $640°; 4-dr., $600./ $440. ''48 Special Deluxe 4-dr., $115, '47 


’50 Super Riviera 2-dr., $505*; conv., Deluxe 4-dr., $100. 

$290*; Special 4-dr., $300°; RM 4-dr., | pONTIAC—’55 Chieftain (8) 2-dr., $1,700*. 
$225; conv., $140*. '49 Super coupe, $140. | s7uDEBAKER — '52 Commander 4-dr., 
"48 RM 4-dr., $175. °47 Special 2-dr., $550*. °51 Commander 4-dr., $380*; 
$325. Champion 2-dr., $280*. 


CADILLAC—’51 (62) 4-dr., $1,305*, '42 : ; 
(75) 4-dr., $140*, °41 (62) 4-dr., $110. | WEL¥S—'ss Falcon 4-dr., $440°. 


CHEVROLET—'54 Bel Air 2-dr., $1,175; 
Two-ten 4-dr., $1,175*, $1,035. °53 Bel OMAHA 
Air 2-dr., $975. '52 SL Deluxe 4-dr., (Richard Abel Auto Auction. Sale every 


00, $600; %-ton pickup, $525. ’51 SL 

Deluxe Bei Air, $725; 4-dr., $505*; SL a aiio ak edlite Gon doe anes. 
Special club coupe, $575, $475. '50 SL increases.) 

ae ee ee luse fede, $41’ 49 | BUICK—'55 Super conv., $2,850* (ps); Ri- 
-dr., $400; ; “s . viera, $2,600* (ps), $2,515*; Special 
FL Deluxe 2-dr., $375; SL Deluxe comv.,| cony., §2,385*. °53 Super Riviera, $1,- 
$370; 4-dr., $280. 48 FL Aerosedan,| 956°’ $1 i05*. ’51 Super Riviera, $685; 
$205; 4-dr., $175. ’°47 FM 2-dr., $105; 4-dr., $500*. '50 Special 4-dr., $255. 


club coupe, "$105, a = . 
CHRYSLER — '51 Saratoga club coupe, | CAMINEDO oe (eee, $2,600" 
a. So Lee ae oe pee”. CHEVROLET — °55 Two-ten (8) Delray 


, o ° 
Boe ee Scar oS 5a cor- | S0UPe, $1020", "OL Bel Ale Bar. $1 
t Diplomat. $900*. ’60 Meadowbrook | 275: "53 Bel Air 2-dr., $1,150. '52 SL 
one p ’ : Deluxe sedan, $690. '51 SL Deluxe 4-dr., 


4-dr., $270*. '48 Deluxe 4-dr., $180. . oe ’ 

FORD—'55 Fairlane (8) 2-dr., $2,090; Cus-| $810. S590 2-dr., $370. °50 ear, 9308. 
tom (8) 2-dr., $1,660. ’54 Crest (8) Vic- 48 FL Aerosedan, $180. '47 \%-ton pick- 
toria, $1,480* (¢ps); Custom (6) 4-dr., up, $420. 


$755. ‘51 Custom (8) 2-dr., $575°, $540°. | nado: eb . 
HUDSON—'53 Wasp 4-dr., $690. '52 Hor- | DOnap ss tentewhrook far, $510 


tion wagon, $1,530*; Custom (8) 4-dr., club coupe, $910°; Two-ten 2-dr., $845. 
$1,325*; 2-dr., $1,080*. °53 Crest (8) ’52 SL Deluxe 4-dr., $590°; 2-ton stake, 
station wagon, $1,415*, $1,345; Victoria, $870, $645; 1%-ton stake, $730. '51 2-ton 
$1,220*; Custom (8) 2-dr., $980, $760. stake, $400. '50 2-ton hoist, $1,075; SL 
‘52 Crest (8) station wagon, $1,245*. Special 4-dr., $365. '49 2-ton hoist, 

KAISER—’51 club coupe, $375*, $250. '48 1%-ton stake, $350. '46 2-ton stake, 

LINCOLN—’'54 Capri 4-dr., $2,200* (ps). $280. 

MERCURY—'55 Montclair Hard Top, $2,-| CHRYSLER—’54 Windsor 4-dr., $1,395°. 
820* (ps); Monterey Hard Top, $2,420*. 52 Windsor 4-dr., $615°*. ‘51 Windsor 
‘54 Monterey coupe, $1,790*. °53 Mon- 4-dr., $550; club coupe, $485 
terey 4-dr., $1,205*. ‘52 4-dr., $670*. DODGE—’ 53 Coronet (8) 4- ~~ $795*. ‘51 
‘51 4-dr., $580°. ’50 Sport coupe, $375. Coronet 2-dr., $480, 

NASH—’'53 Rambler 4-dr., $750*. '52 2-| FORD—’'55 Main (8) station wagon, §$1,- 
dr., $530*. '51 coach, $325. 880*. '53 Custom (8) 4-dr., $815; Main 

OLDSMOBILE—'54 (88) 2-dr., $1,795. '51 (6) club coupe, $765; 2-dr., $715. '52 2- 
(88) 4-dr., $600*. '49 (98) Holiday, ton stake, $875, $845; Main (6) Business 


$405; (88) 4-dr.. $245°. coupe, $485. ’51 Custom (8) station wag- 
PACKARD—’'50, $145*. on, $600; 4-dr., $570; 2-ton stake, $645; 
PLYMOUTH—’'55 Belvedere (8) sedan, $1,- %-ton pickup, $585; %-ton pickup, $470. 


800* (ps). °54 Savoy 4-dr., $1,295. '51 '50 2-ton stake, $630; Custom (8) conv., 
Cranbrook 4-dr., $445. °52 Cranbrook $385. °49 1%-ton stake, $450, $380. 
4-dr., $515. °51 Cranbrook 4-dr., $330,| LINCOLN—’54 Capri 4-dr., $1,520*. 
$315, $230. ‘50 Special Deluxe 4-dr.,| MERCURY—’54 Custom Sport coupe, $1,- 
$305; Deluxe club coupe, $275. 475. 

PONTIAC—'55 Star Chief (8) 4-dr., 2 at} PACKARD—’54 Clipper 4-dr., $1,190*. ’51 
$2,345* (ps), $2,030; Chieftain (8) Cata- 4-dr., $395. 
lina, $2,270* (ps). ’53 Chieftain (8) | PLYMOUTH—’54 Belvedere 4-dr., $1,065; 


2-dr., $875. '50 Silver Streak (8) 4-dr., Plaza 2-dr., $920. ’53 Cranbrook 4-dr., 
$400*. °49 Delivery sedan, $230. $740. '52 Cambridge coupe, $445. ‘51 
WILLYS—’53 2-dr., $610*. °50 (4) sta- Cranbrook club coupe, $420; Cambridge 
tion wagon, $350*. club coupe, $390. 
MISCELLANEOUS — ‘46 1%-ton truck, | PONTIAC—’52 Chieftain (8) 4-dr., $660*. 
$320. °° ee — '52 Commander 4-dr., 
490. 
FARGO, N. D. MISCELLANEOUS—’41 International 1%- 
ton stake, $205. 
( es oy Auction Co. oe ovey Thurs- NE 
day. Prices are for sale of July -) ITY 
(Clean autos selling well with a definite WwW YORK Cc ; 
slump on rough units, Sold 55 cars out (Skyline Auto Auction, Sale every Tues- 
of 98 offerings.) day. Prices are for sale of July 26.) 


BUICK — ’55 Super Riviera, $2,425*. °54 (Market seemed firmer here this week. 
Super Riviera pes1,700°: a. 2-dr.,| Dealers bidding actively for good stuff. 
? S Sold 104 cars out of 160 entered.) 


$1,625°*. i 
CADILLAC—'53 (62) 4-dr., $2,240° (ps), | BUICK "53 Super 2-dr., $1,185%. '51 Su- 
$2,005", °51 (62) an, es Sige, ps) per Riviera coupe, $740*; 2-dr., $540*; 
CHEVROLET — '53 Bel Air 4-dr., $940; (Continued on Page 30, Col. 1) 





net club coupe, $600°. FORD—’55 Fairlane (8) Crown Victoria 
LINCOLN—’50 4-dr., $275*. '49 Cosmopoli- $2,260*; Victoria, $2,040*, $1,875* (ps): 
tan 4-dr., $100°. 2-dr., $1,755, $1,725; Main (8) station 
MERCURY — '52 4-dr., $610. ‘51 4-dr., wagon, $2,170*; Custom (6) 4-dr., $1,535; 
$540*; station wagon, $470*. '50 conv., %-ton pickup, $1,265. '54 Main (8) sta- 








UNOCO 
FS IT AGAIN! 


Delivers more knock-free power 
for every make of car 


e It’s new. It’s advanced. It’s the New Advanced 
Blue Sunoco, stepped up to a new high in anti- 
knock power for every make of car...ready now 
for next year’s cars! 

Right now, Sun’s advertising in newspapers, 
magazines, and on the air, is telling car owners 
about New Advanced Blue Sunoco...that it was 


made possible by catalytic refining facilities years 
ahead of the industry!....that it out-performed 
representative premium-priced brands in labora- 
tory power tests!...that it is high-test, premium 
quality! ... that today, more than ever, Blue Sunoco 
is America’s greatest gasoline value because it still 
sells at regular gas price. 


Remember on the average, Sunoco dealers pump twice as much gasoline 


as competitive dealers. And now—a great new gasoline to pump! 


WOULD YOU LIKE TO BECOME 
A SUNOCO DEALER? 


A Sunoco dealership may be available in 
your community. Call our local office or 
write us direct. Sun Oil Co., Phila. 3, Pa. 


Ln 
BLU 
UNO 





SUN OIL COMPANY, Philadelphia 3, Pa. 
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4-dr., $510*; RM 4-dr., $550*; Special 
4-dr., $500. '50 Super 4-dr., $380*%. '49 
Super 2-dr., $210. '47 Super 4-dr., $100. 


CADILLAC—’ 49 (62) 4-dr., $480*. '47 (62) 
conv., $300*. '46 (62) 4-dr., $120°. 

CHEVROLET—’'54 Two-ten 4-dr., $1,070, 
$1,025, $1,000, $995, $990, $950; 2-dr., 
$1,030, $925; One-fifty 4-dr., $930, $910, 
$905, $865, $855; 2-dr., $940, $915, $900, 
$865. °53 Two-ten 4-dr., $875*; 2-dr., 
$805, $800, $790, $745, $740, $700, $640; 
One-fifty 4-dr., $690, $625. '52 SL De- 
luxe 2-dr., $615*, $580. '51 SL Deluxe 
2-dr., $460°; 4-dr., $450*, $430°. '50 SL 


Deluxe 4-dr., $380*°; Bel Air, $125; SL 
Special 2-dr., $330. ‘49 Carryall, $180. 
CHRYSLER—’50 Windsor Newport, $490*. 
— 6563 Powermaster 4-dr. $835*, 
‘80. 
DODGE—’53 Coronet (8) station wagon, 
$930*, $775*; 2-dr., $710. ’°52 Meadow- 


brook 4-dr., $415*. 
FORD—’54 Main (6) 4-dr., $480, $475. '53 
Crest (8) 4-dr., $825; Main (6) 2-dr., 


$680; Custom (8) 2-dr., $300. ’52 Cus- 
tom (8) 4-dr., $650; Main (8) 2-dr., 
$605. '50 Custom (8) 2-dr., $160. 
HUDSON—’53 Wasp 2-dr., $700*. '52 Com- 
modore 4-dr., $605*. '50 conv., $180. 
KAISER—’52 Manhattan 4-dr., $330. 
MEROURY—’51 4-dr., $430; 2-dr., $485, 
$275. °50 4-dr., $185, $105. °49 4-dr., 
$185; club coupe, $240, $175. 
NASH — '51 Statesman 4-dr., $185. '49 


Statesman 4-dr., $115. 
OLDSMOBILE — ’'52 (88) 2-dr., $1,015*. 


"50 (88) 2-dr., $510*; 4-dr., $400*, °49 
(76) conv., $250*. 

PACKARD—’53 Clipper 4-dr., $950*. 

PLYMOUTH—’ 54 Belvedere 4-dr., $1,150*; 
Savoy 4-dr., $965. '53 Cranbrook station 
wagon, $920; 4-dr., $710, $700; taxi, 
$375; Cambridge 2-dr., $595. '52 Cam- 
bridge station wagon, $710; 4-dr., $490. 
'51 Cranbrook 4-dr., $405. 

PONTIAC—’55 Star Chief (8) 4-dr., §2,- 
210°, ‘54 Chieftain (8) 4-dr., $1,210. 


OAKLAND, CALIF. 


(Oakland Auto Auction, Sale every Wed- 
day. Prices are for sale of July 27.) 

(The demand for clean cars continues 
firm and prices appear to be continuing 
at a high level on all autos except ’55s, 
which were slightly softer. Sold 75 per- 
cent of entries.) 


BUICK—’53 Super Riviera, $1,330*. '50 
Super 4-dr., $285*. '47 Super 4-dr., $275. 


CADILLAC—’52 (62) conv., $1,855*. 

CHEVROLET—’55 Two-ten (6) 2-dr., $1,- 
725. '54 Two-ten 4-dr., $1,150, $1,080. 
’52 SL Deluxe Bel Air, $940*%; 4-dr., 
$500*. '51 SL Deluxe Bel Air, $735; club 
coupe, $570; 2-dr., $570; 4-dr., $530*. 

CHRYSLER—'53 NY 2-dr., $1,275*. 
Windsor 4-dr., $765. '50 Windsor Hard 
Top, $615*. 

DeSOTO—’51 4-dr., $505*. '46 2-dr., $120. 

DODGE—’46 Deluxe 4-dr., $115. 

FORD—’54 Custom (8) 2-dr., $1,300. '53 
Crest (8) Victoria, $1,355; Custom (8) 





4-dr., $1,035; 2-dr., $1,050; Main (6) 
2-dr., $780; %-ton pickup, $910. 52 %- 
ton pickup, $760; Custom (8) 4-dr., $595. 
’51 Custom (8) 2-dr., $720; 4-dr., $595°; 


conv., $525; club coupe, $405; Deluxe 
(6) 2-dr., $360. °50 Custom (8) 2-dr., 
$480, $200*, 


HUDSON—’51 4-dr., $380°. 

LINCOLN—’49 4-dr., $235*; 2-dr., $160*. 

MERCURY—’54 Monterey Hard Top, $1,- 
950°, °52 Custom 4-dr., $1,010*. ‘51 
coupe, $625; 2-dr., $595*. '50 4-dr., $500; 
2-dr., $320. 

NASH—’52 Rambler station wagon, $600. 
‘51 Rambler station wagon, $630*; 2-dr., 


$525*. 

OLDSMOBILE — '54 (88) conv., $2,260* 
(ps). ’52 (88) 2-dr., $820°. '51 (88) 4- 
dr., $675°*. 

PLYMOUTH — ‘53 Cranbrook Belvedere, 
$975*. °52 Cranbrook 4-dr., $560. ’51 


Cranbrook 4-dr., $475. ’49 Deluxe 2-dr., 


$330. 
PONTIAC — ’51 Silver Streak (8) conv., 
$685*. '50 Silver Streak (8) 2-dr., $375*. 
STUDEBAKER—’47 2-dr., $150, $105*. 
MISCELLANEOUS — '53 Reliance %-ton 
pickup, $215. 


DETROIT 


(Wes Coon Auto Auction. Sale every 
Thursday. Prices are for sale of July 28.) 
(Trends are on the weak side with 
clean autos bringing the top dollar. Sold 
62 cars out of 102 offerings.) 
BUICK—’55 Special 2-dr., $2,050*. ’'50 Spe- 
cial 4-dr., $215*. '49 Special 4-dr., $145. 
CADILLAC—’49 (6) 4-dr., $700°. 
CHEVROLET—’ 54 Two-ten 2-dr., $1,005. 
’53 SL Deluxe Bel Air, $915; 4-dr., $675. 
’52 SL Deluxe 4-dr., $575*. '51 SL De- 
‘on 2-dr., $315. °50 SL Deluxe Bel Air, 
20. 
CHRYSLER—’53 Windsor 2-dr., $955*. ’51 
Windsor 4-dr., $410*. 
DODGE — '54 Coronet Diplomat, $1,475*. 





Klimpel Sells 274 Trucks 


To Pacific Telephone 


FULLERTON, Calif. — George 
Klimpel (Dodge - Plymouth) has 
delivered a $500,000 order of 274 
new Dodge trucks, equipped with 
special bodies, to Pacific Tele- 
graph & Telephone Co. 

William 8S. Woolsey, truck gen- 
eral sales manager of Dodge, 
said it was one of the largest 
truck orders by a private utility 
company for use in a single area. 
The trucks will be used for in- 
stallation and maintenance in the 
Los Angeles territory. 





*53 Meadowbrook 4-dr., $945, $930°. ’51 
Meadowbrook 4-dr., $390*, $385*. 
FORD —’55 Main (6) 2-dr., $1,360. '54 
Custom (8) conv., $1,440*; 2-dr., $1,155; 
Main (8) 2-dr., $1,030; Main (6) 2-dr., 
$945. °53 Custom (8) conv., $970*; Main 
(6) 2-dr., $640. '52 Custom (8) 4-dr., 
$705*, $635, $605; Custom (6) 4-dr., 
$675*, $575*. '51 Custom (8) 4-dr., $420; 

2-dr., $320; Deluxe (6) 4-dr., $275. 

HUDSON — '52 Hornet 4-dr., $500*, ’51 
Pacemaker 4-dr., $245. 

MERCURY—’52 Custom Sportsman, $720. 

NASH —'53 Statesman 2-dr., $640. '52 
Statesman 2-dr., $520; Custom station 
wagon, $450. '51 Rambler conv., $280. 

OLDSMOBILE—’51 (88) 2-dr., $425. °49 
(98) 4-dr., $125. 

PACKARD—’53 Clipper 4-dr., $905*; 2-dr., 
$930*. '51 Clipper 4-dr., $430*. 

PLYMOUTH—’53 Cranbrook 4-dr., $720*; 








Now there was a car horn . . . and when a red-blooded American boy, out riding 
with his girl, squeezed the bulb, he said, ‘‘I like the sound of that horn.” But his 
lady love said, ‘‘It jangles my nerves.” 

So automobile manufacturers (who are red-blooded American boys themselves) 
changed the horn. And that’s the way it’s gone over the years. 

Automobile manufacturers have introduced automatic transmissions, power 
steering, wrap-around windshields, and power brakes . . . style conscious, safety 
conscious women voiced their approval and went along with their husbands to 
help pick out the new car. 

And today, women have indicated that driving would be even more pleasant 
with safer brakes. That’s why we are certain that in the very near future you’ll be 
driving a car equipped with Auto Specialties Double-Disc Brakes. Auto Specialties 
Double-Disc Brakes are designed to easily control today’s more powerful cars. 
They make driving safer, drivers surer of their brakes. Auto Specialties Double- 
Disc Brakes are the most modern power brakes built. The extra power for braking 
is built right into the brakes themselves . . . they stop you more smoothly, more 
quickly, more gently. They have passed the severe braking tests of leading car 
factories. They’re safer brakes and their adoption will be another step forward in 
the automotive industries’ aim toward making driving more pleasant and safer 
for you, your wife and your family. 

A 16-page, 4-color book, “The Stopping Story,” gives detailed information 
about these brakes. It’s free. Write for it to 


AUTO SPECIALTIES MFG. CO., INC. 


SAINT JOSEPH, MICHIGAN 


Plants also at Benton Harbor and Hartford, Mich., and Windsor, Ont., Canada. 
Manufacturing for the automotive and farm machinery industry since 1908. 


Cambridge 4-dr., $640. ‘52 Cranbrook 
4-dr., $580. "50 Deluxe 4-dr., $280. 

PONTIAC—’55 Star Chief (8) sedan, $2,- 
130*, °53 Chieftain (8) 2-dr., $1,000*. 
’52 Chieftain (8) 4-dr., $715*%, $700*; 
2-dr., $595*. '51 Silver Streak (8) 4-dr., 
$400*. °49 Silver Streak (8) 2-dr., $225. 

MISCELLANEOUS — '51 Henry J 2-dr., 
$120. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Wednesday. Prices are for sale of July 27. 
(Market red hot on °49s "538; 
slow on ’54s. Used ’55s very good today. 
Sold 89 cars out of 138 offerings.) 
BUICK—’55 Super 4-dr., $2,715* (ps), $2,- 
700* (ps). '54 Special Riviera, $1,710*. 
’53 Super 4-dr., $1,010*. '52 Super 4-dr., 
$715*. '51 Super 4-dr., $560*. '50 Super 
4-dr., $395*. °49 Super 4-dr., $265*, $215, 
$200. 


CADILLAC—’55 (62) 2-dr., $4,260* (ps), 
$4,200* (ps). '54 (62) 4-dr., $3,310* (ps). 

CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
790*; Bel Air (6) 2-dr., $1,615. '54 Two- 
ten 4-dr., $1,090, $1,075, $1,065. ’53 Bel 
Air 2-dr., $980, $965; One-fifty 2-dr., 
$765, $720. ’52 SL Deluxe Bel Air, $710. 
’51 SL Deluxe 4-dr., $505, $500. '50 SL 
Deluxe 4-dr., $330, $320. 49 SL Deluxe 
4-dr., $305, 2 at $300, $260, 2 at $250. 
’48 SM 2-dr., $100. . 

CHRYSLER — ’54 Windsor 4-dr., $1,535*. 
’53 Windsor 4-dr., $805*. ’51 Windsor 
4-dr., $480*. ’50 Windsor 4-dr., $375*. 
’49 Windsor 2-dr., $200*. 

DeSOTO—’53 Coronet 4-dr., $845*. 

DODGE—’55 Coronet station wagon, $1,- 
800*, ’51 Coronet 4-dr., $460*. '50 Way- 
farer 2-dr., $295*. ‘49 Custom conv., 
$240*. 

FORD —’55 Fairlane (8) 2-dr., $1,610, 
$1,600*, '54 Custom (8) 4-dr., $1,205*; 
%-ton pickup, $780, '53 Custom (8) 4-dr., 
$800*. ’52 Custom (8) 4-dr., $700*. ’51 
Custom (8) 4-dr., $525*%, $500. 50 Cus- 
tom (8) 4-dr., $350%, 2 at $325*, $315. 
’49 Custom (8) 4-dr., $190*, 2 at $185*. 

KAISER—’52 Deluxe 4-dr., $510*. ’51 De- 
luxe 4-dr., $205*. 

MERCURY—’54 Custom 4-dr., $1,510*. '53 
Custom 4-dr., §$795*. ’°50 Custom conv., 
$445°. 

NASH—’51 Rambler 4-dr., $405. 

OLDSMOBILE—’' 54 (88) Super 4-dr., 2 at 
$1,825*, $1,810*. '53 (88) Super 4-dr., 
$1,290*. °52 (88) Super 4-dr., $810*. ’51 
(98) Holiday, $460*. °49 (88) 2-dr., 
265 * 


PLYMOUTH—’ 54 Savoy 4-dr., $1,005. ‘53 
Cambridge 4-dr., . °51 Cranbrook 
4-dr., $495, $410. '50 Deluxe 2-dr., $330, 

00. 


$300. 

PONTIAC—’53 Chieftain (8) 4-dr., $910*. 
’52 Chieftain (8) 4-dr., $680*%. '51 Silver 
Streak (8) 4-dr., $500*. ’50 Silver Streak 
(6) 2-dr., $310. 

STUDEBAKER—’'53 Champion 4-dr., $665*. 
’50 Champion 2-dr., $245. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 
Wednesday. Prices are for sale of July 27.) 
(Buying still strong despite 105 degree 
temperature for entire week. Sold 82 
percent of cars entered.) 


BUICK—’55 Century conv., $2,695* 
4-dr., $2,480* (ps), $2,250*. ’54 
Riviera, $2,040* (ps), $2,020* (ps); Spe- 
cial 2-dr., $1,595. °’53 Special Riviera, 
$1,015. ’°52 Special 4-dr., $695. '51 Special 
4-dr., $465. 

CADILLAC—’55 (62) 4-dr., $4,165* (ps); 
coupe, $4,000* (ps). ’54 (62) 4-dr., $3,- 
275* (ps), $3,250* (ps). ’53 (60) Special 
4-dr., $2,325*%. '52 (62) 4-dr., $1,680* 
(ps), $1,660*. 

CHEVROLET—’55 Bel Air (8) Hard Top, 
$1,980*, $1,930*%; Two-ten (8) Delray, 
$1,900*; Bel Air (6) 4-dr., $1,700*. ’53 
Bel Air Hard Top, $1,180*; Two-ten 2- 
dr., $765, $755, $745. ’51 SL Deluxe 4-dr., 
$610*. °50 SL Deluxe 2-dr., $375, $365, 


(ps); 
RM 


$315. 

CHRYSLER — ’52 Saratoga 4-dr., $830* 
(ps). 

DODGE—’ 54 Coronet 4-dr., $1,265*; Royal 
4-dr., $1,450*. 


FORD—’55 Fairlane (8) conv., $2,150*; 
Victoria, $2,065*, $1,790*. ’54 Main (8) 
2-dr., $1,000, $930. ’53 Crest (8) Vic- 
toria, $1,175*, $1,145, $1,130; 4-dr., $950, 
$945, $930. ’°52 Crest (8) Victoria, $790*, 
$760*; Main (8) 4-dr., $640; 2-dr., $605, 
$505. '45 school bus, $250. 

HUDSON—’51 Commodore 4-dr., $365*. 

KAISER—’53 Manhattan 4-dr., $720*. 

MERCURY — ’55 Monterey 4-dr., $2,225*. 
’54 Monterey Hard Top, $1,780*; Custom 
4-dr., $1,525*, $1,460*. 

OLDSMOBILE—’55 (98) Holiday, $3,255* 
(ps); 2-dr., $2,930* (ps); (88) Holiday, 
$2,720* (ps), $2,505*; Super 4-dr., $2,- 
715* (ps); 4-dr., $2,250*. '54 (88) Super 
4-dr., $1,955* (ps), $1,775*. °51 (88) 
2-dr., $650*. 

PACKARD—’50 4-dr., $200*. 

PLYMOUTH—’55 Belvedere (6) 4-dr., $1,- 
725. '54 Savoy 4-dr., $960. 53 Cranbrook 
4-dr., $710; Cambridge 4-dr., $705. '52 
Cranbrook 4-dr., $650; Belvedere, $610. 
’51 Cranbrook 4-dr., $350; conv., $325. 

PONTIAC — ’55 Star Chief (8) Catalina, 
$2,365* (ps); Chieftain (6) 4-dr., $1,575. 
’53 Chieftain (8) 2-dr., $930*; Chieftain 
(6) 2-dr., $710. ’52 Chieftain (8) 4-dr., 
$750*. 

STUDEBAKER—’52 Champion 4-dr., $430*. 

WILLYS—’51 station wagon, $475*. 

* * * 


— Auctions in Brief — 
SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
nesday (July 27). Today’s sale showed a 
definite increase in real clean and sharp 
car prices. The buyers began contesting 
hotly for car after car right at the opening 
gun. Sale maintained a fast tempo from 
start to finish. Could have sold at least 
50 more clean cars. 

* * * 
COLUMBUS, O. 

Mobiles, Inc. Sale every Friday (July 
22). Cars in greater demand this week as 
sales percentage remained average or 
above for the season. Some dealers unload- 
ing and diversifying their stock, which 
means they are getting their stock in 


shape for a good month ahead. 
* * 


- 
WINDSOR, VA. 

Windsor Auto Auction. Sale every Thurs- 
day (July 28). There were approximately 
200 cars at the sale this week and over 
82 percent of them were sold. 

7 * 7 
HARRODSBURG, KY. 

Blue Grass Auto Auction. Sale every 
Thursday (July 28). Another good sale 
with a high percentage of cars sold. Clean 
cars are bringing the high dollar. 
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fp sees Alfred P. Sloan jr. board 
chairman of General Motors 
Corp. and chief sponsor of the 
Alfred P. Sloan Foundation, au- 
thorized the directors to give $750,- 
000 to Cornell University to estab- 
lish an Institute of Hospital 
Administration, he paid a high 
compliment to the men responsible 
for the administration of that uni- 
versity. 

Sloan’s gift will finance an educa- 
tional program, which includes two 
years of intensive study at Cornell 
in Itahac, N. Y., leading to a 
master’s degree in public or busi- 
ness administration in hospital 
management. This will be followed 
by a year’s residency at a hospital, 
with a generous provision for re- 
search fellowships. 

The center will be known as 
the Sloan Institute of Hospital 
Administration. It is hoped that 
it will eventually develop into an 
extensive in-service training pro- 
gram for men and women. 

In announcing the grant, Sloan 
said, “it reflected the philanthropic 
agency’s long-time interest in ad- 
ministrative and managerial prob- 
lems.” 

* * a 

E SAID that Cornell had been 

chosen for the project “not only 
because of its vigorous, imaginative 
leadership, but also, because its 
resources in respect to faculty and 
discipline — which such a project 
must draw upon—are unrivaled. 

“Measured by almost any cri- 
teria,” said Sloan, “hospitals are 
big business.” 

I am told that the annual value 
of services rendered by our 6,800 
hospitals has exceeded two billion 
dollars. Full time employes in those 
hospitals currently number more 
than one million. Obviously the 
efficient management of hospitals 
is of inestimable worth to the 
public. 

* * = 

EANE W. MALOTT, Cornell 
~~ president, said that the new 
institute would be. governed by a 
board comprised of representatives 
of the schools and colleges con- 
cerned with the organization of the 
hew curriculum. Its chairman will 
be the dean of the Cornell Gradu- 
ate School of Business and Public 
Administration. 

A permanent advisory commit- 
tee of specialists in the hospital, 
medical and allied fields will have 
as its chairman, Raymond P. 
Sloan, president of the Modern 
Hospital Publishing Co. 

FP. Ss. Did you know that the 
hospital industry is the fourth larg- 
est in the U.S.? 

Aren’t we fortunate to have at 
the head of the Sloan Foundation 


Health Insurance 
Improved for Ford 


Salaried Workers 


DEARBORN.—An improved pro- 
gram of medical-surgical, life and 
disability insurance for salaried 
employes of Ford Motor Co. has 
been announced by Henry Ford II, 
President. 

The new program, which will 

cover approximately 46,000 Ford 
men and women, will include: 
_ A major medical-expense plan to 
insure against expenses not cov- 
ered by other benefits available to 
employes. 

Increased hospital (Blue Cross) 
and surgical (Blue Shield) cover- 
age. 

Increased in - hospital medical] 
benefits. 

Improved group life insurance, 
accidental death and dismember- 
ment, and accident and sickness 
disability benefits. 

Employe participation in all 
phases of the program will be vol- 
untary, with the company and em- 
Ployes sharing the cost. 


AUTOMOTIVE NEWS, AUGUST 8, 1955 


the man who is responsible for the 
most aggressive, best - managed 
business institution in our history? 
* * * 

P P. S. My daughter, Jane, who 

® spent several years as public 
relations director of the American 
Nurses Assn., tells me that more 
efficient hospital administration 
would do a lot to alleviate the 
nurse shortage. 

Patients’ lives are often en- 
dangered, she said, because the 
already inadequate staff of pro- 
fessional nurses who spend over 
50 percent of their time carrying 
trays, arranging flowers, cleaning 
rooms and doing clerical jobs 
that could be done by others. 

About 44 percent of the hospital 
staff nurses make around $35 a 
week and work a minimum of 44 
hours a week, without the usual 
employe benefits such as sick leave 
and vacations with pay. 

+ * 


HERE are no raises no matter 
how long or well she has 
worked, unless she becomes a 
supervisor or head nurse. A system 
of in-grade merit and/or seniority 
raises might be a solution. 
Something like this might make 
it easier to recruit young women 
into the nursing profession. Now 
young women coming out of high 





school can get better pay than a 
nurse after taking a two-weeks 
course in typing. 

Something as simple as a more 
efficient way to handle laundry in 
a hospital has released many 
hours of “nurse-power” for direct 
care of patients. 

No doubt, a specialist in nursing 
will be consulted by the Sloan In- 
stitute of Hospital Administration. 
Everybody should benefit. The hos- 
pital, the doctor, the nurse and the 
public. 





Insurance Premiums Cut 
For Safety Belt Users 


BATON ROUGE, La. — Delta 
Fire & Casualty Co. Baton 
Rouge, has cut auto liability and 
medical premiums about $5 on a 
$65-per-year policy covering cars 
equipped with safety belts. 

The move has been approved 
by the state’s insurance depart- 
ment. Delta cited a two-year rec- 
ord of claim payments which it 
said could have been avoided if 
belts had been used. The com- 
pany said statistics showed that 
the reduction, in effect, was “pay- 
ing a car owner to help (him) 
save his own neck.” 
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Hudson Seeks Role in ‘Gracious Living’— 


Hudson dealers in the Detroit area display all lines of Hudson cars at the new 
Northland Shopping Center as part of the “Suburban Living on Parade Show" spon- 
sored by the J. L. Hudson Co. The show is designed to serve as a suburban shopping 
guide to “better and more gracious living.” 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 











An on-the-spot report about a girl who dances the can-can with 
lights on her feet was featured in a recent issue of Parade. Result: More 
than five out of seven of Parade’s readers stopped to get the full story. 


Making people stop, read and remember is something Parade 
does so well that independent surveys show it is the best read magazine 
in America, bar none. 


To you, as an advertiser, this means twice as many readers for 
your dollar in Parade as in the big weekday magazines. 


No doubt about it: To give sales a shot in the arm, to make dealers 
happy ... Parade has what it takes. 


PARADE... The Sunday magazine section of 47 fine newspapers in 
47 major markets . . . with more than 144% million readers every week. 











BREAKER PLATE STABILIZER—A stabi- 
lizer that corrects the tendency of Delco- 
Remy center bearing breaker plates to 
rise or tilt has been marketed. The stabi- 
lizer is said to keep the distributor spark 
gap constant, thus eliminating ping, 
roughness, flat spots and high-speed skip 
from that cause. Igniter Co., 1635 El 
Camino Real, Redwood City, Calif. 


Book Gives Profit Ideas 


In Radiator Servicing 


A 40-page book, “Blueprint for 
Profits,” describes how dealers, 
shops and jobbers profit from their 
radiator servicing departments. 

Included is a scale model cutout 
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NEW PRODUCTS 


specialized problems of building 
modified engines is Frank Mor- 
gan’s “Hot Cam Handbook,” just 
published at $1.50. 

The booklet, which tells how to 
choose the right grind and how to 
make it perform, also contains 
pointers on valve modification. 
The 64-page booklet is available 
from Frank Morgan Co., Marys- 
ville, Calif. 





SPRAY ADHESIVE—Stick-All is a water- 


of the floor area of various units, | proof spray adhesive that is said to be 


to aid in determining the space 
necessary for a radiator depart- 
ment. Inland Mfg. Co., Department 
38, Omaha, Neb. 
* 





POWER BRAKE—A hydraulic power 
brake has been introduced that is in- 
stalled without tapping into the manifold. 
The power feature is said to operate 
all the time—even with the ignition off. 


The brake is made of aircraft alloy, with| >) 


the piston and housing anodized to re- 
sist corrosion. Santay Corp., 351 N. 
Crawford Ave., Chicago, Hl. 

Oe 


AP Parts Catalog 


The AP Parts catalog for 1955 
features 344 items added to its line 
of exhaust systems for all-types of 
vehicles. These include 21 Fiber- 
glas-packed Hollywood-type muf- 
flers and 32 dua] exhaust sets. AP 
Parts Corp., Toledo, O. 





AIR COMPRESSOR—The PJE-521, a gas- 
oline powered air compressor, and model 
PJ-521, electrically driven, are both rated 
at one-half horsepower. The compressor is 
of upright, single cylinder design with the 
block and crankcase cast as one: integral 
unit. The flywheel supplies air against the 
finned cylinder area for cooling. A regu- 
lating type safety valve and an air filter 
are supplied. DeVilbiss Co., 300 Phillips 
Ave,, Toledo 1, 9. — 


‘Hot Cam Handbook’ 
Guides Engine Souping 
A concise guide to one of the 


fast-driving and effective over a wide 
range of temperatures. It can be used on 
fabrics, rubber, glass, wood, linoleum and 
metal, it is claimed. When sprayed on 
one surface, the bond is temporary. When 
used on both surfaces a permanent bond 
is formed. Chase Products Co., 2807 S. 
Gardner, Broadview, im. 


Myer’s Issues Catalog 


On Tubeless Tire Tools 


Myer’s Tire Supply Co., Akron, 
has issued a new catalog on its line 
of equipment and supplies needed 
to repair and retread tubeless tires 
as well as materials for conven- 
tional tires and tubes. 

It is available free to tire men. 
Requests should be sent, the firm 
said, on business stationery to 
Myer’s Tire Supply Co., 816 E. Mar- 
ket St., Akron 5, O. 





SAFETY BELT—Janco Auto Belt is a 


“slip-on” safety belt for passenger 
seated next to the driver. Two metal 
brackets are hooked under the seat 


without tools and are looped over. the 
back of the seat to hold the belt. 
Models are offered for both two-door 
and four-door cars. Agraday Enterprises, 
20009 James Couzens Highway, Detroit 
35, Mich. 


nom 


i 


WARNING LIGHT—The Warn-O-Flash is 
a red flasher light that plugs into the 
dash cigarett lighter. It can be stood on 
the road or attached to a flat surface 
with a suction cup. The flasher comes 
in 6 and 12 volt models. Safety Warning 
Signal Co., 1800 Coney Island Ave., 
Brooklyn 30, N. Y. 











DUAL ACCELERATOR—The “Lazy Leg” 
is an accelerator for the left leg that is 
attached to the regular pedal. It can be 
adjusted horizontally and vertically and 
can be disengaged by a touch of the toe, 
it is claimed. Houser Engineering and 


Mfg., Inc., Bluffton, Ind. 
* * ad 





CHEVROLET GEARS—High speed gears 
for 1937 through 1955 Chevrolets have 
been designed to provide speed increases 
of 9.3 percent in low and 18.6 percent in 
second at the same engine r.p.m. Avail- 
able in gear sets or as complete trans- 
mission units, they provide longer accel- 
eration, higher speed or lower engine 
r.p.m. Offenhauser Equipment Corp., 5156 
Alhambra Ave., Los Angeles 32, Calif. 

* * * 





RADIO BOOSTER — Coiltenna is a car 
radio signal booster which is attached to 
the aerial. It comes in two sizes, said to 
fit all makes. Electrend Products Corp., St. 
Joseph, Mich. 


TIRE SPREADER—The Elrick tire spreader 
is offered in both electric and hand- 
powered models for tubeless tires. The 
electric model is said to rotate a tire 
one full turn in 15 seconds without 
damage to the bead or inner finer. 
Elrick Rim Co., fox 567, Hayward, Calif. 


Year’s Free Replacement — 
Offered with Extinguisher 


“One year’s free fire protection” 
is the merchandising technique 
used in launching a program for 


“Hero,” a high-pressure manual 
fire extinguisher. 

A warranty band on every can 
will guarantee the purchaser a free 
replacement if the product is used 


/on a fire within 12 months of the 


registered purchase date. Bostwick 
— Inc., Bridgeport 5, 
nn. 


e * * 





ZIPPER KiT—The Glenzip kit contains 
two tools and a supply of replacement 
parts for repairing zippers. The tools are 
cadmium plated. Glenzip, 1426 W. Third 
St., Cleveland 13, 0... 





PORTABLE BATTERY — Blitz Battery 
Power is a portable battery that can be 
used for starting stalled cars, emergency 
power, lighting and signaling. The unit 
contains a battery charger that can be 
used to recharge auto batteries. Blitz 
Electric Co., 5713 Wentworth Ave., Chi- 
cago 21, Ill. 


* * * 

Lamp Changer Head Used 
For 500-Watt Lamp 

The 155-C lamp changer head is 
designed for the McGill R52, 500- 
watt lamp used in high-bay reflec- 
tor lighting. Flexible, rubber-cov- 
ered metal fingers, held together 


at the top by a coil spring, slip 
over the lamp and grip it for re- 
moval or installation. 

The changer is mounted on a 
pole made in five-foot, interchange- 
able sections. The pole can be ex- 








MUFFLER TOOL—A tool has been mar- 
keted which is designed to loosen and 
remove old mufflers. It features a ham- 
mer and chisel at the head and a hexa- 
gon socket wrench in the end of its plastic 
handle. Powell Muffler Co., Inc., 2501 W. 
24th St., Chicago, Ill. 

Oe od x 
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ARMATURE LATHES—Model 300 (above) 
is one of three Precision armature lathes 
and mica vundercutters offered. Jacobs 
armature chucks, dove-tail ways with ad- 
justable gibs and automatic pushbutton 
feed are among the features of the lathes. 
Model 400 does five operations: Test, 
turn, undercut, deburr and final test. Par- 
ket Machine Tool division, Parket-Mc- 
Knight Co., Cincinnati, oO. 


Diets Co. Marhete 


White Side Wall Cleaner 


Sure-Wite Co., Hollywood, Calif., 
is appointing jobbers, distributors 
and sales representatives for its 
Sure-Wite side wall tire cleaner 
and whitener. 

Sure-Wite is said to remove curb 
marks, road dirt, scuff marks and 
grease from tires quickly and 
easily. 





WHEEL KIT — Mobile Kit 909 converts 
an 890 Speedy Sprayer into a mobile 
unit. The kit consists of a handle, axle, 
two six-inch diameter wheels, plus mount- 
ing bolts and spacers. The sprayer de- 
livers two cubic feet of air per minute 
at 30-40 pounds pressure. W. R. Brown 
Corp., 2701 N. Normandy Ave., Chicago 
35, Wl. 





tended up to 30 feet. Electrical 
division, McGill Mfg. Co., Inc., Val- 
paraiso, Ind. 

* 


SPARK TIMER—The “Speed Turner’’ is 
a dash-mounted distributor spark-timing 


device. It permits the driver to advance 
or retard the spark according to driving 


condition, fuel octane, speed, temperature 


or other operating factors. It does not 


displace the automatic distributor used in 
late-model cars. Almquist Engineering Co., 


Milford, Pa. 


- * » 
Ingersoll-Rand Offers 
Electric Power Tool 


A new electric power tool has 
been placed on the market by 
Ingersoll-Rand. It has been desig- 
nated as a standard duty model 
for use where maximum power 
and speed is not required. 

It is, the firm said, a multi-pur- 
pose tool being adaptable to drill- 
ing, reaming, screw driving and 
wire brushing. Further information 
may be obtained by writing Inger- 
soll-Rand Co., 11 Broadway, New 
York 4, N. Y. It is model 4U-SD. 


*® * * 


Pole-Mounted Floodlights 


Introduced by Steber 


Steber Mfg. Co. has announced 
a line of open and enclosed flood- 
lights equipped with cast aluminum 
pole top mounting arm with splice 
compartment for fully enclosed 
wiring. 

They accommodate 300 to 1,500 
watt incandescent lamps or 400 
watt mercury lamps. The complete 
line is described in Bulletin No. 1,- 
074, available by writing Steber 
Mfg. Co., Broadview, III. 


Warshawky Distributes 


148-Page Parts Catalog 


Warshawky & Co., Chicago, has 
distributed to the automotive re 
pair trade a 148-page catalog saic 
to contain descriptions of ove: 
50,000 items. 

The firm said it contains com 
plete sections of exact replacemen‘ 
parts for vintage cars dating bac! 
to” the 1920s. Prices, Warshawk) 
said, are quoted at the trade whole 

(Continued on Page 33, Col. 1) 








en 
be 


tri 


sh 


wl 
dl 





AUTOMOTIVE NEWS, AUGUST 8, 1955 





New Products 


(Continued from Page 32) 


sale and the catalog is not distrib- 
uted to individuals. 

To secure a copy, the company 
suggested that firms mail name and 
address along with business card 
or letterhead to Warshawky & Co., 
1900-PP, S. State St., Chicago 16, Ill. 

+ * . 


Nylon Part of Formula 


For Liquid Car Polish 


A liquid car polish containing 
Nyion and said to clean and wax 
in one operation has been mar- 
keted by Nylwax Corp., 4 Judson 
Rd., Worcester, Mass. 

e os > 


Decal Nameplates Serve 
As Resale, Service Aid 


Name-imprinted decal name- 
plates are said to be helping var- 
ious dealers secure reorders while, 
in some cases, performing a valu- 
able instrumental service for users 
of their products. 

Designed and produced by Meyer- 
cord Co., samples and additional 
information can be obtained by 
writing to the firm at 5323 W. Lake 
St., Chicago 44, Il. 


* * * 
Crepe Paper Masking Tape 


Developed by Permacel 


A black crepe paper masking 
tape is available from Permacel 
Tape Corp., New Brunswick, N. J. 
Called Permacel 717, it is designed 
for all-purpose use in plant work. 

Permacel said the tape’s smooth 
backing with easy release from | 
the roll makes for application with- 
out finger abrasion. Its masking 
range is from 50 to 240 degrees | 


Fahrenheit, Permacel said. 
* . = 








FITTINGS KITS — Aeroquip Socketless 
fittings and hose are being offered in 
steel kits, Nos. 5143 and 5144. The kits 
measure 124% by 12% by 6% inches and 
feature a hinged top, removable com- 
partment tray, attached ruler and fitting 
identification chart. Aeroquip Corp., 300 
S. East Ave., Jackson, Mich. 

e ¢ 8 


Kawneer Co. Develops 
Vinyl ‘Prestige’ Door 

Kawneer Co., Niles, Mich., has 
introduced a new door for schools, 
hospitals, offices and other places 
where a practical “prestige” door 
is needed. 

It is described as a vinyl-clad 
flush door and the firm said the 
surface is abrasion and mar re- 
sistant. The door comes in seven 
colors: Sage green, tile red, jonquil | 
yellow, flame red, salt and pepper 
gray, olive green and saddle tan. 

= * * 


Vaco Catalog Displays 
Color-Keyed Nut Drivers 


A catalog, SD-75, describing the 
entire line of Vaco nut drivers has 
been published. Free copies are 
available to dealers, jobbers, dis- 
tributors and service men. 


The catalog is color-keyed to 
show each nut driver diameter size. 
It ties in with the Vari Boards 
which display drivers whose han- | 
dles are also color-keyed. Vaco| 
Products Co., 317 E. Ontario St., | 
Chicago 11, Ill. 


* * * 


‘Barrel Number One’ 
Tells Story of Oil 


“Barrel Number One” is an eight- 
Page booklet designed to answer 


questions concerning oil and the 
petroleum industry. It is a com- 
panion piece to the 1955 film with 
the same name and is for use dur- 
ing Oil Progress Week this fall. 


Copies are being sold to oil com- 
panies, associations and individ- 
uals at $3 per hundred. American 
Petroleum Institute, 50 W. Fiftieth 
St., New York 20, N. Y. 


* * * 


Hydraulic Hose Reir forced 


Flexsteel hydraulic cont hose 
is designed for the hydraulic equip- 
ment industry. The hose is wire- 
reinforced and comes in sizes from 
three-sixteenth to two inches inside 
diameter. Goodyear Tire & Rubber 
Co., Industrial Products division, 
Akron 16, O. 

* 


* * 


Booklet Reports Market 


For Rebuilt Engines 


A booklet, “Exchange Rebuilt 
Engine Market Study,” shows that 


more than a million rebuilt engines 
were sold in 1954. 

The booklet charts the profit po- 
tential of this business and tells 
how, in a given space, rebuilt en- 
gine business can be three times as 
great as engine overhauling. For a 
free copy write: Muskegon Piston 
Ring Co., Muskegon, Mich. 

a * * 


Storage Equipment 
Listed in Catalog 


Ideas in space and time-saving 
storage equipment are presented 
in a 16-page color catalog released 
by Frick-Gallagher Mfg. Co., 110 
S. Michigan Ave., Wellston, O. 

Described are racks, bins, shelves 


and pallet frames. 
* * ae 


Cleaning Guide Chart 


Offered Service Shops 


A chart, “Cleaning Guide for 
Garages,” has been published for 
service shops. The chart folds out 
to 17 by 21 inches and gives in- 
structions for cleaning parts, cool- 
ing systems, radiators, motor ex- 
teriors, auto bodies, floors, ramps, 
gas pumps, washrooms and other 
items. 

The reverse side of the chart 
discusses Oakite cleaning material 
and equipment and is illustrated 


33 


with photographs. For free copy lon heavy-duty parts for most large 


write on Co. letterhead to Oakite 
Products, Inc., 157 Rector St., New 
York, N. Y. 

a * a 
Syncro Tools to Feature 


Color Styling for Fall 


Syncro tools and cartons have 
been redesigned for the fall market. 
A blue finish with contrasting buff, 
and in some cases red, has been 
used. 

The firm intends to issue four- 
color advertisements showing the 
line in fall. Syncro Corp.,, Oxford, 
Mich. 

- + os 


AC Hydraulic Lifters 


A line of one-piece hydraulic 


valve lifters has been marketed for | 


Chrysler, DeSoto, Dodge, Hudson, 
Lincoln, Nash, Packard and Plym- 
outh cars, AC Spark Plug, Flint 
2, Mich. 


AP Parts Publishes 


Exhaust Catalog 


AP Parts Corp., 1801 Spielbusch, 
Toledo, 
page catalog containing complete 
information on AP mufflers and 
pipes, with applications for all cars, 
trucks and farm tractors. 

Also included is a special section 


O., has published a 100-| 





trucks, including diesels. 
* * * 





CONTROL ARM — An upper control 
arm (K-800) for all models of 1949-53 
Fords and 1952-53 Mercurys has been 
marketed. Moog Industries, Inc., 6567 


Wells Ave., St. Lovis 14, Mo. 
* * * 


Airtex Issues Catalog 
On Water Pump Line 


Airtex automotive division has 
issued a catalog which lists data 
for Airtex “factory duplicate” 
water pumps by car, truck or 
engine. It includes 55 models. 

All pumps are identified as 
bushing or bearing type. Copies 
may be obtained by writing for 
catalog WP72 to Airtex Automo- 
tive Division, Fairfield, Illinois. 





“Royal Triton 10-30... 


the oil I recommend for our V-8s.”’ 








UNION OIL COMPANY o: catirornia 


los Angeles: Union Oil Bldg. * New York: 45 Rockefeller Plaza * Chicago: 1612 Bankers Bldg. * New Orleans: 


Ed Schmitz, manager of lubrication department, 
Robert H. Boney, Dodge & Plymouth dealer, Anaheim, California. 


settle for anything but Royal Triton. 


Union Oil products we recommend to them.” 


“Union’s Royal Triton 10-30...that’s the oil | recommend for our V-8s, espe- 
cially. And I imagine I put it in 90% of these cars I service, because once a 
customer has experienced the performance this oil gives his car he'll seldom 


“In the past four years we've built up a nice service business here, and I know 
that this growth is due to the confidence our customers have in us and in the 


Like Ed Schmitz, lube and service managers everywhere are finding this out 
— you really build customer confidence when you recommend Union Oil products 


like Royal Triton Motor Oil. Try it! 


644 National Bank of Commerce Bidg. * Atlanta: 401 Atlanta National Bldg. * Kansas City, Mo.: 612 W. 47th St. 











DEALERS @© MANAGERS 
@ SALESMEN e 


INCREASE SALES 
WITH 
SALESMANSHIP 


Six POWER-PACKED manuals with FIELD 

TESTED SALES METHODS used to train 

over 50,000 automobile salesmen. 

1 Automotive Success Fundamen- 
s. 


2—-The Automotive Selling Process. 

3—£ighty Ways to Find New Prospects. 
Key to Leadership. 

5—The T of Used Car Salesman- 


6—Developing—Testing Your Sales Talk. 
Authored by W. K. BRAASCH, DEAN OF 
AUTOMOTIVE SALES TRAINERS, covering 
all phases of automobile salesmanship 
from before the approach to after the 
close, 

Put this PROVEN KNOW-HOW into ac- 
tion and INCREASE SALES and PROFITS. 
Buy all six today! SATISFACTION GUAR- 
ANTEED. 


$2.00 EA. POSTPAID 
or SAVE $2.00 
ORDER ALL SIX FOR 






Springfield, Mo. 

Demand for new cars is still 
strong and most dealers report no 
signs of a letup in the near future. 
Used cars are also in fairly good 
demand ‘and inventories are not too 
high for comfort. Most dealers 
keep only prime stuff in their used- 
car inventories, wholesaling the 
rest. 

Credit conditions reported good 
although outstanding indebted- 
ness is probably at an all-time 
high. Employment is good and 
farm income and prospects are 
good. Repossessions are about 
normal. 

Wild dealing is not so much in 
evidence as in Kansas City and St. 
Louis, although dealers are actively 
promoting their business through 
advertising. — (L. H. Huock.) 

* 


Buffalo, Mo. 
Dealers report that new-car de- 
mand has been slacking in this 
south-central Missouri town. Used- 
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National Sales Trainers 
Dept. 88. 
549 Washington Bivd., Chicago 6, Illinois 











are getting hard to close. Buffalo 
has a population of 1200, but a 


with an additional population of 
10,000. Most of the income is from 
agriculture. Half the deals to farm- 
ers are for cash. 

Credit conditions are good and 
repossessions are virtually un- 
known. Most dealers hold to 
standard terms with 24 and 30 
months on new Cars. 

New-car inventories are not too 
high and there will be no cleanup 
problem. — (L. H. Houck.) 

+ * * 


WONDER 
BRAKE 
TOOL 








Atlanta 

For the first 20 days of June, 
new-car registrations in Atlanta 
totaled 2,223. compared to 1,896 for 
the same period last year. 

New-truck sales numbering 311, 
were up 93 units from the compa- 
rable period a year ago. 


191; Oldsmobile, 187; Pontiac, 
166; Mercury, 128; Plymouth, 123; 
Dodge, 60; Cadillac, 39; Chrysler, 
29; DeSoto, 21; Studebaker, 20; 
Packard, 17; Nash, 15; Lincoln, 
4; Hudson, 1, and miscellaneous, 
7 


New-truck registrations were as | 
follows: Chevrolet, 141; Ford, 93; 
International, 26; GMC, 14; Dodge, | 
13; Mack, 6; White, 3; Studebaker, 
1; Reo, 1, and miscellaneous 13— 





because... 


it is the only tested 
brake tool on the market 
today that handles two 
jobs more efficiently, 





and more economically. (E. C. Bash.) 
This a | adaa * Se 

‘ou! Especia ‘ 

tor use “on front wheels P ittsburgh 


—with one end you with- 
draw worn cups and pis- 
tons without damage 
to the cylinder—the 
other end instalis new 
ot quickly and eas- 
ly. Letters to us from 
mechanics say they 


period ended July 27 were down 
moderately from the high level re-| 


cording to the Bureau of Business 





ean an Research of the University of Pitts- 
it’s efficient and priced burgh. 
right. The bureau’s seasonally ad- 
justed index of business rose to 
204.6 percent of the 1935-39 aver- 
WITHDRAWAL () OPERATION age during the week. It was 187.1 


a month earlier and 191.7 in the 
comparable week of May. 
New-car registrations for June in 
Pittsburgh totalled 6,160, an _ in- 
crease of nearly 14 percent over 
the 5,411 titled in May. By make, 








teeth of tool into piston, tighten i i were: 
ine, tata, and when locked tight, pull “ee Ton : . rd, 1,066; 
omen. Plymouth, 890; Buick, 705; Pontiac, 
ZORERBER DES Cae eS 522; Oldsmobile, 406; Dodge, 337; 
Mercury, 334; Chrysler, 163; 
INSTALLING OPERATION DeSoto, 128; Cadillac, 118; Nash, 
80; Studebaker, 68; Packard, 63; |{ 
Lincoln, 34; Hudson, 24; Willys, 9, | ° 
and miscellaneous, 28. — (Leon|: 
Leffingwell.) 
| + * af 
ii fluid, insert 
in mon ond flush a —* ieee Canada 


to cylinder, and set into position. Dealers in Canada in the first 
many new vehicles as they did 
in the first six months of last year. 

The only problem, according to 
most dealers, is finding enough 
cars to meet the demand. Even 
in late July, when normally sales 
slacken, deliveries kept pace with 
earlier months of summer. Ad- 
vertising is returning to a more 
conservative basis. 

The used-car business has been 
a casualty of the heavy interest in 
new cars, dealers say. The market 
is sluggish and a few dealers have 


WONDER BRAKE TOOL IS SOLD ONLY 
THROUGH YOUR JOBBER. WRITE US IF 
HE CANNOT SUPPLY, AND WE'LL SEND 
YOU NAME OF NEAREST WHOLESALER. 





INC. 





6803 West Bivd. - Inglewood 3, Calif. 


car inventories are high and deals| 


trading area of 400 square miles) 


Sales Conditions in Various Areas... 


Auto Market Reports 





stepped up advertising in an effort 
to push sales. Suprisingly enough, 
prices have remained fairly high 
for good used cars.—(Jules Laro- 
chelle.) 


* * * 


Sioux City, Ia. 
New-car registrations dropped 15 
percent during July to total 383, | 
compared with 454 in the previous | 
month. 


New trucks were down 20 percent | 
to 37 registrations, compared with | 
47 in June. 

By make, new-car registrations | 
were: Ford, 96; Chevrolet, 91; | 

Plymouth, 43; Pontiac, 31; Olds- | 
mobile, 30; Buick, 25; Dodge, 23; | 
Chrysler, 10; DeSoto, 9; Nash, 9; 
Cadillac, 3; Mercury, 3; Stude- | 
baker, 3; Hudson, 2; Lincoin, 2; | 
Packard, 2, and Willys, 1. 

Truck registrations were: Ford, 
12; Chevrolet, 11; Dodge, 5; Inter- 
national, 5; Diamond T, 2 and 
GMC, 2. 


* * * | 


Salt Lake City 


In the seven-day period ended 
July 20, a total of 302 new cars and 
38 new trucks were registered in| 
Salt Lake County (Salt Lake City). | 

The cars included: Ford, 52; | 
Chevrolet, 45; Buick, 37; Oldsmo- 
bile, 36; Mercury, 26; Plymouth, 
24; Pontiac, 22; Dodge, 13; Cad- 





“Moss Succeeds Samples 
| As Head of Atlanta Dealers | 


New-car registrations in the pound of tetraethyl lead, principal 
Pittsburgh area for the seven-day | ingredient of Ethyl antiknock com- 


ported in the previous week. ac- tained in a tank car of Motor Plus 
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illac, 11; Chrysler, 7; DeSoto, 7; 
Volkswagen, 6; Studebaker, 5; 
Nash, 4; Packard, 3; Willys, 2; 
Hudson, 1, and Lincoln, 1. 

The truck totals included: Chev- 
rolet, 21; Ford, 6; GMC, 5; Dodge, 


4, and International, 2. 
* + 


Cleveland 


Continued strong sales, due to 
promotional pitches, stepped-up re- 
tail efforts and heavy emphasis on 
model cleanup were reflected in the 
Cleveland area for the week ended 





holding on to the old truck anothe - 
year.—(M. L. Schwartz.) 
* * : 


Ottawa 
New-car sales slowed down in 
| July, but some dealers manager to 
| dispose of more new cars than they 
|had expected by converting pros- 
pective used-car buyers. 

One large dealer reported that 
his dealership sold 20 percent 
More new cars in July than he 
believed possible a month earlier. 
“It’s not magic in our case,” he 

said. “It’s just lots of advertising, 
generous tradein and investment in 
good will paying off. A little repair 
without charge, a cut in the price 
of major repairs and other such 
services do the trick.” — (M. L. 





July 23. 
New-car sales hit 1,997, about | 
500 over the previous week, while | 
used cars went up to 2,130. Truck 
sales held steady at 61 new and | 
65 used. 

Sales of new cars in the first half | 
topped all previous een 
ford Markey.) 

x 


* * 


Western Canada 

Dealers in Western Canada are 
feeling the adverse effects of lower | 
farm incomes this year. 

Despite all efforts to stimulate 
sales, business has been running | 
far below the averages of deal- 
ers elsewhere, particularly in 
trucks. 

New-car sales have held up bet- 
ter, indicating that many farmers 
are still buying new cars, while 


Used-Car Notes 





MEMPHIS, — Tri-State Auto 
Auction, Inc., opened last week 
with its first sale. The auction is 
located on U. S. 51, seven miles 
south of here and plans weekly 
sales at noon on Thursdays. 

Tri-State said its sales area “cov- 
ers portions of seven states, one- 
seventh of the U. S.” Officers of the 





By make, new-car sales were: | 5 Sam Wil ident; 
Ford, 610; Chevrolet, 605; Buick, |[, i, Cooper, vice-president, 


L. E. Cooper, vice-president, and 
Paul Renfroe, board chairman. It 
is owned and operated by 50 mid-| 


| south used and new-car dealers. | 
| | 


* * * 


ATLANTA. — C. N. Moss, presi- | 





Ethyl Corp. Ships | 
4-8illionth Pound | 


BATON ROUGE, La. — Ethyl 
Corp. has shipped its four-billionth 


pound. 
The four-billionth pound was con- 


dispatched to a Coast refinery. Mo- 
tor Plus is the antiknock cempound 
for motor gasoline, introduced late 
in May, which Ethyl said acts to 
curb the increase in gasoline oc-' 
tane requirements of automobiles) 
by reducing engine deposits. | 

The company noted that tetra- 
ethyl lead is more widely used to- 
day by the oil industry than ever| 
before, with consumption more 
than double its level of seven years 
ago. 








half of 1955 sold about twice as|] 


Dealers Hear L-M Summer Sal 


dent of Moss Motor Co., is the new 
president of the Atlanta Used Car 
Dealers Assn. He succeeds Ferrell 
Samples, of Northern Car Co., who 
becomes chairman of the board. 
Other officers are Otto Gill, vice- 
president; R. C. Brown, treasurer, 
and John Darnall, secretary. Direc- 
tors are C. W. Cheeley, Noah Mad- 
dox, Cy Young jr., James C. Down- 
ing and B. A. Welch. 
* 4 


* 


‘Customers’ Rob Salesman 


LOUISVILLE. — Robert Farris, 
salesman for Bill’s Used Car Lot 
No. 2, was robbed of his wallet 
containing $183 by two men while 
he was showing them a late-model 
car in a garage in the rear of the 
lot. 


Greensboro Deal Chartered 


GREENSBORO. N. C.—Grayson’s 
Used Cars. Inc., has been granted 
a state charter with capital stock 
of $100,000. Princ‘nals are Harry B. 
Grayson, T. H. Tyson and Sarah 
M. Grayson. 


x * x 


Paschall Picked 


COLUMBUS, O.—Gilbert V. 
Paschall has been named executive 
secretary of the Independent Used 
Car Dealers Assn. of Columbus. 
Clifford Scheuler is pres'dent of the 
association. 

Kay Plans Building 

COLUMBUS, O.—Bill Kay (Olds- 
mobile) has leased additional 


ground near his dealership and will 
erect a new office building on the 
site. 


les Plans— 


Schwartz.) 


* * * 


Providence 


A 6 percent decline from the pre- 
vious month marked June new-car 
registrations in Providence. New- 
truck totals, however, increased 5 


percent. 


June’s 1,410 new-car registra- 
tions were divided as follows: 
Chevrolet, 303; Ford, 243; Plym- 
outh, 191; Oldsmobile, 137; Buick, 
128; Pontiac, 87; Mercury, 49; 
Chrysler, 47; Cadillac, 41; Nash, 
40; Dodge, 38; DeSoto, 31; Hud- 
son, 24; Packard, 16; Studebaker, 


| 16; Imperial, 4; Lincoln, 4; Wil- 
| lys, 1, and miscellaneous, 10. 


The 143 truck registrations in- 
cluded: Chevrolet, 41; Ford, 28; In- 
ternational, 25; GMC, 18; Dodge, 
14; Mack, 10; Divco, 2; Studebaker, 
2; Diamond T, 1; White, 1, and 
miscellaneous, 1.—(T. L. Forbes.) 

x oa aa 


Van Wert County, O. 

A total of 109 new cars were 
registered in Van Wert County, O., 
during June. They were divided 
as follows: 

Chevrolet, 25; Ford, 23; Buick, 
13; Mercury, 11; Plymouth, 6; 
Pontiac, 6; Oldsmobile, 5; Dodge, 
3; Chrysler, 3; DeSoto, 3; Stude- 
baker, 2; Cadillac, 2; Lincoln, 2; 
Packard, 2; Nash, 1; Imperial, and 
Willys, 1—(Simon M. Schwartz.) 


Chrysler Lanes 
Check 5,000 Cars 
In Safety Drive 


INDIANAPOLIS.—_More than 
5,000 cars were checked through 
Chrysler-sponsored safety - check 
lanes operated this year in the 
company’s Indiana plant cities of 
Indianapolis, Evansville, New 
Castle and Kokomo. 


This was the second successive 
year in which Chrysler Corp.’s In- 
diana plants and dealers have co- 
operated with local and state law- 
enforcement agencies in sponsoring 
auxiliary safety-check lanes. 

The lanes were set up on plant 
parking lots or on public streets 
adjacent to the plants, and operated 
under the supervision of state and 
city police. 

Chrysler dealer personnel as- 
sisted in making the mechanical 
check of cars passing through the 
lanes. The official 11-point safety 
check prescribed by the National 
Safety Council was given. Drivers 
of all cars which passed the in- 
spection received official “OK” 
stickers for their windshields. 








Lincoln-Mercury dealers from Kansas, Oklahoma, western Missouri, the Texas Panhandle and northern Arkansas meet in Kan- 
sas City to hear an outline of the company's summer sales program. William Alen, Mercury district sales manager, made the 
presentation, and Dick Price, Wichita (Kans.) dealer, reported on the recent National Dealer Council meeting. 
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Lawsuits Affecting Dealers .. . 





Court D 


By Leo T. Parker 
; Attorney at Law 

TINCENT L. McKUSICK, of 

Hutchinson, Pierce, Atwood and 
Scribner, 465 Congress St., Port- 
land, Me., writes: “A client of ours 
who is an automobile dealer here 
in Maine tells me of a case reported 
in Automotive News within the 
past six months dealing with the 
manufacturer’s warranty on new 
cars. 

“He remembers the case as hav- 
ing been decided in favor of the 
purchaser of the car who was per- 
mitted to rescind the sale because 
of defects on the car which ap- 
peared during the warranty period. 

“I would very much appreciate 
your informing me what issue of 
Automotive News carried the ab- 
stract of this case and citation 
to the case.” 

After taking a great deal of time 
I have located the cases, as follows: 
254 S. W. (2d) 755. This ease is 
exactly to point. Also, see 202 Fed. 
Rep. (2d) 52; 224 Pac.. (2d) 668; 
and 99 Fed. Supp. 862. 

It may interest you to know that 
a late higher court held the dealer 
liable on such a warranty. See Kohn 
v. Ball, 254 S. W. (2d) 755. Here 
the testimony showed that within 
a day or two after a new car was 
exposed to rain, water leaked 
around the doors, and other places, 
damaging the interior of the auto- 
mobile. 

The purchaser sued the automo- 
bile dealer for damages, based on 
an implied warranty. The dealer 
contended that he was not person- 
ally liable because of the usual 
express warranty of the manufac- 
turer. 

In other words, the dealer 
argued that the purchaser should 
sue the manufacturer, especially 
because he had complained di- 
rectly to the manufacturer about 
the defects in the automobile. 

Nevertheless, the higher court 
held the automobile dealer liable 
for $450 damages to the purchaser 
and said: 

“A warranty as to the condition 


of the car when sold is imposed! 


upon the dealer. The measure of 


damages is the difference between | 


the value of the goods at the time 
of delivery and the value they 
would have had if they had 
answered to the warranty.” 


Also, see White Motor Co. v. 
Johnson, 254 S. W. (2d) 931. 
* * * 


What Is Libel? 


AMES A. ALLAN, of Rochester, 
N. Y., writes: “I have had con- 
siderable trouble collecting money 
in the past from a customer. A 
few days ago I wrote him a letter 
in pen which I will admit was 
severe. 


“I told him not to come anymore | 


to me for services because he has a 
bad reputation and is known as a 
thief, and I consider him a crook. 
The customer saw a lawyer and is 
filing suit against me for damages, 
claiming libel. Am I liable? If not, 
please give me a case for my 
lawyer.” 
You are not liable because you 
penned the letter yourself, and 
no one but the customer and you 
saw or read the letter, or had a 
right to do so. On the other hand, 
if you had dictated the letter to 
a stenographer, you would be 
liable in damages to the customer. 
The higher courts have an estab- 
lished definition for “libel,” as being 
‘a false publication by writing which 
exposes any person to “hatred, con- 
tempt, ridicule, or obloquy.” 
Therefore, a person may write 
pen or typewrite a defamatory let- 
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ecisions 


ter personally to a person without 
being liable to him for libel. On the 
other hand, if the writer of the 
letter permits it to be read by any 
person, as a stenographer, he is 
liable for libel. 

* aa 


Three’s a Law Suit 


EE Rick v. Grafton, 23 N. W. 

(2d) 24. Here it was shown that) 
a dealer dictated to his stenog-| 
rapher a defamatory letter ad- 
dressed to a customer and accused | 
him of criminal acts. 

In subsequent litigation, the lower 
court held that since the dealer’s 
stenographer was the only person 
who read the letter there was no 
publication, and therefore no libel. 
However, the higher court reversed 
this verdict, saying: 

“The alleged publication here 
consists of dictating a letter to 
a stenographer, having her tran- 


* 





scribe her notes and the subse- 
quent mailing of the letter... 
Was there a publication? Publi- 
cation of defamatory matter is 
the communication of the same 
to a third person.” 

Also, see Horovitz v. Weiden- 





Chrysler Honors Cosart 


PORTLAND, Ore. — Lee Cosart 
Motor Co. (Dodge-Plymouth) has 
received an award from Chrysler 
Corp. for six years’ continuous par- 
ticipation in the Master Techni- 
cians Service Conference. 


NEW YORK.—More than 12 mil- 
lion new auto seat covers will be 
sold in 1955, an increase of 15 per- 
cent over last year, according to a 
survey released here by George H. 
Day II, sales vice-president of Chic- 
opee Mills, Inc. 


The study included car owners 
and people in all phases of the seat 
cover business—accessory dealers, | 
seat cover jobbers, auto trim shops | 
and seat cover manufacturers. Day | 
said it was the first complete re- 
view of the market. 

“We will use this study to show 
the seat cover industry where the 
potential market is and how it 
may best be reached,” said Day. 

He said the survey also revealed 
that more than 62 percent of the, 
(1955 purchasers will buy woven! 
plastic seat covers. 

Copies are being sent to seat! 
|cover manufacturers, auto trim 
' jobbers and others. 

“We learned,” Day said, “that 
the largest market for seat cov- 
ers is among car owners replac- 


Md. Dealers Rap 
Discount Sale 
Of State Fleet 


BALTIMORE. — The Automobile 
Trade Assn. of Maryland has 
strongly protested the Maryland 
State Department of Health’s offer 
to sell its 150-car fleet of year-old 
Fords for $1,060, just $10 less than 
the purchase price. These cars are 
exempt from the U. S. excise tax. 











“We feel that this activity places | 


the State squarely in the used-car 
business in direct competition with 
retail dealers,” the association said. 
“The whole situation has been 
brought about by the ability of the 
State to purchase new motor ve-| 
hicles at ridiculous prices. In some | 
cases manufacturers have sold di- | 
rect at lower than dealer costs.” | 

Declaring that the practice is pro- | 
ducing unfair competition to the 
State’s auto dealers and is causing 
excessive auto depreciation, associ- 
ation officials say they will shortly 
take their complaint to the gov- 
ernor. 

A similar plan, which will save. 
an estimated $5 million, has been 
adopted by Pennsylvania. 

The Federal Government is also | 
considering a proposition to dispose | 
of used-cars over three years old. | 
The initial step would be the sale | 
of 65,000 used vehicles in Washing- | 


ton, Chicago and San Francisco. | 


No one saw this letter except the 
typist. The higher court held that 
dictating a libelous letter to a 
stenographer, and the subsequent 
typing is a publication which makes 
the person who dictated the letter 
liable for libel. 


So, therefore, if you write a let-| 
ter which may be defamatory, you | 
had best pen or typewrite the letter 
yourself, and mark on the envelope | 
“Personal.” If you dictate such a} 
letter to a stenographer it is legal | 
“publication,” and you are liable 
for libel. 


* * * 


N. Y. Dealer Faces Suit 


| 


For ‘Simple—Easy’ Theft | 


SYRACUSE. Austin Reeves, | 
Mattydale, has filed a $2,925 suit 
against Castle Car Co., Syracuse, | 
alleging that his car was left 


Purchasing Chief 
Retires at Ford 


DEARBORN.— Charles H. Car-| 
roll, a well-known figure in indus- 
trial purchasing, has retired after) 
37 years of service with Ford 
Motor Co. 

Carroll started his Ford career 
in 1918 in the purchasing depart- 
ment of Henry Ford & Son, a 
tractor-building firm which later 
became a part of Ford. He was 
named Ford purchasing director in 
December, 1952. 

Carroll held that position until 
last January when he became a 
purchasing consultant on the staff 
of D. S. Harder, vice-president, 
basic manufacturing divisions. 








Survey Shows Owners Will Buy: 


12 Million Seat Covers 


ing worn or soiled covers and the 

largest original purchase market 

is among owners of recent-but- 
not-new cars wanting to improve 

the appearance of their cars.” 

The survey was prepared by 
Stewart, Dougall & Associates, Inc., 
for the Lumite division of Chicopee 
Mills. 
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ENGINE CLEAN. 


PETISOL 202 


CARBURETOR & 
METAL CLEANER 


Emulsion-type, single-phase, cold- 


dip, non-caustic cleaner for 


removal of gums, grease, varnish, 


Carbon, etc., from carburetors 
all metal parts. Harmless to 





A “MUST” FOR HYDRAU- 
LIC VALVE LIFTERS! 


Acts fast — highly effec- 


famous crankcase addi- 
wee" tive and oil solvent. 


ing of valves, rings and 
hydraulic valve lifters. 
Reduces engine and piston wear. Neutralizes 
corrosive acids. Prevents rust. KEEPS THE 





user. Fast-acting, effective, safe. 


steal. 

Reeves said the auto was stolen 
while in for a checkup and he 
maintains the firm was negligent 
in leaving it on an unguarded lot 
with the keys in the switch. The 
auto was recovered, but Reeves 
demands the car’s full price. 

*” + * 


Judge Restores License 


CHICAGO. — Judge Harry M. 
Fisher hag ruled that the Illinois 
law allowing the state to suspend 
drivers’ licenses without notice or 
hearing is unconstitutional. He or- 
dered that the permit of Armando 
DiPierro, Chicago cabbie, be re- 
stored. 
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Of Executives Club 

DETROIT.—D. C. Crawford, vice- 
president of Crawford Door Co., 
has been elected president of De- 
troit Executives Club. Other offi- 
|cers are A. A. Togesen, first vice- 
| president; R. G. Carey, second vice- 
president; W. A. Russell, secretary, 
and H. B. Downs, treasurer. 

Directors include R. C. Ayer, R. 
D. Benscoter, Paul Bigley, R. C. 
Burkhardt, G. R. Cheadle, R. A. 
Dearth, C. A. Justin, W. E. Morgan, 
P. J. O’Dea, J. E. Weldy, J. B. Wil- 
liamson, and Herb Estes, a Ford 
dealer in Ann Arbor, Mich. 
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GRAMM WAREHOUSE VANS 


YOU CAN'T BEAT IT! 





3 PAYLOAD 





COMPARE .. . the cubic content of your 
present trailer__?_cubic feet ...vs.... 
the GRAMM 32° Warehouse Van — 18” 
drop of 1895 cubic feet. 

CUBIC CONTENT IS IMPORTANT TO YOU! 


GRAMM Warehouse Vans are built to specifications 
based upon research and actual experience data 


from users. 
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RAILER CORP. 


LIMA, OHIO 
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SILOO 


The mechanic's 
friend! It’s highly 
It’s the world- . 
thing and cleans, 


SILOO PENETRANT 
for tune-up and 
in. Prevents stick- 
Not to be confused 


A used. Best by 
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SILOO J 
DIESEL FUEL 
CONDITIONER 


THE NATION'S 
#1 DIESEL FUEL ADDITIVE! 


For all diesels. Keeps injec- 
tors clean. Aids in proper 
complete combustion for 
better fuel economy and 
engine performance. Elimi- 
nates hard starting, pound- 
ing, excessive smoking. 
Keeps fuel lines open. 


and 
the 







PENETRANT 


centrated — loosens any- 


product of 1000 uses. 









best 
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too. 
is a 


as — 


with 


an ordinary penetrating 
oil. Superior to any similar product you ever 


every test. 






PETISOL 404 
DEGREASER 







CONCENTRATE 


For fast removal of grease and 
grime. To be diluted by ultimate 


with kerosene, stoddard sol- 


vent or fuel oil. Extremely economi- 
cal, fast-acting, no offensive odor, 
non-toxic, non-inflammable. 
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On the Financial Front 





Houdaille-Hershey Corp., Detroit, 
has reported that its consolidated 
net sales for the six months ending 
June 30 amounted to $46,242,514 
with profit before taxes of $3,055,- 
621. 

This was the first semiannual 
report of the firm to include Fron- 
tier Industries, Inc., which was 
purchased by Houdaille-Hershey. 


Consolidated net income after 
taxes for the first half was $1,404,- 
891. “Due to the inclusion of Fron- 
tier figures for the first itme,” Hou- 
daille-Hershey reported, “the 1955 
six-month results are not compara- 
ble either in the aggregate on a 
per share basis with the like period 
of 1954.” 

Ralph F. Peo, president, said that 
the outlook for future operations 
was “encouraging” and that the 
executive offices have been con- 
solidated at Buffalo. 


Motor Wheel Nets 
$1,859,837 in Half 


Motor Wheel Corp., Lansing, has 
reported net profits of $1,859,837 
for the first half of 1955. Earnings 
for the same period of 1954 were 
$1,057,596, according to M. F. Cotes, 
president. 

Sales for the first six months of 
1955 reached $43,808,326 as com- 
pared with $29,696,621 during 1954’s 
first half. The board voted a divi- 
dend of 50 cents per share for 
stockholders of record Aug. 17. 


Clark Profits Set 
6-Month Record 


Earnings of Clark Equipment 
Co., Buchanan, Mich., in the first 
six months of 1955 were the highest 
in the company’s history, and sales 
were second only to the first-half 
record set in 1952, George Spatta, 
president, reported to shareholders. 

Earnings totaled $3,716,765, an in- 
crease of 34 percent over 1954 six- 
months earnings of $2,778,850. 
Sales were $64,779,720, compared 
with $51,717,732 for the same period 
of 1954. 

Spatta told shareholders 1955 
should be a record year. 

* * >» 


Pittsburgh Glass Reports 


Record Sales, Earnings 


Pittsburgh Plate Glass Co. sales 
for the first half of 1955 amounted 
to a record $288,535,825, according 
to Harry B. Higgins, president. This 
was 42.7 percent above the same 
1954 period. 

Net earnings for the first six 
months also reached a record high 
of $32,562,512, compared with $16,- 
908,172 in 1954’s first half, he said. 

a * * 


Four Wheel Drive to Pay 


15-Cent Dividend in °55 


Four Wheel Drive Auto Co., Clin- 
tonville, Wis., has declared a quar- 
terly dividend of 15 cents a share, 
payable Sept. 15 to stockholders of 
Aug. 22. 

It is a renewal of the dividend 
policy suspended since Apr. 15, 1953, 
said Ben W. Heineman, board 
chairman. He added that the profit- 
able operation for the fiscal year 
ended June 30 and an improved 
outlook for the future justified the 
dividend. 

* x * 


Eaton Mfg. Earnings, Sales 


Increase in First Half 


Eaton Mfg. Co., Cleveland, and 
subsidiaries reported net earnings 
of $7,397,402, for the first six months 
of 1955, compared with $5,206,031 
for the same period of 1954. 

Net sales for the period were 
$115,426,686, which compared with 
sales of $91,538,158. Sales were the | 
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highest for any six-month period | 
in the history of the company. 


Hertz Offers Debentures, 


Convertible to Stock 


Hertz Corp., Chicago, is offering 
a $5 million debenture bond issue 
which will be convertible into 
common stock at $55 a share, ac- 
cording to Walter L. Jacobs, presi- 
dent. 

Warrants have been mailed to 
stockholders on the 4 percent 
bonds which come due July 1, 





1970. They will be offered $100 of 
the principal amount of the bonds 
for each 15 shares of stock held at 
$102.50. 


National Malleable 


National Malleable & Steel Cast- 
ings Co., Cleveland, first half re- 
port, 1955 vs. 1954: Net earnings, 
$1,030,000 and $428,000; sales $29,- 
358,000 and $20,831,000. 

* * + 


Rheem Mfg. 


Rheem Mfg. Co., Chicago, first 
half report, 1955 vs. 1954: Net earn- 
ings, $3,162,982 and $3,295,819; sales, 
$55,809,000 and $45,366,000. 

* ag a 
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Borg-Warner 


Corp. 
the first half of 1955 as $2,810,383, 
or 86 percent ahead of the same 
period last year. 


months this year, after providing 





Borg-Warner Corp., Chicago, has 


| costs for new product developments 
declared a quarterly dividend of 50| and against contingencies, were/ sales, $24,956,927 and $23,769,206. 


cents per share on common stock to! 
stockholders on record at the close 
of Aug. 10, and 87% cents per share 
on preferred stock in possession at} 
the close of Sept. 14. 


Stewart-Warner 
Income Up 86% | 


CHICAGO. 
reports 


Stewart - Warner 
its net income for 


Earnings during the first six 


special reserves against future 





higher than for the entire year 
1954. 


Net sales of $54,302,773 during 
the six months ended June 30, 1955, 
were 11 percent higher than for the 
first half of 1954. 

Marked improvements, both in 
sales and in operation results, were 
achieved during the second quarter 
of 1955, when the corporation’s vol- 
ume was 32 percent higher and its 
net income 139 percent greater 
than in the 1954 second quarter, 
the report states. 

* . * 


Commercial Solvents 


Commercial Solvents Corp., New 
York, first half report, 1955 vs. 1954: 
Net earnings, $757,985 and $633,008; 
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Fribley Urges Closer Ties . . . 


Finance Firms Called 


Partners of Dealers 


HARRIMAN, N. Y. — Leading 
finance companies and banks were 
told here last week that they 
should increase the “quantity and 
especially the quality” of their con- 
tacts with new-car dealers. 

Carl E. Fribley, NADA first 
vice-president and a Cadillac 
Pontiac dealer in Norwich, N. Y., 
urged those attending the 1955 
Consumer Credit Management 


program here, sponsored by the 
graduate school of business of 
Columbia University, to look care- 
fully at their relationships with 
dealers. | 

Fribley said that the finance | 
companies and banks had become | 
partners with the dealers in auto-| 
mobile retailing. This partnership, 
he said, has placed definite respon- 
sibilities on the finance companies 


| 
|}and banks to lend all assistance | 


possible to dealers in bringing about 
improved merchandising methods. 

Fribley said that a dealer’s serv- 
ice department is an index of his 
| permanence and acceptability in the 
| community. The new-car dealer, he 
added, has grown through the years 
because he was able to offer ade- 
quate service and maintenance for 
| vehicles on the road. 


“We look with alarm,” he said, 
“at those dealers who have in- 
creased their sales volume with- 
out providing for a corresponding 
increase in their service facilities 
which will enable them to handle 
their service responsibilities in 
proportion to the increased new- 
car volume. 


“The retail automobile business 





Studebaker Dealers Elect 


Lindenbusch Chairman 


ST. LOUIS.—Ben Lindenbusch, 
St. Louis dealer, has been elected 
chairman of the Studebaker Deal- 
ers Council of the U. S. 





| 


| was built up during the last 50 
| years by good service to the public 
|and it must be maintained.” 
Fribley said that the majority of 
the country’s 40,000 automobile 
dealers were selling on a sound, 
business-like basis. He cited as a 
| minority those dealers who are 
offering small downpayments and 
| extended terms in their advertis- 
ing. This minority, he added, fre- 








> Spicer | (ALI MBIA 


LEE CLM CAE Take-Off / 


he new Spicer Clutch... developed by Dana engineers 
for the Ferguson 35 Tractor ... assures farmers of 
increased safety and efficiency. They can operate such 
machines as the baler, mower, corn picker, forage harvester 


continuously regardless of tractor starts and stops. 


Since the left foot of the operator gives complete control 
over both tractor motion and PTO, both hands are entirely 
free for steering, gear changes, and other driving require- 
ments. See details of clutch mechanism and operation at left. 


This new 2-Stage Clutch is another engineering advance- 
ment made possible by the wealth of Spicer experience in 
power transmission problems, and by research and develop- 


ment facilities unexcelled in the industry. 


The Dana Corporation offers clutches of many types for 
automotive, tractor and industrial power transmission needs. 
These clutches embody advancements and exclusive features 


that assure outstanding performance in the field. 


Ask Spicer engineers to help solve your particular power 


transmission problems, 
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quently gives a false impression to 
the buying public. 

In many instances, he said, cur- 
rent advertisements offering huge 
discounts, low downpayments and 
long terms do not actually repre- 
sent deals that are readily avail- 
able. 

“The use of unsound credit 
terms as a merchandising tool 
brings nothing but trouble for 
purchaser, dealer, and finance 
company or bank alike,” he said. 
“Dealers must merchandise their 
products—not terms.” 

Over-selling by granting unsound 
credit terms takes buyers out of the 
market for a longer period than is 
advisable, he said. In many sections 
of the country, such practices could 
dissipate the market in a short 
time, he said. 

In stressing the need for sound 
merchandising methods in the auto 
retailing industry, Fribley requested 
those attending the conference to 
give assistance to help dealers be- 
come better business managers. 
Crazy credit terms, he said, were 
an indication of poor merchandis- 
ing. 

Other speakers appearing on the 
week-long program included Dr. 
Arthur F. Burns, chief, Council of 
Economic Advisers to the White 
House; William McChessney Mar- 
tin, chairman, Federal Reserve 
Board; Elliott Taylor, vice-presi- 
dent of Pacific Finance; J. C. Doyle, 

sales and advertising manager, Ford 
Motor Co., and Robert L. Oare, 
chairman of the board, Associates 
Investment Co. 


Mich. Truckers 
Win Refund of 
Ohio Axle Tax 


COLUMBUS, O.— The death of 
the Ohio truck axle tax was fore- 
seen here after the State Supreme 
Court ordered the refund of high- 
way use taxes collected from Michi- 
gan truckers. 

The court ruled, 4-3, that a 
reciprocal agreement between Ohio 
and Michigan on motor vehicle fees 
and other taxes applied to Ohio’s 
axle tax. 

Stanley J. Bowers, tax commis- 
sioner, said the decision would cost 
Ohio more than $3 million received 
or claimed from Michigan truckers 
and might cost millions more from 
truckers in other states which have 
reciprocity agreements with Ohio. 

Bowers added that he would seek 
a rehearing on the ruling because 
he feared it might mean the end 
of the entire axle tax law. 

The tax, made effective in Octo- 
ber, 1953, cost trucks with more 
than two axles, engaged in inter- 
state business, from one-half to 2% 
cents a mile to use Ohio highways. 


‘Utica, N. Y., Woos 


‘German Maker 


| UTICA, N. Y.—Efforts to interest 
;a German auto manufacturer in 
| building a multimillion dollar 
|plant in Utica were revealed laz*+ 
| week by Alderman, Robert F. 
| Lynch. 
| He said he had been correspond- 
|ing with Daimler-Benz, which in- 
tends to open a factory in the 
eastern U. S. for the manufacture 
|of heavy diesel trucks, tractors 
|and industrial engines. 
| It was learned that Vincent R. 
|Corrou, executive secretary of the 
Utica chamber of commerce, also 
had been in contact with the firm. 
Lynch said he got the idea for 
negotiating with the company from 
a@ magazine article. 











Power Brakes for Free 


VALPARAISO, Ind.—During the 
30th anniversary of French Motor 
Co. (Ford), the firm gave free 
power brakes with the purchase of 
each new car and truck. 
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100 Feet of 48-12” x 18” Pennants 
All-Weather Durafilm Only $4.50 
Money refunded if not satisfied. 
MYRLO COMPANY 
2168 W. 25th, Cleveland 13, Ohie, dept. N 
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Look to GAR WOOD 


for the newest and best 
in truck equipment! 





Conversion Hoists for 
Farm Racks and Platforms 


New Strong-Arm Hoists 
and Dump Bodies 





Loadpacker Refuse | 
Collection Bodies 








Every item of 
Gar Wood Equipment 
represents an extra 
PROFIT OPPORTUNITY 


| for the Truck Dealer! 





Elevating End-Gates : 


owe 


Gar Wood Distributors or Factory Branches in all principal cities 


ow 


‘ 





NEW BUMPA-TEL SIGN 


“Tell Your Story Here!" 


Mounted or Dismounted in Seconds* 
Polished Aluminum Frames * Sheet Stee! Face 
Telescope into Non-Visible Brackets Mounted 





* 

e Available for all 1955 GM Cars 

. Available for all 1955 Ford Cars Ex: Lincoln 
Avaliable for all 1955 Chrysler Cars Except imperial 


dian Wiatiattn tor Padewd, ttadh, tredshaher end Vinten 
* After original installation State Make and Model When Ordering 


$16.50 Lettered — $12.50 Uniettered 
7.0.B., MOUNDS, ILLINOIS 
Sigs Are Shipped 1 to 5 In Bundle vie Percel Post Postage to Be Added. 


WARREN HASTINGS MOTOR COMPANY, INC. 
103 NORTH BLANCHE MOUNDS, ILLINOIS 
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Factories and Dealers. . . 





Auto Advertising 


Virtually every major record in 
newspaper advertising history top- 
pled in the first half of this year, 
according to Media Records, Inc., 
and the Bureau of Advertising of 
the American Newspaper Publish- 
ers Assn. 

National advertisers bought 9.5 
percent more newspaper linage 
in the first half of this year than 
in the same period of 1954, for 
the biggest first six months news- 
papers have ever scored in the 
national advertising field. 

The figures are based on Media 
Records’ 52-city index, covering 52 
morning, 68 evening and 78 Sun- 
< @y newspapers throughout the 

Ss 


Automotive advertising was up 
29.2 percent for June and 22.4 per- 
cent for the half, both figures far 
exceeding previous highs. General 
linage was up 9.5 percent for June 
and 4.2 percent for the first half. 

* * * 


Hill Dies in Columbus 


Lewis B. Hill, advertising di- 
rector of the Columbus Dispatch, 
died July 19 while returning 
from a doctor’s office. He was 62. 

Mr. Hill first joined the Dis- 
patch in 1924 as national adver- 
tising manager. He left the Paper 
in 1929 to work for the Pittsburgh 
Press but returned to the Dis- 
patch in 1930. He was named 
advertising director in 1948. 

* + * 


New Yorker Moves to Coast 


Effective Oct. 1, the New Yorker 
will have its own advertising of- 
fices in San Francisco. Richard E. 
Mann, who has been with the 
magazine since 1928, will become 
West Coast manager. 

Blanchard-Nichols, Inc., who has 
represented the New Yorker on the 
West Coast for the past 20 years, 
will continue to be affiliated with 
the magazine in an advisory and 


consultant capacity. 
* * * 


Dodge Dealers Film 49ers 


Starting Aug. 11, San Fran- 
cisco Dodge dealers will sponsor 
filmed recaps of San Francisco 
49ers professional football games 
for television viewers in the Bay 
area. Eighteen games will be 
shown. Sie 


Hudson Dealers Air Murrow 


Hudson dealers of San Diego 
County in California have taken 
over sponsorship of the five times 
weekly “Ed Murrow” CBS radio 
show on station KFMB. 

Two commercials during the 
15-minute program are currently 
“plugging” the Hudson-Disney- 
land Contest, which offers win- 
ning contestants prizes of new 
Hudson automobiles and all-ex- 
pense paid vacation trips for 
families of three to Walt Disney’s 
new $11 million Disneyland Park. 

Dealers sponsoring the program 
include Hudson City Motors and 
Broadway Hudson, San Diego; Joe 
White Motors, La Mesa; Sunset 
Motors, La Jolla, and Steen Mo- 


tors, Oceanside. 
* * * 


Chevrolet to Air ‘Derby’ 


The championship races of the 
18th All-American Soap Box Der- 
by at the Derby Downs course in 
Akron will be broadcast over 
CBS Radio on Sunday, Aug. 14 
at 5:00-5:15 PM, EDT, sponsored 
by Chevrolet. Allan Jackson, CBS 
News correspondent, will broad- 
cast the races and interview the 
winners. 

* cs 


Dodge Dealers on Air 


Pittsburgh Metropolitan Dodge 
dealers are scheduled to sponsor 15 
sportscasts before and after all the 
University of Pittsburgh football 
games during the forthcoming 1955- 
56 season. —o 


Plymouth Dealers Air 2 Shows 


Metropolitan Plymouth Dealers 
of Allegheny County (Pittsburgh) 
have purchased 28 hours of radio 
time weekly on WWSW, Pitts- 
burgh, for a program called, “Plym- 
outh Midnight Ride” and featuring 
news and music from 11 p.m. to 
midnight. They also will sponsor 
a midnight to 3 a.m. session of the 


970 Club, featuring music, news, 
sports, time, weather and safety 
information. 

* ® * 


Records for Look 


Vernon C. Myers, publisher of 


ing National Advertisers and re- 
leased by Publishers Information 
Bureau. 

Life, with a revenue of $61,102,- 
204, led all other magazines. Dur- 
ing the same period of 1954, its 
income was $57,471,084. 

American Weekly showed the 
largest percentage gain—27.2 per- 
cent. Its revenue in ’55 was $9,- 
637,559, as compared with $7,578,- 

| 086 during the same period of 
| 1954. 


* * * 


| Look, reports that the first half of| Direct Mailers to Meet 


the magazine’s history, both in ad- 
vertising revenue and in circula- 
tion. 

Advertising revenue for the pe- 


riod totaled more than $14,020,000, | 


and the average net paid circula-| 
tion is estimated at better than 
4,050,000, Myers said. 

* * * 


N. Y. News Study 


The New York News has intro- 
duced a market study entitled 
“Profile of The Millions” to key 
executives in the advertising and 
agency field. 

“Profile of The Millions” is a 
study of the New York market 
and readers of seven daily and 
six Sunday newspapers. 

Conducted by W. R. Simmons & 

Associates Research, Inc., an in- 

dependent research company, the 

study was sponsored and produced 

exclusively by the News at a cost 

in excess of $150,000. 
of + 


| 1955 was the biggest six months in 


Magazine Revenue Up 


Magazine ad revenues totaled 
$368,055,031 during the first half 
of this year, a 7.6 percent gain 
over the $341,820,319 grossed in 
the same period of 1954, accord- 
ing to figures compiled by Lead- 








| 
| 


‘Place the Face'— 


lL. B. O'Loughlin (left), spark plug 
sales manager, and D. B. Seem, adver- 
tising manager, scan through entries in 


Electric Auto-Lite Co.'s “Find the Face” 
contest. Auto-Lite is awarding U. S. 
Savings Bonds to spark plug dealers 


who most closly resemble the fellow on 
the poster in the background, a reduced 
version of the company's new billboard 
advertisements. 





Leaders of the $1%-billion-a-year 
mail advertising industry will meet 
in Chicago Sept. 12-14 in a national 
convention. 


This year’s conference of the Di- 
|rect Mail Advertising Assoc. will 
| witness an all out effort to demon- 
strate that mail advertising is a 
medium of high quality and effec- 


tiveness. 
* * * 


Craig Heads Plymouth PR 


Charles W. Craig has been named 
director of public relations for 
Plymouth, according to an 
announcement by 
John P. Mans- 
field, Plymouth 
president, and 
James Cope, 
Chrysler Corp. 
public relations 
vice-president. 

Craig first be- 

came _ associated 
with Chrysler 
Corp. in August, 
1946, with Ivy : 
Lee an6 TF. J. Charies W. Craig 
Ross, public relations counsel for 
the company. In 1951, he joined 
the corporation’s public relations 
staff and two years later was made 
manager of community relations, 
the position he held until his 
present appointment. 

Prior to joining Chrysler, he was 
with General Electric Co.'s news 
bureau in Schenectady, N. Y., and 
with the public relations depart- 
ment of General Motors Corp. in 
New York City. 


* * * 


‘Powerama’ Gets Plug 

The Chicago Daily News will 
publish a special issue Aug. 30 in 
commemoration of the opening 
of General Motors’ “Powerama” 
on Aug. 31 in Chicago. The show 
will run through Sept. 25. 


* * * 


Ford Promotes Murphy 


Promotion of Walter T. Murphy, 
manager of the public relations 
department, to assistant general 
sales manager in charge of adver- 
tising, sales promotion and training, 
has been announced by Merritt D. 
Hill, assistant general manager of 
the Tractor and Implement division 
of Ford Motor Co. 


Manager of public relations 
since the formation of Ford’s 
farm machinery division in 1953, 
Murphy previously served as as- 
sistant advertising manager for 
Dearborn Motors from 1947 to 
1953. 

He succeeds James F. Pedder, 
who has been appointed manager 

of Canadian sales for the division. 





Poster Model Approves Likeness— 


Zippy, a talented chimpanzee and a model for General Tire Co. advertising (D'Arcy 
Advertising Co.) for the past two years, puts his stamp of approval on the latest out- 
door display, 24 sheet posters using his likeness. Zippy is owned and trained by Lee 


Ecuyer, Freeport, L. |. 
to coast. 


The posters for General will appear late this summer coast 




















“THE TWO DAY FREE 
DRIVING TRIAL” 
BRINGS RESULTS: 


“We Keep our Used Cars Moving .. . 
and consistently get higher prices than 
ovr competitors” . . . Quotes one of 
our customers. 


Soys another: “My salesmen tell me 
it's the best Plan they have ever had 
for closing.” 


The “Two Day Trial" is a copyrighted 
used car selling plan sold exclusively 
to one dealer per city. FOR ONLY A 
FEW DOLLARS PER MONTH yov will 
receive quarterly packages containing: 


%* Newspaper ads 
% Radio & Classified Copy 


* Banners 
% Windshield Cards 
% 100's of other ideas 


Other “selling” 
plans may come 
across your desk 
. . . but ONLY the 
“Two Day Plan" is 
a basic institu- 
tional, merchandis- 
ing idea that will 
fit in with any sales 
method you now 


use. 
WRITE TODAY...  fuaianduabelallal 


for full information 
and a SPECIAL IN- 
TRODUCTORY PRICE 
this month. 


JOE FISHER-SEARCY CORP. 


Central Bidg. 
Portland 5, Ore. Phone: AT 6492 


NEVER BEFORE AT 
THIS PRICE! 


Weather-resistant poly- 
ethylene plastic in as- 
sorted colors at an unbe- 
lievably low price. Send 
check with order. imme- 
diate delivery — satis- 
faction guaranteed. 


NATIONAL 
FLAG & DISPLAY CO. 


43 W 21st St. New York 10 
ORegon 5-5230 








CONVERTIBLE TOP "18" 


a Buck super-value 
line of replace- 
ment tops. Mod- 
els for any car 
ready for 
24 HOUR DELIVERY 


We make and distribute all kinds of auto 
trim supplies at lowest prices, including 


BIG BUCK HEADLININGS 


arias scteysr Seth. Ph $12.50 


Write for Literature and Catalog 
Territories Open for Commission Salesmen 


BIG BUCK CO. 227 coms:iege 5. 


Boston 14, Mass. 





AUTO TURNTABLES 
Here is a rugged, all steel turntable, 
scientifically balanced to take all cars. 


Just plug in. For indoor or outdoor 
display. Write for free literature. 


for 
prices. 
AMERICAN STAGE EQUIPMEN 
805 East 134 St., Bronx 54, N. Y. 
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Rips ‘Needled’ Economy .. . 





NAM Lists Program 
For Full Prosperity 


NEW YORK. — Needling the | 
economy with hypodermics of “pur- 
chasing power” — as proposed by | 
some union leaders and some econ- 
omists—has been described by the | 
National Assn. of Manufacturers 
as inadequate and a dangerous 
prescription for national growth. 

In a new study, “So People 

May Prosper,” NAM has pre- | 
sented what it calls a program 
for national prosperity based on 
full production. 

The points stressed in the study 
are: 

1. A steady flow of investment 
capital. 

2. Incentive to invest capital. 

3. Freedom from undue Govern- 
ment control. 

4. An end of Government compe- | 
tition with business. 

5. An atmosphere which encour- 
ages faith and confidence in the! 
future, based on favorable condi- 
tions and circumstances. 

6. Greater understanding of how 
our free economy works. 

7. Industrial peace based upon 
the practice of sound human rela- 
tions between employer and em- 
ploye. 

The NAM says that the pur- 


Auto-Lite Sales 
Up 62 Percent 
In First Half 


TOLEDO. — Electric Auto-Lite 
Co. reported consolidated net sales 
of $156,364,441 for the first six 
months of 1955, a 62 percent in- 
crease over net sales of $96,755,282 
for the same period last year. 

Consolidated net earnings through 
June 30 were $6,265,069; last year’s 
earnings for the same period were 
$776,097. 

James P. Falvey, president, said 
the rise reflected a heavy demand 
for Auto-Lite products by the com- 
pany’s original equipment custom- 
ers as Well as a substantial increase 
in replacement business. 

He also reported that the com- 
pany has revised its capital asset 
expenditures budget for 1955 from 
a first quarter estimate of $10,500, 
000 to approximately $13,500,000. 





He said the increase has been 
made “principally because of the 
need for additional facilities to take 
care of new business which is avail- 
able to the company for the 1956 
car year.” 


Calendar 


(Continued from Page 12) 
General 


Sept. 6-17—National Machine Tool Build- 
ers Association Show, Chicago, Ill. 
Sept. 6-17 — Production Engineering Show, 
Navy Pier, Chicago. 
Sept. 6-17—Machine Tool Show, National 
Machine Tool Builders Assn., Interna- 

tional Amphitheater, Chicago. 

Sept. 21-22 — Federation of Automobile 
Dealer Associations of Canada, Sheraton- 
Cadillac Hotel, Detroit, Mich. ‘ 

Sept. 22-24—Automotive Parts Rebuilders 
Association Convention, Fort Shelby Ho- 
tel, Detroit, Mich. 

Sept. 29-30 — National Automobile Trans- 
porters Association Convention, Shera- 
ton-Cadillac Hotel, Detroit, Mich. 

Oct. 6-16—Paris Auto Show, Paris, France. 

Oct. 10-12—8th Annual Convention and 
Show, Truck Body and Equipment Assn., 
Inc., Morrison Hotel, Chicago, Ill 

Oct. 13-17 — American Trucking Assn. 
Roadeo finals, Washington, D. C. 

Oct. 14-15 — Annual convention of the 
Western Engine Rebuilders Association, 
Fairmont Hotel, San Francisco. 

Oct. 17-21 — American Trucking Assn., 
Annual Convention, Hotels Statler and 
Mayflower, Washington, D. C. 

Oct. 19-29 — 40th International Motor 
Show, Earls Court, London, England, 
Oct. 26-28—J0th Annual Technical Con- 
vention, American Society of Body En- 
Rackham Memorial Building, 


gineers, 
Detroit. p 
Oct. 28— Automobile Old Timers 16th 


Anniversary Dinner, Waldorf - Astoria 
Hotel, New York, ; 
Nov. 6-7—Texas Independent Automobile 
Dealers Assn., Inc., Iith Annual Con- 
vention, Shamrock Hotel, Houston, Tex. 
Dec. 4-5— Automotive Affiliated Repre- 
sentatives, Officers Meeting, Sheraton- 

Hotel, Chicago, 

Dec. 6—Automotive Affiliated Represent- 
atives, Board of Directors Meeting, 
Sheraton Hotel, Chicago. : 

Jan. [1-14—American Road Builders’ As- 
sociation’s 4th Annual Convention, 
Municipal Auditorium, Miami Beach, 


Fla. 
Jan, 15-17—Second Annual Auto Trim 
Show, Hotel Statler, New York, N. Y. 
Jan. 23-25—!5th Annual Meeting, Truck- 
Trailer Manufacturers Assn., Edgewater 
Gulf Hotel, Edgewater Park, Miss. 
Feb. 21-22— MEMA, NSPA and MEWA 





National Conventions, San Francisco, 
Calif, 


chasing power theory largely ig- 
nores such factors as prices, 
motives and incentives for spend- 
ing and that the existence of 
“purchasing power” does not en- 
sure that goods will be pur- 
chased. 


Comparing consumer spending 


| and investment spending, the study 


observed that so far as immediate 
effects are concerned there would 
seem to be little reason for pre- 


|ferring one type of spending over 


the other. 


Average Foreman 
Earns $6,241, 
Study Finds 


NEW YORK. — The “typical” 
American production foreman earns 
$6,241 a year, according to a survey 


| of foremen’s compensation released 
| by the 
| Service of the American Manage- 
|Mment Assn. 


Executive Compensation 


The survey, conducted from De- 
cember, 1954, to February, 1955, 
covered 6,500 foremen in more than 
100 companies in various sections 
of the country. From its results 
emerged the following profile of 
the “typical” foreman: 

He is 45 years old and has been 
on his present job eight and a 
half years. He supervises 42 hourly 
workers. Last year his salary was 
raised by 6.3 percent; 66 percent 
received raises in 1954. He may or 
may not have received a bonus in 
addition to his regular salary; 
bonuses were paid last year to 40 
percent of the durable-goods- 
industry foremen included in the 
survey. 

The study, the first on foremen’s 
compensation ever conducted by 
the 21,000-member management ed- 
ucationa] association, covered four 
categories of foreman: The “typi- 
cal” production foreman, the fore- 
man of a major production de- 
partment, the general foreman, and 
the maintenance foreman. 

In durable-goods industries the 
average major-department foreman 
earns $7,416 a year; the average 
general foreman, $8,479 a year; and 
the average maintenance foreman, 


$6,822. 
Last Mile 


1942 DeSoto Returns 
Home to ‘Die’ 

DETROIT. — A 1942 DeSoto car 
returned to “life” in Roy, Utah, to 
clock its last mile in its birthplace 
and to “die” in a boneyard after 
172,700 miles. Its driver went home 
in a new 1955 DeSoto. 

Nine months ago, Glen W. Bry- 
son, an auto mechanic in Roy, 
stripped the 1942 auto of usable 
parts and put it on blocks in his 
back yard. The car had swallowed 
up 171,000 miles and Glen thought 
it had seen its day. 

However, his father, Merlon Bry- 
son, decided two weeks ago to drive 
east for a factory pickup of his 
1955 DeSoto. Since three others of 
the family wanted to go and there 
was no car, they turned to the dis- 
card. 

They bought four tires and a 
used back seat and reassembled 
the 1942. They said the starter 
turned the engine over and it 
coughed back to life and ran 
smoothly on the 1,700-mile trip. 

The Brysons claimed the old car 
averaged 18.5.miles to the gallon of 
gasoline and held a steady pace of 
about 35 miles per hour on its last 
trip. 





S. C. Car Registrations 
Up 36,000 in Year 

COLUMBIA, S. C. — Automobile 
registrations in South Carolina in- 
creased by 36,000 to 561,555 during 
the fiscal year ended June 30, ac- 
cording to the State Highway De- 
partment. 

A department spokesman said 
that trucks, buses, motorcycles and 
motor bikes that require license 
tags numbered 708,385 June 30, 
compared with 667,786 a year ago. 


¢ 
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High-priced cars-39% 
of all the people (15 years or older) in households owning 
high priced cars, in New York City and suburbs 


are News readers- 


The 4,780,000 News readers buy the most, and the 

best of everything! You can now find out how much 
market every New York City newspaper has—from the 
most significant market-media study ever available .. . 


Profile of the millions 
... W. R. Simmons & Associates Research, Inc. made 
the 10,349 personal interviews on which it is based. 

For the present, shown only in visual presentation, 


by appointment. Inquire any New York News office. 


(Copyright 1955 by News Syndicate Co., Inc.) 
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Mascara buyers- 38 I 


of the women living in New York City & 
suburbs using mascara in the past month 


are News readers-— 


The Daily News audience, which includes 2,290,000 
women, owns most of the automobiles, homes, stocks 
and bonds, has most incomes, jobs, and charge 
accounts, buys most groceries and toiletries. 

You can learn greater New York’s buying habits in 


Profile of the millions 


See the visual summary being shown to advertisers 
and agencies. Inquire any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 


“sens emanenensucuce®’ 
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Seana eueannacee? 


of the women in New York City & suburbs 
who served frozen vegetables in the last month 


are News readers- 


Women readers of the Daily News total 2,290,000! 
... are the majority customers for bread, cereals, 
coffee, tea, soft drinks, ice cream, canned & frozen 
meats, detergents . . . as you’ll find out from the 
most authoritative study ever made of New York 
newspaper readers and their market influence . . . 


Profile of the milli 
e of the millions 
Shown in visual presentation, by appointment 


only. Don’t miss! Ask any New York News office. 
(Copyright 1955 by News Syndicate Co., Inc.) 
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Nash Authority at 9— 


Roy Abernethy, Nash sales vice-presi- 
dent, talks cars with Joseph Neil Stebbins 
jr., 9, a youthful authority on Nash cars. 
Joseph, who plans to become an auto 
stylist, displayed so much knowledge of 
Nash styling and engineering that he was 
invited to address a Los Angeles meeting 
of company executives. With him is his 
mother, of Encino, Calif. 


Ford Spells 





DEARBORN. — Ford Motor Co. 
has released a progress report on 
its $2,325,000,000 expansion and 
modernization program commenced 
at the end of World War II. 


Ford said the key part of the 
plan was the establishment of six 
vehicle divisions — Ford, Mercury, 
Lincoln, Tractor and Implement, 
Continental and Special Products— 
and provision of modern engineer- 
ing and manufacturing facilities 
for each. 

These are all, the company said, 
either in the construction or 
blueprint stage. 

Completed projects include 16 
new manufacturing plants, 10 as- 
sembly plants, seven engineering 
buildings and enlargement or mod- 
ernization of 22 other plants. 

Future plans include three new 
Dearborn office buildings; two 
vehicle-testing grounds—near De- 
troit and Kingman, Ariz.—totaling 
8,000 acres; three engineering build- 
ings; a chassis parts plant near 


Auglaize Dealers Elect 


Parker President 


WAPAKONETA, O. — Robert 
Parker, of St. Marys, has been 
elected president of the Auglaize 
County Automobile Dealers Assn. 

Other officers are Harold Ruly, 
Minister, vice-president; Julius 
Eschmeyer, New Knoxville, secre- 
tary; Herbert Schmiesing, Minister, 
assistant secretary, and Bernis 
Parker, St. Marys, treasurer. 





Details of 6-Division, $2,325,000,000 Expansion 
Made Public by Company 


Current Prices on New Cars 





The following advertised - delivered 
prices include the retail list price sug- 
gested by the factory, provisions for 
Federal taxes, and suggested delivery 
and handling charges. They do not cover 
transportation costs, state and local 
taxes, “leet a i an or other 
charges be passed on 


may to the 

retail oper. 
BUICK—Special — 4-dr. sed., $2,291.32; 
2-dr. sed., $2,232.88; hardtop cpe., $2,- 
332.43; 4- ar, hardtop, $2,409; conv., §2,- 


590.17; 4-dr. stat. wag., $2,974. Century-— 


4-dr. ‘sed., $2,548.17; hardtop cpe., $2,- 
600.56; 4- ar. hardtop, $2,733; conv., $2,- 
991; 4-dr. stat. wag., $3,175. Super—4-dr. 
sed., $2,876.17; hardtop cpe., $2,830.56; 
conv., $3,224.59. Roadmaster—-4- dr. sed., 
$3,349.36; hardtop cpe., $3,453.05; conv., 
$3,551.56. (Dynatiow standard on Road- 
master, optional at $192.50 on other 
models. ) - 


CADILLAC—Series 62-—4-dr. sed., 


976.70; cl. cpe., $3,881.77; hardtop cpe., 
$4,305.01; conv., $4,448.31. Series 60 Spe- 
clal—4-dr. sed., $4,728.32. Series 75—8- 


lim., $6,402.17, El- 


pass. sed., $6,186.78; 
(Hydra-Matic 


dorado — Conv., $6,285.96. 
standard. ) 

CHEVROLET — (Prices are for 6 - cyl. 
models; for V-8, add $99.)—One-Fifty—4- 
dr. sed., $1,728; 2-dr. sed., $1,685; utility 
sed., $1, ‘593: 2-dr. stat. wag., $2, 030. Two- 
Ten—4-dr. sed., $1,819; 2-dr. sed., $1,775; 
cl. cpe., $1,835; hardtop cpe., $1, 959; 2-dr. 
stat. wag., $2,079; 4-dr. stat. wag., $2,127. 
Bel Air—4-dr. sed., $1,932; 2-dr. sed., $1,- 
888; hardtop cpe., ‘$2, 067; conv., $2,206; 4- 
dr. stat. wag., $2, 262; Nomad 2-dr. stat. 
wag., $2,472. Corvette—6-cyl. conv., §2,- 


Out Growth 






Detroit; a manufacturing plant near 
Sandusky, O.; an engine plant near 
Lima, O.; a second automatic trans- 
m‘ssion plant in the Cincinnati 
(O.) area; a new glass plant near 
Nashville, Tenn.; a new Mercury 
assembly plant near Los Angeles, 
and a stamping plant near Chicago. 

The full program embraces 33 
new manufacturing and assembly 
plants, 20 parts depots and 19 
major engineering, research and 
office buildings. 

Ford said it also has liquidated 
many properties not directly re- 
lated to vehicle production. These 
include small plants, plant sites, 
dwellings, stores, an inn, a golf 
course as well as timber, rubber, 
farm, commercial, industrial and 
residential lands throughout the 
world. 


The firm said it is nearing the! 


end of an improvement program 
which has substantially increased 
its ingot steel capacity by modern- 


izing existing facilities in the Dear-. 


born Rouge plant. 


A new ship--the S.S. William 
Clay Ford — added 19,000 gross 
tons of ore-carrying capacity to 
the company’s ore supply system 
in August, 1953. 


Ford said that—of all the mod- 
ernization projects—the one build- 
ing that most Americans visit is 
the Ford Rotunda here. It was 
reopened June 16, 1953, Ford’s 50th 
anniversary date, and approxi- 
mately three million have visited 
it since then. 


799; V-8 comv., (Powerglide op- 
tional at $178.35.) 

CHRYSLER—Windsor Deluxe—4-dr. sed., 
$2,660.25; Nassau hardtop cpe., $2,703.25; 
Newport hardtop cpe., $2,818.25; conv., 
$3,000.25; 4-dr. stat. — $3,332.25. New 
Yorker Deluxe—4-dr. $3,494.25; New- 
port hardtop cpe., $5,682" 25; St. Regis 
hardtop cpe., $3,689.75; conv., $3,924.25; 
4-dr. stat. wag., Pre 300—Hardtop cpe.. 
$4,110.25. (PowerFlite standard on New 
Yorker Deluxe and 300, optional at $189 
on Windsor Deluxe.) 

DeSOTO—Firedome—4-dr. sed., $2,497.- 
75; special hardtop cpe., $2,540.75; Sports- 
man hardtop cpe., $2,653.75; conv., §$2,- 
823.75; 4-dr. stat. wag., $3,170.25. Fire- 
Flite — 4-dr. sed., $2,726.75; Sportsman 
hardtop cpe., $2,938.75; conv., $3,150.75. 
(PowerFlite optional at $189.) 


DODGE—Coronet 6—4-dr sed., $2,092.75; 
2-dr. sed., $2,013; 2-dr. 2-seat stat. wag., 
$2,348.75; 4-dr. 2-seat stat. wag., $2,462.75; 
4-dr. 3-seat stat. wag., $2,565. Ceronet V-8 
—4-dr. sed., $2,196; 2-dr. sed., $2,124; 
hardtop cpe., $2,281; 2-dr. 2-seat stat. 
wag., $2,452; 4-dr. 2-seat stat. wag., $2,- 
566; 4-dr. 3-seat stat. wag., $2,668.25. 
Royal V-8 —4-dr. sed., $2,310; hardtop 
cpe., $2,395; 4-dr. 2-seat stat. wag., $2,- 
658.75; 4-dr. 3-seat stat. wag., $2,760.75. 
Custom Royal V-8—4-dr, sed., $2,472.50; 
Lancer 4-dr. sed., $2,515.50; hardtop cpe., 
$2,542.50; conv., $2,748. (PowerFlite op- 
tional at $178.30.) 


FORD—(Prices are for 6-cyl. 


$2,934. 


models; 


for V-8, add $99.98) — Mainline — 4-dr. 
sed., $1,753.24; 2-dr. sed., $1,707.02; bus. 
sed., $1,605.97. Customline — 4-dr. sed., 


$1,844.66; 2-dr. sed., $1,800.55. Fairlane— 
4-dr. sed., $1,959.77; 2-dr. sed., $1,913.57; 
Victoria hardtop, $2,094. 76; Crown Victoria 
cl, cpe., $2,202.04; Crown Victoria glass- 
top, $2,271.53; conv., $2,224.09. Station 
Wagons—2-dr. 2-seat Ranch Wagon, §$2,- 
043.07; 2-dr. 2-seat Custom Ranch Wagon, 
$2,108.64; 4-dr. 2-seat Country Sedan, §$2,- 


156.14; 4-dr. 3-seat County Sedan, §2,- 
287.32; 4-dr. 3-seat Country Squire, $2,- 
391.59. Thunderbird — Hardtop, $2,944; 


conv., $3,019.30; combination hardtop-conv., 
$3,234.30. (Fordomatic optional at $178.20 
= conventional models, $215 on Thunder- 
ird.) 


HUDSON — Super Wasp 6 —4-dr. sed., 
$2,290. Custom Wasp 6 — 4-dr. sed., $2,- 


460; 2-dr. hardtop, $2,570. Super Hornet 6! 


—4-dr. sed., $2,565. Custom Hornet 6—4-dr. 


sed., $2,76U; 2-dr. hardtop, $2,880. Super 
Hornet V-8 —4- dr. sed., $2,425. Custum 
Hornet V-8—4-dr. sed., $3,015; 2-dr. hard- 
top, $3,145. (Hydra-Matic optional on sixes 
at $178.85, Ultramatic on V-8s at $199.) 

IMPERIAL—Custom—4-dr. sed., $4,483.- 
25; hardtop cpe., $4,719.75. Crown—S8-pass. 
sed., $6,972.50; lim., $7,094.75. (Power- 
Flite standard.) 


KAISER—Manhattan—4-dr. sed., $2,670. 
Darrin 161—Conv., $3,688. (Hydra-Matic 
optional at $178.20 on Manhattan; not 
available on Darrin 161, which carries 
overdrive as standard equipment.) 


LINCOLN — Custom—4-dr. sed., $3,563; 


hardtop cpe., $3,666. Capri 5S Custom 
—4-dr. sed., $3,752; hardtop cpe., $3,910; 


top, $3,075.53. Packard — 4-dr. sed., $,- 
040.32; 2-dr. hardtop, $4,080.32; conv., 
$5,932.32. (Ultramatic standard on Pac<- 
ard series, $199 extra on other models.) 


PLYMOUTH—Piaza 6 — 4-dr. sed., $1,- 
780.50; 2-dr. sed., $1,737.50; bus. cpe., $1,-. 
638.50; 2-dr. 2-seat stat. wag., $2,076.50; 
4-dr. 2-seat stat. wag., $2,158.25. Plaza V-8 
—4-dr. sed., $1,884; 2-dr. sed., $1,841; 2- 
dr. 2-seat stat. wag., $2,180; 4-dr. 2-seat 
stat. wag., $2,261.75. Savey 6—4-dr. sec., 
$1,879.50; 2-dr. sed., $1,836.50. Savoy V-8 
—4-dr. sed., $1,983; 2-dr. sed., $1,940. 
Belvedere 6 — 4-dr. sed., $1,978.50; 2-dr. 
sed., $1,925.50; hardtop cpe., $2,113; 4-dr. 
2-seat stat. wag., $2.321.75. Belvedere V-8 
—4-dr. sed.. $2,082; 2-dr., sed., $2,039; 
hardtop cpe., $2,216.50; conv., $2,351; 4-dr. 
2-seat stat. wag., $2,425. (PowerFlite op- 
tional at $178.30.) 

PONTIAC — Chieftain 860 — 4-dr. sed., 
$2,163.62; 2-dr. sed., $2,105.45; 2-dr. stat. 
wag., $2,434; 4-dr. stat. wag., $2,513. 

870 —4-dr. sed., $2,267.51; 2-dr. 


sed., $2,209.32; Catalina, $2,334.99; 4-dr. 


conv., $4,071.50. (Turbo-Drive standard.) stat. wag., $2,603. Star Chief Detaxe — 
MERCURY — Custom — 4-dr. sed., $2,-| 4-dr. sed., $2,362; conv., $2,691. Star Chief 
276.50; 2-dr. sed., $2,217.50; sport cpe., | Custom—4-dr. sed., $2,455; Catalina, $2,- 
$2,341; stat. wag., $2,685.50. Monterey —| 499; Safari 2-dr. stat. wag., = 962. (Hy- 
a sed., Tsasee eee: a ae dra-Matic optional at $178.35 
stat. wag., $2,843.50. Montclair—4-dr. - RAM j 
$2,685; hardtop cpe., $2,631; Sun Valley| 9 4) 17 711 ieee -dr. nd i 
glasstop, $2,711.50; conv., $2,712. (Mere- 798; 2-dr. sed., $1, 683; 2- rh stat. "wag. 


O-Matic optional $189.45.) 


METROPOLITAN Hardtop, $1,445; 
conv., $1,469 (both prices at coastal ports 
of entry). 

NASH—Statesman Super 6—4-dr. sed., 
$2,215. Statesman Custom 6—4-dr. sed., 
$2,385; 2-dr. hardtop $2,495. Ambassador 
Super 6—§2,480. Ambassador Custom 6— 
4-dr. sed., $2,675; 2-dr. hardtop, $2,795. 
Ambassador Super V-8—4-dr. sed., $2,775. 
Ambassador Custom V-8—4-dr. sed., $2,- 
965; 2-dr. hardtop, $3,095. Nash-Healey— 
2-dr. hardtop, $5.128.05 at coastal ports. 
(Hydra-Matic optional on sixes at $178.85, 
Ultramatic on V-8s at $199; automatic 
transmission not available on Nash-Healey, 
which is equipped with overdrive.) 


OLDSMOBILE — Series 88 — 4-dr. 
$2,362.09; 2-dr. sed., $2,296.62; hardtop 
epe., $2,474; 4-dr. hardtop, $2,546. Super 
88—4-dr. sed., $2,502.71; 2-dr. sed., $2,- 
436.25; hardtop cpe.. $2.714.39; 4-dr. hard- 
top, $2,788; conv., $2,893.59. Series 98—4- 
dr. sed., $2,832.82; hardtop cpe., $3,068.75; 
4-dr. hardtop, $3.140; conv., $3,275.84. 
(Hydra-Matic optional at $178.35.) 

PACKARD — Clipper Deluxe—4-dr. sed., 
$2,585.53. Clipper Super —4-dr. sed., $2,- 
685.53; 2-dr. hardtop. $2,775.53. Clipper 
Custom—4-dr. sed., $2,925.53; 2-dr. hard- 


sed., 


$1, 869. Custom—4-dr. sed. » $1,989; hard- 
top, $1,995; 4-dr. stat. wag., $2,098. (Hy- 
dra-Matic optional at $178.85.) 

STUDEBAKER—Chanppion Custom — 4- 
dr, sed., $1,783.24; 2-dr. sed., $1,741.02. 
Champion Deluxe—4-dr. sed., $1,885.16; 2- 
dr. sed., $1,840.55; 5-pass. cpe., $1,874.50; 
stat. wag., $2,140.64. Regal 
— 4-dr. sed., $1,993.27; 5-pass. cpe., $1,- 
974.50; hardtop cpe., $2,128.76; stat. wag., 
$2,311. ‘59. Commander Custom—4-dr. sed., 
$1,918.72; 2-dr. sed., $1,873. Commander 
Deluxe—4-dr. sed., $2,013.63; 2-dr. sed., 
$1,969.03; 5-pass. cpe., $1,989; stat. wag., 
$2,274.12. Commander Regal — 4-dr. sed., 
$2,127.25; 5-pass. cpe., $2,094; 
cpe., $2,282.24; stat. wag., $2,445.07. 
President Deluxe — 4-dr. sed., $2,310.50. 
President State — 4-dr. sed., $2,380.50; 5- 
pass. cpe., $2,269.50; hardtop cpe., §2,- 
455.50; Speedster hardtop cpe. with over- 
drive, $3,371.04; Speedster hardtop cpe. 
with Automatic Drive, $3,479.29. (Auto- 
matic Drive optional at $216 on Champion 
yo at $226.50 on Commander and Presi- 
ent.) 


WILLYS—Custom—2-dr. sed., $1,663.11; 
4-dr. sed., $1,725. Bermuda—Hardtop, §$1,- 
795. Station Wagon — 2-wheel-drive, $1,- 
997.32. (Hydra-Matic optional at $178.55.) 


hardtop 


New Commercial Car Registrations, 
32 States for June, 1955-1954 






Truck registrations by states 
are released here weekly, as 
compiled by R. L. Polk repre- 
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sentatives in state capitals. 
24 States Previously a 10610} . 2051 2918 333 396 892 
| _ Reported for June 9 10814} 1761 2119 oss 262 | _-233 642 RR aes 
| Colorado 7 | 442 4 70 7” 145) 90 ‘| WH QI 107 Rin es 1184 
are 54| 292 2 47 227, 78) 85 2 ; 10 | 6! a 
Florida *55| 1009} H 152 705 235, «163 65 13 41| 69 Z| i. ad 
i < Sl 687) 107 | _—-858} 149 131 24 ie ie cS. ek 22 a9 
lowa ‘55 | 563 , Be 105 410 110 221 ae ee, 17 s| S| 2 1469 
at a 54] 662 87 645 80 182 3 | 24 3 Ls 703 
Maine *55/ | 196| 7 4 28) «124, ~—Ss«73 2 30 | 8 H 33 5 556 
eee 7 "54| 227} I 38 299 64 50 6 12 : 13 2 717 
; Michigan ‘55 | 1441 23 331 1048 | 231 | 42 oa 24 | al 3 33 3660 
Re re a” Se = = ‘54| | 1533 13 256 1637 256 207 9 6 32 18 33 __ 4029 
New Mexico ‘55 | aH ot 64 170 89 72 7 "| 10 Ee 37: Zz 777 
"54| 208 25; 185 65 46 4 10 17 3 568 
Ohio ‘55 | 1389 is i} 340) 1038 336 4a4 62 16 40 102 68 71 3924 
| = 7 ‘54 : 1123 10 270; 1308 182 304 27 24 33 56 24 10 3373 
| Rhode Island ‘55 71 H 23 55 3 40 "| | | 4| 1 247 
z ‘54 | ‘aan 5 18 112 10 24 4 6 5 256 
32 States Reported ‘55 | ise10 187 3166| 11157 4304 4548 547 4 581 621 1302 371| 4301! 
To Date for June ‘54 mn 15610 il 2609; 14976 ans 3682 341 498 352| «85k 858) 232| 42382 
Year *55) 121355 1592 | 29125| 127156 46693 4488 1207 5364) 5999) 11762) 3215] 387119 
To Date "54| 28 136534 1292| 28659| 128353 oes 38337 2775 1098 5155 5494 6411 2464| 390043 
“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
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20 States Coviousty b> 1519| 2468] 3987) 3348; 2563; 5296; 14226) 25433) 29742) 700| 7477| 37919; 14733; 2342| 36322| 12501; 11058) 76956) it| 127| 138] 1197] 2199] 3396] 760| 148589 
Reported for June ‘b4} 1009} 1893) 2902; — 1872; = 1448) = 3181; = 9791) ~=16292| 37785 838; 5688) 44311) 11656; 2392) 934718; 9914) 7157; 65837) 169) 399| 568} 709| 1726) ~—-2435) 640, 132985 
Arizona “55 49 114 163 127 8! 216 | 916 1250) 23) 254| = 1527) 599 | 105 1344 325) 361 2734 | 6 6 54 75 129 51| 5526 
"54 15 52 67 27 19 61 185 292) 827) 24| 128) 979| 230 59 702 201 | 103 1295 5 7\ 12 17 34 51 10} 2706 

Colorado "55 | 34 i 145 134 8! 221 410 846 1171} 25) 291 1487) 428| 103 1437; 425) 367) 2810 | 3 5 42 il Fs | 5446 
‘S4| 20 73 93 70 41] 132 244 487 1093 4! 238} 1372) 306 | 84; 1258 252| 273 2173 5 35) 40 22| Ss 83}  —s_-3|_—s« 4251 

Florida *55| = 100 144 244 328 216 524 1258| 2326) 359% 97 927| 4620| 1354 331 4725 1255; 1218 8883 | 21 21 % 218) 314 164) 16572 
'54| 4\ 176 217 169 115 249| 761 1294| 3654 149 696} 4499) 1023) 294 3627 | 921) 671; —_6536| 15 103 118 50 210 260 90; 13014 

Maine *55/ 45 | Wg 51 67 137 38! 636 604 19 126 749) 243 36| « 754) 157) 220 1410 | 6 ;| 21 52 73 24| 3017 
‘54 4\ 58 99 51 5! 124 308 534 883 27 139 1049 279| 42) 924 211} 249 1705 7 36 43 24 70 94 14} 3538 

Maryland ‘55! | 114 172 190 248 414 1281 2133| 2356 al P| 2885 942 136; 2683 787 715 5263 | 5 | 90 166; 256/| 51 | 10765 
| — 38 119 157 129 106 249 824 1308} 3039 60 3499 783) 121 2448 525 44) 4318 9 33 42} - SOj 166] 216] 36} 9576 

Michigan ‘55| 221 ba 7s 850 777 1909; 4217! + 7753) 10113 227) sale 13150! 5527) 687; 11351 3424, 3433) 24422 | 20 20 ml 352 os 85| 46864 
re ‘S4| (237 542 779 483 340 774| 2369) 3966] 14286 261| 1937) 16484! 4479| 1304) 10958 3426} 2312) 22479 34 74 108 209 333 542 45| 44403 

Minnesota ‘55! 98| 179 277 257 180 428) | 1794| 2669 29 ‘aol 3166; 1076 205; 2810 1120 732 5943 | 3| 3 91 2i1 302 16) 11501 
ats 54] 110} 183 273 176 138 238| 770 1322| 4188 53 410} 4651 1002 218} 4082 1062 569 6933 12 30 42 67 151 218 6} 13445 

New Jersey 55 159) +~=«332 491 719 567 927; +2361 4574; 4301 107 1228; 5636) 2770) 584, 4475; 2040| 1379) 11248 I | 12 13 248 313 561! 196| 22719 
54) = 168 295 463 556 324 553 1891 3324; 5255 133 1500} 6888 1783 475 4411} 1500) 1372 9541 33 91 124 143 315 458 | 110} 20908 

New Mexico *55| a 35 33 60 % §| 207 402 539 26) 148) 713 272) 4 759 | 216! 237 1530 | 1| | 30 37 67) 8| 2760 
‘54 i 27) 42 17 53 129} 241 629) 22| 93) 744 186! 38} 558 146| 118 1046 2) 9 i 9} 29 38! 4) 2122 

Rhode Island | 4&2 % 138 96 | 63 127| 35 691 574 13 109 6% 283 | 62 666 260| 210; = 148! i 2 3 38| e 125) 35| - 3169 
2 i 54) 26 86 112 39} 34 63} 288 424 922 19 "5 1056) 243 49 565 198} 144 1199 3 10 13 13 56 69} 22| 2895 
Washington *55| ial 274 347 mI 19| 410) 714 1518 1733 46) 395| 2174) 879) 105; 2225) 665) 700| 4574) 2 13 15 Sal 193 282 142| 9052 
‘S4] 46 177 223 77 79 182| 456 794 1949 42! 268| 2259 505| 88 1611 | 474| 318 2996! i 20 3! 139 189 561 6548 

31 States Reported "55 | wat 4470| 6872! 6374) 5069) 10698) 2688! orn sal 1354| 14720) 74722) 29106 4742| 69601; 23175! 20630) 147254) 219! 234| 2328; 3996) 6324) 1552| 285980 
To Date for June 54! 1762 366! 5423} 369! 2712| 5859| 18016] 30278] 74510 1669} 11612) 87791| 22475 5164] 65862) 18830) 13727] 126058] 305 847) ‘1152 1363] 3290] 4653) ~—:1036| 25639! 
Net Adjustment ‘55 —4| —2| —6| —13| sant! —17| nn —9l| inte i. —43| —129| —104; —47| —379| —281| +20) —791| | —1| =—1| —9| —-6| IS) —2| —1035 
Y *55| 21167] 41094) 62261| 7659! 131666 571979 13632| 156885) 830001| 340807; 67012! 662633) 259675] 236382| 1566509! 733| 4003) 4736) 23772) 47690! 71462| 18529|3125477 
To Date. ‘S4| 15135] 38484| 53619) 50456 70125 9008 348898 $2317 17662| 136096| 766075| 229311! 47241] 611686] 169721| 161232|1219191| 4208 8633) 12841) 20935) 43088) 64023) 11825|/2476472 
“The info: tion contained in this report has been compiled omy on state documents. Every reason- received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
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Mekers to Stress New Features... 


Dealers Find Public 
Apathetic on Safety 


(Continued from Page 2) 


hasn’t had a single inquiry about 
seat belts. 

“If any buyer wants a belt,” he 
added, “I can always get one from 
an outside supplier.” 

Taking a different position, a 
Ford dealer said he had received 
numerous requests for seat belts 
and that people would use them 
if they had them. 


a eo * 
E CONTINUED, “We're selling 
a few belts now—as fast as we 
get them. I think people are much 
more safety conscious.” 

Another Chevrolet dealer said 
that several of his customers had 
told him that they could have 
avoided personal injury accidents 
if they had had seat belts. How- 
ever, other buyers have disagreed. 

He asser ted, “Personally, I 
think they’re good and I would 
favor the introduction of seat 
belts on General Motors cars as 
optional equipment. If they were 
standard equipment, it would just 
be something else you’d have to 
give away. 

“A friend at thesGM proving 

ground tells me that they’ve had 
very favorable results with seat 
belts and I wouldn’t be surprised 
if GM came out with a belt before 
long. 
“What I'd like to see is some- 
thing that would prevent our car 
from starting while it’s in gear. 
But there’s no question about it, 
there’s much more thinking about 
safety these days, particularly in 
the larger cities.” | 


ea 
eS to a Dodge-Plym- 
outh dealer, people are becom- 
ing more safety conscious, although 
there has not been a great deal of 
reaction to the recently offered 
belts. 

“I think,” he stated, “We'll get 
a lot more reaction when the 
factory gives us some belts we 
can exhibit in our showroom.” 

Asked if he thought the average 
rider would use a seat belt, this 
dealer declared, “I think it’s going 
to get to the point where the driver 
will insist on his passengers fas- 
tening their belts before he starts. 
Each driver will be the captain of 
his own ship, so to speak.” 

He said other safety devices were 
needed just as badly as belts, such 
as some way of keeping the body 
structure from collapsing in a 
wreck, a secondary bolt to keep 
the doors from flying open and 
much better brakes for the high- 
speed and high-powered cars of 
today. 


* = * 
E EXPLAINED, 


manager declared, “The buying 
public is not safety - conscious 
today. It’s nickel-dime conscious. 
To sell Americans, you need 
something big and cheap — not 
safe. 

“If people were really safety- 
conscious, they wouldn’t drive over 
30 miles an hour. 

“I don’t think most people will 
pay more than $10 for the whole 
set. We have the belts on hand 
and we’ve sold a few but most of 
these people don’t even use them. 

ca . 


HE ADDED that if the public 
demanded a safe car, the manu- 
facturers would be compelled to 
produce it. 

“If people were safety conscious,” 
he declared, “they wouldn’t make 
a big seller out of a car that has 
two 155 millimeter bullets project- 
ing from its front end, instead of 
a bumper.” 

Another dealer said, “To make 
the public safety - conscious, 
you’ve got to start with the kids. 
A guy who reaches the age of 50 
usually feels that he got along 
that long without seat belts, so 
why should he suddenly make 
any major changes.” 

In keeping with this thinking, 
he said that next year he was go- 


ing to put seat belts on the car he 
gives the neighborhood school for 
its driver training program. 

This dealer said that his manu- 
facturer has been advertising 
safety-rim wheels and extra-safe 
rotary door latches for some time, 
but that he wasn’t aware of ever 
having sold a car because of these 
features. 

- * 

E ADDED that motorists easily 

could make their cars much 
safer by removing the first aid 
kits, cameras and other heavy 
paraphernalia from the package 
shelf below the rear windows of 
their cars. He said these items be- 
come lethal projectiles when the 
car is suddenly stopped. 

The dealers listed the follow- 
ing safety features as among 
those most desired: Break-away 
steering wheels, safer dash 
boards, a door lock that would 
prevent children from falling out 
the back door of four-door se- 
dans and seats that were more 
securely bolted to the floor. 


One dealer said that a major au- 
tomotive supplier is coming out 
soon with a radical but simple seat 
belt. He said the device would con- 
sist of a strong belt and a hook on 
each door. When the belt is con- 
nected to the hooks, it serves the 
dual purpose of keeping the pas- 
sengers in their seats and holding 
the doors shut. 

Summing up the attitude of most 
of the auto retailers interviewed, 
one salesman asserted, “If Ameri- 
cans were really safety - minded, 
there wouldn’t be the increasing 
demand for the hardtop models 
which, except for convertibles, are 
the most dangerous models of all.” 





Taxes, Heat Add to Woes... 





Chicago Dealers in Tizzy 


CHICAGO. — As if they didn’t|95 and 100 degrees, guaranteed to 


have enough troubles, this is what 
Chicago dealers face during Au- 
gust: 

1. A continuation of the July heat 
wave with temperatures, between 





Small Business 
Hits FTC Laxity; 
Asks for Probe 


} 


| ger, vice-president of the National 
Federation of Independent Busi- 
ness, has called on Congress to 
make a complete investigation of 
the Federal Trade Commission. 
In letters to Senator John Spark- 
man, Alabama Democrat and chair- 
man of the Senate Small Business 
Committee, and Senator Edward 
Thye, Minnesota Republican and 
ranking minority member of the 
committee, Burger said the probe 


“The brakes |W&s necessary because of the lax- 


on the modern cars have got|mess of the FTC in its enforce- 


to be changed. Today’s heavier 
cars can burn out their brakes in 
short order at high speeds. 

“The press has helped consider- 
ably in making the public safety- 
conscious. But they must keep up 
the pressure with pictures and 
stories of accidents.” 

A Chrysler - Plymouth sales 
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$29.75 
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and Lot with Live 
Prospects? 


United States and Canada are 
now using our “Profit Sharing 
Bird Dog Plan" to increase Sales. 


Write or Wire for Free 


Samples and 
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SANZO SPECIALTIES 


Box 68-A Endicott, N. Y. 


ment of antitrust laws during the 
last decade. 

Burger’s action was instigated 
through a recommendation by Sen- 
ator John F. Kennedy, Massachu- 
setts Democrat and a member of 
the Small Business Committee. 

In the letter to Sparkman and 
Thye, Burger said that charges of 
alleged violations of the antitrust 
laws had been filed against three 
large firms in major industry “in 
1945 and 1948 and there still has 
been no conclusive action by the 
commission. 

He added, “We also come to the 
conclusion that there was never 
any intention on the part of the 
Federal Trade Commission to 
vigorously enforce the Robinson- 
Patman Act.” 


Stockholders ‘Vote 


More Than 3,000 Dealers in the || For Steel Merger 


GALION, O. — Stockholders of 
Hercules Steel Products Corp. and 
Central Ohio Steel Products Co. 
have approved the proposed mer- 


ger of the two firms, to become, 


effective Aug. 31. 


The new company will be known 
as Hercules Galion Products, Inc. 
A five-cent dividend was _ voted. 
Hercules stockholders, who retain 
their present shares, and Central 
Ohio stockholders, who will re- 
ceive two Hercules Galion shares 
for each of their present holdings, 
will be paid the dividend. 


| WASHINGTON.—George J. Bur- | 


discourage interest in buying cars. 
2. The advent of the Illinois 
Use Tax, under which the dealer 
must give the customer a receipt 
to be forwarded to the Secretary 
of State along with the applica- 
tion for a certificate of title. 
| 3. The application of the new 
| city tax which, combined with the 
new state tax, costs the customer 
| three cents on every dollar. 

And though the dealers are busy 
collecting all sorts of taxes, they 
must pay an occupation tax for the 
privilege of doing business. 

No wonder one dazed dealer was 
overheard softly singing “Oh, it’s a 
long, long time from May to De- 
cember.” 


Ford Bids $1,125 
On Six-Cylinder 
4-Doors for N.C. 


RALEIGH, N. C. — The State 
Division of Purchase and Con- 
tract has announced that Sanders 
Motor Co. (Ford), Raleigh, has bid 
$1,125.62 on four-door customline 
sedans with six-cylinder engines 
jand $1,202.35 for the same models 
powered with V-8s. 

Sanders bid $1,253.73 for the 
Ford Ranch Wagon and $1,334.13 
for the Country Sedan, the state 
agency said. 

Chevrolet offered four-door 210 
sedans at $1,194.83 less $25 for 
payment in 30 days, for six cylin- 


ders and $69.92 extra for V-8s. 


Chevrolet also bid at prices rang- 
ing from $1,317.89 to $1,629.49, less 
the $25 discount, on five models 
|of station wagons. 

The state said it intended to 
buy from 100 to 200 sedans and at 
least 13 station wagons. 


|W. Palm Beach Dealers 


Name New Officers 


WEST PALM BEACH, Fla. — 
Charles W. Schooley (Cadillac) 
has been elected president of West 
Palm Beach Dealers Assn. 

Other officers include Bruce W. 
Strong (Chrysler - Plymouth), vice- 
president, and Fred O. Dickinson 
jr., executive secretary and treas- 
urer. Executive committee mem- 
bers are Sam O. Smith jr. (Dodge- 
Plymouth) and Douglas Stewart 
(Pontiac). 








41 


Fire Strikes Ashworth 


HENDERSON, N. C. — A fire|did damage running into the thou- 
which swept through a large por-|sands of dollars. Included in the 
tion of the new plant of Ashworth | loss was $20,000 worth of parts and 
Motor Co. (Chrysler - Plymouth), | accessories. 


HARD-TOP 
your 


CORVETTE 






WEATHERPROOF HARD-TOP designed exclusively for Chevrolet 


Corvette. Adds style and distinction. Light, strong fiberglass-plastic. 
Highest quality custom finished with stainless and chrome trim. 
Large wrap-around rear window. Easy to install and remove. (A 
woman can do it in 60 seconds.) Clamps tight, rides noiselessly. 
Available in all colors. Only $225. f.o.b. Also manufacturer of 
plastic tops for Austin-Healey, MG, and Jaguar. Dealerships available. 
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Sidestep Comment on Monroney Hearings . . . 
Factories Optimistic on Cleanup 


(Continued from Page 1) 
or simply a means of keeping 
their own inventories in check. 
These transfers are, with some 
justification, chalked up by the fac- 
tories as “retail deliveries,” and the 
factories have limited their esti- 
mates of field stocks to data sup- 
plied by franchise holders. 
* 


Gone the glare of the Mon- 
roney spotlight, however, fac- 
tory officials are evidencing aware- 
ness of something they were in a 
position to know all along—that a 
car marked “sold” by factory 
wholesale representatives and 
stamped “sold” again by the dealer 
may not in fact be removed from 
the public market place. 

The problems presented by such 
an arrangement are obvious. The 
factory is prompted to build an- 
other vehicle to replace the one 
classified as sold, which in reality 
reposes with a low-overhead op- 
erator who may be driven to 
desperation tactics in order to 
move it. 

Meantime, manufacturers were 
perturbed over quotes attributed 
to them by an influential Detroit 
newspaper in a story which pic- 
tured the makers as regarding the 
Monroney hearings as a joking 
matter in view of the good busi- 
ness being enjoyed. 


7s article purported to disclose 
that the factories believed the 
industry was being used as a 
“whipping boy” by senators who 
had been goaded into action by 
dealers who couldn’t stand the 
competitive gaff and who objected 
to giving buyers “a little discount.” 
The story was rewritten by a wire 
service for national distribution. 
Company sources said they 
didn’t know whence the quotes 
had come. They said they didn’t 
see anything funny in the Mon- 
roney activities. But they did 
share a bright outlook on sales. 
A General Motors spokesman 
said: “General Motors denies that 
there is any oversupply of GM cars. 
Supplies are normal for this time 
of year, and the auto business as 8 
whole is healthy, competitive and 
wap geet. ee *¢ @ 
yo MOTOR CO. declared: 
“Since the introduction of the 
1955 models, unparalleled demand 
has kept dealer stocks of Ford Mo- 
tor Co. new cars and trucks below 
the balance of the industry. This 
we Amy fe 
Chrysler Corp. t n 
producing cars at peak schedules 
ut the 1955 model year— 
which began in October—to meet 
expanded market conditions. 
“Since the introduction of 1955 
models,” said the corporation, “all 
our car divisions have been report- 
ing record or near-record sales. 
“New-car stocks of our dealers 
are in line with current market 
demands. Also, Chrysler Corp. deal- 
ers have been stocked with addi- 





tional inventories to meet antici- 
pated demand in the near future 
since divisions are now entering a 
period of changeover to new 
models.” 


+ > * 

A CHRYSLER aide recalled that 
in the 1954 cleanup dealers in 
metropolitan areas ran short of 
cars and had to pool available 
units. He said the company didn’t 

want that to happen again. 
Anent dealer mortality, the 
corporation said it was “not 
aware of any serious problem at 

Chrysler.” 

“Quite often,” the corporation 
said, “the turnover rate of dealers 
due to death, retirements and sell- 
ing out may be misinterpreted as 
‘mortality.’ Actually, the industry 
has always experienced a definite 
turnover pattern among dealers 
each year.” 


e s s 

N OFFICIAL of Studebaker- 

Packard Corp. said that S-P 
dealers did not have adequate 
stocks in regard to market poten- 
tial and that customers even had 
to wait for delivery when ordering 
certain models. 

Dealers, he said, are not losing 
money this year. He asserted that 
Packard dealers were doing the 

test used-car business volume 
in their history, with average 
profit up 70 percent over last 
year. 

No cleanup problem is expected 
for either Packard or Studebaker 
dealers, this official said. 

At American Motors Corp. head- 
quarters, Roy Abernethy, Nash 
sales chief, said: 

“Speaking strictly from a Nash 
cc ccc cS Se 


Record July Sales 


Reported by Mercury 


DETROIT.—Sale of 34,949 new 
Mercurys in July set an alltime 
high for the month, Joseph E. 
Bayne, general sales manager, 
said last week. 

Mercury’s July sales were 50 
percent higher than the 23,332 
sold in the same month last year 
and 30 percent above the previous 
July record of 26,758 in 1950, 
Bayne said. Mercury sales set all- 
time record of 235,475 for the first 
seven months of the year. They 
were 20 percent higher than the 
previous mark of 195,005, sold in 
the first seven months of 1950, 
top year in Mercury history. 





point of view, it is difficult for me 
to be concerned over the current 
reports of dealer mortality, loss of 
profits and alleged overproduction 
of automobiles. Quite simply, the 
picture for Nash and its dealers is 
healthy, expanding and profitable. 
* * + 


“Q’°9OMPARING the first six 
months of 1954 with 1955 in 
the matter of Nash dealer mor- 
tality, in 1954 there was a net drop 
of 69 dealers as compared with a 
net increase of 195 dealers in 1955. 
“In the matter of dealer profit, 
1955 shows a better than five 
times increase in dealer returns 
over the same period of 1954. 
“For the period Jan. 1 through 
July 20 in retail sales of Nash 
cars, 1955 shows a 23.6 percent in- 
crease, and during the first 20 days 
of July, 1955, Nash dealers sold 
more cars than they did in the 
whole of the same month of 1954.” 
Abernethy added that “used-car 
sales are holding unusually strong, 
the rate of multiple-car ownership 
is increasing and Nash dealer mo- 
rale is at a high level.” 
” * o 
AID N. K. VanDerzee, Hudson 
sales head: “With the high 
level of the national economy to- 
day and the volume of cars sold, 
I do not believe dealer mortality 
need be a matter of great concern. 


“Of course, the competitive 
situation in the automobile in- 
dustry is keen and profit per 
unit has shrunk, but the overall 
health of the industry and its 
dealers is good. 

“Hudson has consistently showed 
a sales increase during the past six 
months. In fact, retail sales for 
the period Jan 1 through July 20 
were 40.5 percent greater than 
those for the same period in 1954. 


“Dealers are realizing a _ sub- 
stantially larger profit than in 
1954, and as far as dealer mortality 
is concerned, We have more dealers 
today than we had a year ago.” 


Rudolph Modernizes Building 


PHOENIX, Ariz.—Ed Rudolph 
Chevrolet, has completed a $100,000 
modernization program, according 
to Cliff Woddoups, head of the 
firm. 

Rudolph uses 75,000 square feet 
of space for its buildings, used-car 
lots and parts and service depart- 
ments. The firm sold 183 new and 
180 used cars during May. 


AAA Drops Out of Racing; 
Cites Deaths, Injury Costs 


WASHINGTON.—The American 
Automobile Assn. will not direct 
competitive auto racing after the 
close of the present season in 
November. 

The decision was announced by 


Fashion School Honors Fisher Body— 


James P. Wines, Fisher Body general advertising and public relations director, 
receives an award of merit from students at the Traphagen School of Fashion, New 
York. The award is for Fisher Body's four-color advertising campaign which appeared 
in national magazines last year. The school picked the program as the outstanding 
campaign ofthe year. Making the presentation are, from left, Mary Joan Gucken- 
berger, Sally Willcox and Margaret Ann Rela. 


Col. Arthur Harrington, AAA con- 
test board chairman. 

He gave as the major reason 
the death of 79 spectators at the 
LeMans race in France and the 
tendency of juries to give “exces- 
sive damages to persons injured 
in racing accidents.” 


The group’s action, it is believed, 
will have little effect on the sport 
since more than a dozen racing 
organizations exist which can step 
into the breach made by the with- 
drawal of AAA. 


Bill France, president of the 
National Assn. of Stock Car Auto 
Racing, already has offered to re- 
Place AAA services rendered the 
Indianapolis Speedway’s 500 mile 
race. 


“We don’t have a speedway divi- 
sion in NASCAR,” France said. “But 
We are willing to work out some- 
thing. We already have the organi- 
zation and the office established in 
Daytona Beach, Fla. 





Gramm Trailer Buys Out 


Stran-Steel Flooring 

LIMA, O.—Gramm Trailer Corp. 
has purchased the complete inven- 
tory of Stran - Steel flooring for 
trailers and the dies to produce this 
material from Stran- Steel Corp., 
Detroit. 

Leonard Strick, Gramm presi- 
dent, announced that the flooring 
would be produced at the corpora- 
tion’s facilities in Forest, O., and 
made available to all trailer and 
truck body manufacturers. 






Beating the Heat in Texas— 


“Comfort” is the keynote at Milner Chevrolet Co., Fort Worth, as the 40-man 
sales staff dons Bermuda shorts and ten-gallon hats to beat the heat. Leading the 
breezy-kneed brigade are Biff Yarbrough, sales manager, front row, third from right, 
and Charles Burnham, general manager, front row, fourth from right. 


Midwest Zone Gets 43, 


DETROIT. — DeSoto has ap- 
pointed 134 new dealerships since 
Jan. 1, bringing the company’s total 
to an estimated 2,165, not including 
562 associate dealerships, according 
to J. B. Wagstaff, sales vice-presi- 
dent. 

The midwest zone led with 43; 
the eastern zone was second with 
42; the central zone was next with 
25 and the western zone was last 
with 14. 

Texas led all states with 14 new 
dealers, California followed with a 
total of 11, while Michigan and 
Illinois tied with nine each. 

Dealers appointed in 1955 in- 
clude: 

Sterling Motors, Inc. Austin; 
Minn.; Marshall Motors, Richland, 
Wis.; Craft Motors, Grand Junc- 
tion, Colo.; Lam Motor Co., Du- 
rango, Colo.; Wathen Motor Co., 
St. Edward, Neb.; Animas Motor 
Co., Farmington, N. M.; Depend- 
able Motors, Ames, Ia.; Wilson 
Motor, Sioux City, Ia. 

Manhattan Motor Sales, Inc., 
Chicago; Ellick, Inc., Chicago; 
Rogers Park Motor Sales, Inc., Chi- 
cago; Howard Motors, Inc, 
Chicago; Robert Emmett Wright, 
Summit, Ill; Goodrow’s, Inc., 
Woodstock, Ill.; Miller Auto Body, 
Canton, Ill.; Central Motor Sales, 
Collinsville, Ill.; Cramer Auto Sales, 
Greenview, Ill.; Bill Dye Motors, 
Fairfield, Ill.; Brashears Motor Co., 
Perry Moore Motor Co., Jackson, 
Mo.; Jerry Young, Inc., Hannibal, 
Mo.; Gaza Harper Motor Co., Sikes- 
ton, Mo.; Wichers Motor Co., El- 
dorado, Kans.; A. B. C. Motors, Inc., 
Wichita; Etter and Harris Bros., 
Wellington, Kans.; Sims Motor Co., 
Berryville, Ark.; Ray Martin Motor 
Co., Sapulpa, Okla. 

Levy Auto Sales, Hobbs, N. M.; 
Brown Auto Sales, Silver City, N. 
M.; Choate Motor Co., Sweetwater, 
Tex.; B & R Motor Co., Galena 
Park, Tex.; Bruton Motors, Dallas; 
U.S. Automotive Service, San An- 
tonio; Gonzales & Santos Motor 
Co., Eagle Pass, Tex.; City Motor 
Co., Gonzales, Tex.; Quillian Motor 
Co., Pleasanton, Tex.; U. S. Auto- 
motive Service, Austin, Tex.; Ken- 
nedy Motors, Rotan, Tex.; Ross 
Motor Co., Velasco, Tex.; Reid Gal- 
breth Motor Co., Sherman, Tex.; 
U.S. Automotive Service, Hillsboro, 
Tex.; Harry J. Fox Motor Co., Ft. 
Worth, Tex.; Poe Motor Co., Long- 
view, Tex.; Westminster Motors, Inc., 
Providence, R. I.; Roy Motors, Inc., 
Manchester, Conn.; Intertown Mo- 
tors, Inc., Hartford, Conn.; Chorches 
Auto Sales, Windsor Locks, Conn.; 
Watertown Motors, Inc., Water- 
town, Mass.; Littleton Motors, Lit- 
tleton, Mass.; Gallo Motor Sales, 
Worcester, Mass.; Capeway Motors, 
Whitman, Mass.; Sylvester Motors, 
Inc., Quincy, Mass.; Dufrane Motor 
Sales, Malone, N. Y.; Arcadia Oil 
Co., Inc., Newark, N. Y.; Kittle 
Motors, Inc., Clayton, N. Y.; Thal- 
mann Motors, Inc., Oswego, N. Y. 

Gatti Motors, Garfield, N. J.; Fer- 
riere Motor Sales, Inc., Mt. Tabor, 
N. J.; Main Auto Sales, Inc., Madi- 
son, N. J.; Tom Broeck Auto Sales, 
New Brunswick, N. J.; Fine Motors, 
Inc., Jersey City; McKenzie Motors, 
Inc., Bronx, N. Y.; A A Auto Sales, 
Inc., Smithtown, N. Y.; Bernot Mo- 


DeSoto Adds 134 Dealers 


Total Estimated at 2,165 


Texas’ 14 Tops States; 


tors, Inc., Amityville, N. Y.; Lor- 
raine Motors, Inc., Flushing, N. Y. 
Hollywood - Perkins, Wilmington, 
Del.; Vernon Motors Corp., Smyrna, 
Del.; R. W. Richards, Millville, 
N. J.; Gibison’s Garage, Salem, 
N. J.; Clarke Motors, Wildwood, 
N. J.; Simonton Motor Co., Burke- 
ville, Va.; Barr & Smith Motors, 
Oxford, Pa.; McBride Motors, 
Feasterville, Pa.; Chester Carcade, 
Chester, Pa.; Westminster Motors, 
Inc., Westminster, S. C.; Renken 
Motors, Charleston, S. C.; Brown- 
ing Motor Sales, Sumter, S. C,; 
Francis Motor Co., Florence, S. C.; 
Polly Parrett Motor Co., Newport, 
Tenn.; Greenville Equipment Co., 
Inc., Greenville, N. C.; Eastern Mo- 
tors, Murfreesboro, N. C.; City 
Sales Co., Wilkesboro, N. C.; South- 
ern Motor Co., High Point. N. C.; 
Rabb Kirk Motors, Inc., Asheville, 
N. C.; Highland Motors, Inc. 
Abingdon, Va. 

Booth Motor Sales, Onaway, 
Mich.; Ponko Motors, Ludington, 
Mich.; Clock-Stegman, Inc.. Grand 
Rapids. Mich.; G. J. Lapp, Inc., Mt. 
Clemens, Mich.; Williams Motor 
Sales. Inc., Hillsdale, Mich.; Parma 
Motors, Inc., Parma, Mich.; Ohio 
Beacon Sales & Service, Charlotte, 
Mich.; Sarb Motor Sales. Inc.. De- 
troit; Excel Motors, Inc., Niles, 
Mich.; Sutter Motor Sales, Reed 
City. Mich.; Mansfield Bros., Inc., 
Wooster. O.; Greenlee Motors, Rog- 
ersville. Pa.; Zapatha Motors, Car- 
negie, Pa.: Morgan-Wilson. Inc. 
Ellwood Citv. Pa.: Foss Motors, 
Tne.. Etna. Pa.; Windber Garage, 
Windber, Pa.; A. R. Boarts, Ford 
Citv. Pa.; Lathem Motor Sales, 
Brilliant. O.: Bob James Motors, 


Tne.. Dover. O.: Lonaconing Motors, 


Lonaconing. Md. 


Bob Hendrickson Motors, Logans- 
port. Ind.; Calina Auto Co.. Calina, 
O.; Wilder Motor Co., West Mem- 
nhis. Ark.: Hunnicutte Motor & 
Impl. Co.. Clarksville. Ark.: Sharpes 
Motor Go.. Greenville, Miss.: Scott 
Trunk & Tractor Co., of Columbia 
Tnec., Columbia, La.; Lee Motor Co., 
Huntsville. Ala.; Lancaster Motors, 
Jackson. Tenn.; George Cooner & 
Son Motor Sales. Pompano Reach, 
Fla.; Call-French Motors, Williston, 
Fla.; Sikes Motors, Inc.. Miami, 
Fla.; Martin-Bunting Motors. Inc., 
Perry. Fla.; Dantzler-Lewis Motors, 
Cleveland. Tenn.: Smith-Andrews, 
Ine., Forsyth. Ga.; Parks Motor 
Co.. Augusta. Ga. 

Granger Sales Co.. Victorvville, 
Calif.; Jim Hill Motors, Delano, 
Calif.; Hanson Bros., Paso Robles, 
Calif.; Lee Gogerty, Fullerton, 
Calif.; H. E. Baher. Inc., Alhambra, 
Calif.; Don Le Roux Motors, La 
Jolla, Calif.; Beach Cities Motcr 
Co., Rodando Beach, Calif.: Tom 
Dalbey, Inc.. Huntington Park, 
Calif.; Bill Ellis Motors, Palm 
Springs, Calif.; Muller-Gordon Mc- 
tor Co., Albany. Calif.; Southgate 
Motors. Palo Alto, Calif.; Hogan 
Auto Sales, Glasgow, Mont.: M. ©. 
Anderson, Inc., Seattle, Wash., an: 
Anderson Motors, Everett, Wash. 


Vacation Inflation 
NEW YORK.— An estimated 69 
million Americans will take vaca- 
tion trips this summer, with 85 per- 
cent of them going by car, 
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Retailers Report Some Soft Spots cae 


Confident, 


Cautious 


Is Dealers’ Attitude 


(Continued from Page 1) 


to be any degree of unanimity was 
New York. There the predominant 
attitude on the Monroney report 
was: “Good, maybe we will get 
some relief now.” 

However, running like an endless 
thread through the dealers’ com- 
ments was the repetitive refrain of 
“factory pressure” and most seemed 
to blame the manufacturers for 
their troubles. 

+ o eo 


. subcommittee, headed by 
by Senator A. S. Mike Monro- 
ney, Oklahoma Democrat, in its 
report cited a Dun & Bradstreet 
report of a 200 percent rise in dealer 
mortality since 1951 and referred 
to NADA figures showing that oper- 
ating profits have dropped sharply 
from 6.2 percent of sales in 1950 
to 0.6 percent in 1954. 

The group said it intends to 
watch the market closely “in the 
critical months ahead during the 
model changeover.” 

Except in New York—and one 
dealer in Baltimore — AUTOMOTIVE 

News’ survey indicated that deal- 
ers generally look for an orderly 
cleanup period this year. It was 
noted, however, that in Missouri 
the prospect is not as bright as it 
was a month ago. 

The Baltimore (GM) dealer’s view 
was: “The (cleanup) outlook is 
very bad because dealers have 
been trading on that basis all year 
round. They will have to take a 
shellacking when they try to dis- 
pose of their demonstrators as they 
have been giving terrific discounts 
on new cars.” 

s * am 
New York situation is more 
involved than that and is said 
to stem from ‘the complete stagna- 
tion of business which has assumed 
alarming proportions in the past 
five weeks.” 

Dealer mortality was reported 
up. One observer said: “The fac- 
tories cover up mortality by hav- 
ing some other sucker all set to 
fill the vacancy created by the 
poor guy going out of business.” 

Financially, the New York retail- 
ers were reported unable to undergo 
a period of “slow or non-profit” 
business. “It is a safe bet that any 
dealership here—and in surround- 
ing communities—is available at a 
price,” commented one automotive 
report. 

Many New York dealers are re- 
ported to expect stocks to “enlarge 
at a precipitous rate. presenting a 
serious cleanup problem.” 

Meanwhile, New Yorkers are 
buoyed by the hope that the present 

torpor is only temporary. 


™LSEWHERE business was re- 
Kg ported good and the most vex- 
ing complaints were aimed at the 
factories. 

One dealer said: “I honestly feel 
sorry for the dealers who are hurt 
by bootleering. The factories could 
ston it if thev wanted to.” 

Some of the dealers spoke 
harsh words bluntly, others used 
Phrases like “overloading the 
market” or “mad registration 
Trace” or “factories have no way 
of plumbing the market.” 

In Chicago. dealers say they are 
not too concerned with dealer mor- 
talitv although they agree that it 
is evident and even increasing. But 
why? About two-thirds blamed the 
manufacturers. “They don’t care 
whether we sell the cars. eat them 
or bootleg them as long as they 
are registered,” said one. 

In Baltimore, the makers were 
blamed for putting “a dealer in 
every district who was willing to 
work on practically no profit and 
force ‘legitimate’ dealers to go 
along.” 

Most dealers are of the opinion 
that they are not overstocked and 
—except for the one mentioned— 
believe they'll have no cleanup 
problems. 

* = * 
OURI dealers are worried 
about “insistence of factories” 
that they buy cars up to the limit 
of their cash and credit. It was 
said that some who refused have 


been threatened with franchise can- 
cellation. 


In Southern California the vol- 
ume dealers are reporting “terrific 
sales” and “highest profits in four 
years.” However, those that are not 
operating on volume are complain- 
ing of factory pressure, “crying 
over-production . . . and are threat- 
ening to get out of business.” 


Further to the north, in the 
San Francisco area, independent 
California dealers are predicting 
that “a lot of dealers are going 
to go under.” 


In Seattle there is “some concern 
that the mortality rate will increase 
unless factories stop overloading the 
market with new cars, thus forcing 
dealers into wild trading and profit- 
less volume.” 


In Montgomery, Ala. “talk of 
dealer mortality and profits is get- 
ting little attention in the midst 
of the most competitive selling sit- 
uation in history. Dealers are 
chiefly concerned with moving as 
many cars as possible at present 
profits—admittedly low.” 


Dealer mortality in the state dur- 
ing the past year was reported as 
“negligible.” 

2 * * 


/pAu«s dealers agree that “the 
situation cannot go much fur- 
ther without continued dealer mor- 
tality and serious impairment of 
the market.” Profits are off—some 
dealers estimate from 40 to 75 per- 
cent under 1954. 


The majority blames “over-pro- 
duction” but others, including some 
in the volume bracket, point at 
what they call “dealer policy of 
price cutting.” 


Cleveland’s “fluctuating August 
market” was said to mark the 
first sign of increased stocks by 
any of the popular medium- 
priced Bie Three dealers with a 
typical Buick dealership report- 
ing a three-week supply. 


The financial picture was reported 
“not as good as two years ago” and 
“about the same as last year.” Mor- 
tality rate was depicted as very 
low but “almost any dealership can 
be bought.” 

The survey did not disclose any- 
one who advocated government 
control as the solution. On the 
contrary, many agreed with the 
Detroit dealer who said: “If a man 
can’t run his own business and 
make money, | he should get out.” 

+. 


ASICALLY it seemed to be the 

consensus of all that the “small” 
dealers are in more danger than 
the volume operators and that! 
those in more or less critical straits | 
are not confined to any one make 
or group of makes. 

It was noted in the smaller 
towns and rural areas that “most 
dealers, of all makes, net more 
than the national average—due 
mostly to good service absorption 
figures and less competition than 
in metropolitan areas.” 

Ken Brown (Dodge-Plymouth), 
Detroit, also is the head of Auto 
Wholesale Parts Corp. which sells 
narts to dealers all over Michigan 
thus giving him a picture of the 
state-wide situation. 

“Practically none of the dealers 
are failing this year,” he said, 
“and they are paying their bills 
promptly.” 

Last year, on the other hand, 
Brown said, the situation was so 
serious that he had to take out 
credit insurances to protect him- 
self against failures. This year, he 
said. he was able to cancel the 
insurance. 


Extra $200 Million 


Sought by GMAC 


NEW YORK. — General Motors 
Acceptance Corp. has filed with 
the Securities and Exchange Com- 
mission a registration statement 
covering $200 million of 20-year 
debentures due in 1975, according 
to Charles G. Stradella, president. 

The proceeds will provide addi- 
tional working capital to help 
finance its increased volume of bus- 
iness. 





Triple Threat DeSoto Dealer— 


Leo Adler, third from left, is congratulated by A. B. Nielsen, DeSoto general 
sales manager, on capturing triple honors. His 12-year-old DeSoto dealership, Leo 
Adler, Inc., was (1) The first Detroit DeSoto firm to be best in sales in the nation, 
topping the June field report; (2) won first place in the “A" quota groupe in the 
Detroit region in the “Do-It-Yourself” national sales contest, with 194 percent of 
quota, and (3) sold the most units of any single dealership in the contest. The 
Adler staff, from left, includes Dick Canaan, Bert Simon, Adler, Gil Parker, Nielsen, 
Irving Lewis, General Manager Sid Brand, Pat McCarty, Leon Migid, Danny Seklar, 


Abe Moss and Lou Ryke. 





AMC Names 49 Dealers 


Thirty-One Receive Hudson Franchises, 
Eighteen to Handle Nash 


DETROIT. — American Motors 
Corp. has awarded franchises to 49 
dealers throughout the country. 

The appointments included 31 
Hudson and 16 Nash dealers. 
Names of the companies, dealers 
and locations follow: 


Hudson 


Smetana Motor Co., Dunmore, 
Pa.; Sellers Hudson Motors, Lees- 
burg, Fla.; Gus Small Motors, Ma- 
con, Ga.; Lord’s Motor Sales, E. 
Hartford, Conn.; Bloomfield Garage, 
Bloomfield, Conn.; Brown - Taylor 
Motor Corp., Amityville, N. Y.; 
Perkins Motors, Inc., Meridan 


Obituaries 


John O. Thompson 
MOSCOW, Id.—John O. Thompson, 56, 
a Ford dealer here and at Pullman, Id., Is 
dead. Mr. Thompson had been in the auto- 
mobile business since 1926 and was a 
former director of the Idaho Automobile 
Dealers Assn. 


= os a 
George A. Bilgere 
ST. LOUIS. — George A. Bilgere, 70, 


president of Bilgere Chevrolet Co, here, 
died July 27 at his New Athens (TIil.) 
home. Mr. Bilgere started as an auto dealer 
in 1916. His son, Michael J. Bilgere, has 
been managing the firm, 

* * * 


Guy F. Fairfield 

KEENE, N. H.—(UTPS)—Guy F. Fair- 
field, 72, is dead. Mr. Fairfield started in 
the automobile business in 1911 and con- 
tinued until his retirement in 1952, He 
first operated as Fairfield’s Garage and 
later formed a partnership with Daniel W. 
Laighton, 

. * 


Frank W. Merrill 
CONCORD, N. H.—(UTPS)—Frank W. 
Merrill, 65, president of Merrill & Cote 
Wholesale Auto Supply Co., died July 26. 
* * * 


Tom W. Huey 
ROCK HILL, 8S. C.—Tom W. Huey, 65, 
veteran Chevrolet dealer, died July 21 in 
a local hospital. 
* * * 


E. T. Brown 
MARVELL, Ark.—E. T. Brown, 33, 
sales manager of an automobile agency 
here, died July 23 in a hospital at Mem- 
phis, Tenn. 
* * * 


Alvin S. Bridges 

STAUNTON, Ill.—Alvin S. Bridges, 71, 
automobile salesman in Macoupin County 
for many years, died July 26 in a Staunton 
hospital. Before his illness he was a sales- 
man for B. & ©. Motor Sales Co., Staun- 
ton. 

* + Y 


William J. Cameron 

OAKLAND, Calif.—William J. Cameron, 
75, former chief publicist for the late 
Henry Ford, died here Aug. 1 of a heart 
allment. Known as the ‘Voice of Henry 
Ford,’’ Mr. Cameron conducted the Ford 
Sunday Evening Hour on a national radio 
network for eight years prior to World 
War II. 

* * 


P. O. Stewart 

YONKERS, N. Y. — P. O, Stewart, 
founder of Electro Products Co., died July 
24. 


* z bd 


Charles L. Barthel 
MANDAN, N. D.—Charles L. Barthel, 
owner of Barthel Chevrolet Co., died Aug. 
1 after a heart attack. Mr. Barthel was 
a member of the Chevrolet National 
Planning Board. 


Conn.; Tony & Gene’s Auto Sales, 
Pottstown, Pa.; Ottawa Hudson 
Sales, Ottawa, Ill.; Vogel Hudson 
Sales, Saginaw, Mich.; Berner Mo- 
tors, Inc., Elgin, Ill.; Wausau Ga- 
rage, Inc., Wausau, Wis.; Brummett 
Garage, Jacksonville, Ill.; W. A. 
Kolarik Motors, Westmont, IIL; 
Stump Motor Sales, Apple Farm, 
W. Va.; Ohio River Valley Motors, 
Inc., Louisville. 

All Make Motor Co., Council 
Bluffs, Ia.; K. & K. Motor Co. 
Enid, Okla.; Richard’s Auto Sup- 
plies & Repair Shop, Rocky Okla.; 
South St. Paul Auto Sales, Inc., 
South St. Paul, Minn.; Rooks Bros. 
Motor Co., Kermit, Tex.; Guetersloh 
Motor Co., Levelland, Tex.; Lamm 
& Massey, Hobbs, N. M.; C. Wood 
Motor Co., Bountiful, Utah; Vic 
Havas Motor Co., Las Vegas, Nev.; 
Korner’s Motors Lodi, Calif.; 
Christensen & Sons, Pocatello, Id.; 
Tonks Brothers, Victor, Id.; M & 
F Motor Co., Chico, Calif.; Jef- 
feries-Wirick, Inc., Boulder, Colo.; 
Acheson Motors, McCall, Id. 


Nash 


Davis Tractor & Equipment Co. 
(Asher W. Davis sr., manager), 
Canton, Mass.; Hohman & Kraft 
(Vincent H. and Robert G. Hoh- 
man and William J. Kraft, part- 
ners), Hermosa Beach, Calif.; Cros- 
sett Nash Sales (Harry Schroeder 
and H. Bernard McCoy, operators), 
Crossett, Ark.; Haas Nash Co 
(William L. Haas, owner), Green- 
wood, Miss.; Johnnie Nash Sales 
(John H. Schout, owner), Iron 
Mountain, Mich.; Lone Rock Auto 
Sales (Robert V. Bristol, owner), 
Lone Rock, Wis.; Owens - Wilson 
Co. (Howard W. Owens and Lyle 
R. Wilson, partners), Sturgis, S. D.; 
Paul E. Work, Sandusky, O.; Young 
Motor Co. (Ira Young, owner), 
Killeen, Tex. 

Ross Nash Sales, Inc. (Joseph 
G. Rochoviak, president; Joseph 
A. Jezbera, vice-president and 
Violet A. Rochoviak, secretary- 
treasurer, Elgin, Ill.; Stahlecker 
Garage (Lawrence L. Stahlecker, 
owner), Selby, S. D.; Ozone Park 
Nash Co. (Bernard Palley and 
Donald Hart, owners), Ozone Park, 
N. Y.; J. L. Wilkes, Houtzdale, Pa.; 
Woodbury Nash (Donald P. Cretty, 
owner), Woodbury, N. Y.; A Boyd 
Cass, Bethlehem, Pa.; Diener Mo- 
tors (M. R. Diener and Horace E. 
Dunning, owners), Roseville, Calif.; 
Kavanagh Motors (James P, Kava- 
nagh, owner), Great Neck, N. Y.; 
and Nash of Litchfield (William 
S. Tyrrell, owner), Litchfield, Conn. 


Parish Damage $30,000 

DALLAS. — Fire damage to the 
Parish Chevrolet Co. has been es- 
timated at $30,000. Fire Chief I. D. 
Jones said that a fire, which started 
in a padlocked storage room, caused 
$20.000. damage to the building and 
$10,000 damage to the contents. 


Dealer Coaches 


Buyer on Prices 


Carleson Book Stresses 
Above-Board Tactics 


SALT LAKE CITY. — Fred A. 
Carleson Co. (Pontiac-Cadillac) has 
compiled an outstanding sales rec- 
ord here by adhering to a strictly 
“above the table” policy. 


Carleson — a highly regarded 
dealer — has published and dis- 
tributed a booklet which spells out 
the firm’s methods. 


On the cover is a picture of a 
lamb with the message: “He was 
born to be fleeced ... but you 
were not!” 

On the inside page, the prospec- 
tive buyer is told that the pamph- 
let was published to help him make 
a wiser buy. 

“Whenever you trade anything 
old for something new,” the firm 
advises, “you must know three 
things before you can be sure you 
are getting a fair deal.” These were 
listed as: 

a The fair market value of the 
old. 

2. The correct price or value of 
the new. 

3. The amount of difference you 
will have to pay—“and it’s the cash 
difference that really counts!” 

After the buyer has been 
warned of the dangers of “super- 
high” trade allowances and 
“packed” retail prices, a para- 
graph tells how to establish the 
correct new-car price. 

“This price,” the booklet said, “is 
published regularly in Automotive 
News ... You should never pay 
more than the factory suggested 
price ... plus freight and optional 
equipment. 

“Don’t let anyone talk you out 
of checking these prices before 
you buy. Any reputable dealer will 
let you use his copy of Automotive 
News for that purpose ... and 
you’ll be surprised at the low prices 
most cars are listed at!” 

The “Magic ‘Pack’ Formula” is 
listed and read through a trans- 
parent red sheet. Then, by lifting 
the sheet, the “Carleson’s Fair and 
Square Deal” — printed in an ink 
which the red sheet renders invisi- 
ble—is shown. 

The total figures — with a 
“pack” of $340—shows that Carle- 
son offers a cash savings of 
$118.16 despite the “pack’s” offer 
of $200-plus more on the used car. 
And then comes the reminder 
again — “It’s the difference you 
pav that counts.” 

The booklet also contains a 
finance payment chart and warns 
against the “sliv” of a finger down 
the brackets. Carleson also offers 
financing threugh its Carleson 
Credit Corp. 





Taylor Replaces 


:| Hayes as Head of 


Southeast Show 


ATLANTA.—M. D. Tavlor, presi- 
dent of Taylor Parts & Supply Co., 
Andalusia, Ala., has been elected 
vresident of the Southeast Auto- 
motive Show replacing Max A. 
Haves. Haves & Hopson, Inc., Ashe- 
ville. N. C., who has been named a 
director. 

Other officers are Guy B. Dodd, 
Southern Bearings, Inc., Jackson- 
ville, Fla., first vice - president; 
Glenn C. Keim, A. C. Spark Plug, 
Atlanta. second vice - president; 
Harry Gee, Federal-Mogul Service, 
Atlanta, secretary, and Ned E. Hol- 
‘and, Holland Auto Supply Co. 
Greenville, S. C., treasurer. 

Directors include: Hayes, Sam B. 
Meadows. Parts Service Co., Mont- 
zomery, Ala.; Dave Wilson, Motor 
Service. Inc.. Miami; John A. Dovle, 
Southern Bearings and Parts Co., 
Atlanta; Harold W. Hart, Hart 
Snunvly Co., Columbia. Miss.; L. T. 
White jr, Motor Bearings and 
Parts Co.. Raleigh, N. C. 

Fred W. Herlihy, Parts Supply 
Co., Orangeburg, S. C.; B. M. Gibbs, 
Service Auto Parts Co.. Knoxville, 
Tenn.; Lawrence M. Hirsig jr. 
Jacksonville. Fla., and Lem W. Bell, 
Ed. H. Britton, Henry S. Clark, 
Albert S. Goodgame, C. G. Jackson, 
G. W. Klier, A. Lee Proctor, Black 
and Decker; John Rogers, John 
Rogers Co., all of Atlanta. 
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Many Issues Slow Chrysler Pact 


(Continued from Page 4) 


ing committee paid little atten- 
tion to the demand for the guar- 
anteed wage, or supplemental 
unemployment compensation, 
partly because it is generally as- 
sumed that Chrysler Corp. will 

have to follow the pattern set by 

Ford and GM and partly because 
of disinterest in the plan. 

He stated, “We’re not too inter- 
ested in this ‘subsidized welfare.’ 
It’s a long way from a guaranteed 
annual wage and we really don’t 
need those slightly improved bene- 
fits. But we're going along with 
the plan.” 

He predicted that a strike vote 
at Chrysler would probably be held 
next week and added that it was 
very fortunate for the union that 
the Chrysler contract runs out Aug. 
31, just as the corporation swings 
into new model production. 


Other union representatives re- 
ported that Chrysler also had made 
proposals for a drastic revision of 
the contract in regard to working 
conditions. 


Meanwhile, Hudson employes 
voted 96.3 percent in favor of a 
strike should negotiations fai] be- 
tween the UAW and American 
Motors Corp. About 1,800 workers 
were affected. AMC contract talks 
were to resume today (Aug. 8) in 
an effort to reach an agreement 
before the contract expires Aug. 12. 

= Ab 


S-P Dispute Over 

N SOUTH BEND, an agreement 

has been reached in the seni- 
ority dispute which led to the clos- 
ing of the Studebaker plant here 
for 11 days in a recent 13-day 
period. 

William Ogden, president of 
UAW Local 5, said the company 
had agreed to give workers “bump- 
ing” rights on the basis of seni- 
ority. Roughly, this means that 
workers with least seniority will 
be laid off first. 

Ogden said the settlement 
“should insure continuous pro- 
duction and permit the local 
units and management to start 
negotiations on a new agree- 
ment.” 

Eighteen thousand nonunion GM 
workers were notified last week 
that they must join the UAW-CIO 
by Aug. 26 or run the risk of being 
fired. 

The ultimatum resulted from the 
union-shop clause in the contract 
signed by GM and the UAW June 
12. 


Exempted are employes in 18 
states which have “right-to-work” 
laws barring compulsory unionism. 
The previous GM-UAW pact al- 
lowed 5 percent of the work force 
to remain out of the union. 





the National Labor Relations Board 
is avoiding its responsibilities by 
refusing certain jurisdictions could 
have repercussions for auto dealers. 

As a result of several rulings 
last year by the NLRB, auto 
dealerships have been almost 
completely outside the board’s 
jurisdiction. 

Lehman declared, “Particularly 
in the past two years, the NLRB 
has either through positive declara- 
tions or failures to act, so narrowed 
its jurisdiction so as to call into 
serious question the effectiveness 
of Federal statutes attempting to 
promote harmonious labor-manage- 
ment relations. 

“IT hope that the Senate Commit- 
tee on Labor and Public Welfare, 
of which I am a member, will act 
to investigate this matter, which is 
of concern not only to the partici- 
pants but to all Americans inter- 
ested in equitable and constantly 
improving labor relations.” 

* * * 


McKay Struck 


A STRIKE in Salem, Ore., began 

July 27 when 40 service em- 
ployes walked out of the shop of 
Douglas McKay Chevrolet Co., 
owned by the Secretary of the In- 
terior. A picket line was set up im- 
mediately by the workers, who are 
members of Local 1506 of the AFL 
Machinists Union. Negotiations 
have been under way since a Union 
contract expired months ago. 

Wayne E. Hadley, McKay’s gen- 

eral manager, said the company 
is offering a percentage pay plan. 
The union wants to continue on 
an hourly basis with an increase 
from the present $2 an hour to 
$2.20, which is the Portland (Ore.) 
scale. 

Unionists also are picketing Val- 
ley Motors (Ford) in Salem, with 
workers demanding a pay increase. 

P. F. Bennison, president of Val- 
ley Motors, said none of the firm’s 
employes have left their jobs be- 
cause they feel that the bonus plan 
offered by the company offers more 
than the 20-cents-an-hour raise 
asked by the union. 


x * * 


Picketed Five Months 


ICKETING also has been 
progress for the 


Safety Latch Tested 


Studebaker Doors Stay Tightly Closed 
In Simulated Collision 


months at Loder Brotherg (Olds- 
mobile), Salem, where a union shop 
clause has been the main issue. 

In Washington, D. C., the Auto- 

motive Salesmens Union won the 
representation election at Barry- 
Pate Motor Co. (Chevrolet), 13-11. 
The same union has represented 
the salesmen at Addison Chevrolet 
Sales for several years. 

The three top officers of the 
Society of Industrial Trades of 
North America resigned last 
week and announced that they 
thought that more could be ac- 
complished for their followers by 
working through the UAW-CIO. 
The society, consisting of skilled 

workers from several auto plants, 
was founded recently as the result 
of widespread dissatisfaction with 
the gains made by skilled workers 
in the recent contract settlements. 


Spot Checks Eyed 
As Substitute for 
N.Y. Inspection 


BUFFALO.—New York is giv- 
ing “serious consideration” to sub- 
stituting a spot-check program for 
the compulsory automobile safety 
inspection plan scheduled to go 
into effect late next year. 

Joseph P. Kelly, state motor ve- 
hicle commissioner, made the dis- 
closure in a speech at the 55th 


annual conference of the New 
York State Assn. of Chiefs of 
Police. 


Kelly said a spot-check program, 
carried out by Motor Vehicle De- 
partment patrols using portable 
equipment, could be financed by an 
increase of “perhaps a dollar or 
two a year” in motor vehicle regis- 
tration fees. 

The commissioner also declared 
chat Gov. Harriman’s administra- 
tion was seeking means of pro- 
tecting motorists against uninsured 
drivers. He said the administration 
would make a recommendation to 
the 1956 Legislature. 

In addition, Kelly said, the de- 
partment may review present 
physical qualifications for drivers 


in| license to determine whether they 
last five' are stiff enough. 








SOUTH BEND.—Studebaker en-|hour on the company’s proving 
gineers have completed tests on a| grounds here while officia] observ- 


new interlocking type door latch 


| which they say keeps car doors 


x a . | 
| closed in accidents. 
Lehman Blasts NLRB Developed by Studebaker, the 
N THE dealership front, an ac- | latches were fitted on a four-door 
cusation by Senator Herbert}sedan which was crashed into a 


Lehman, New York Democrat, that concrete barricade at 40 miles an 





Saluting New Dodge TV Show— 


Portland (Ore.) area Dodge dealers and newsmen gather in the studios of KLOR-TV 
at a champagne party to view the new Lawrence Welk “Champagne Music" television 
program, sponsored by Dodge. In the front row (from left) are G. E. Alford, Portland, 
and Dor V. Cady, Hillsboro, dealers; W. E. Sutlive, regional sales manager, and 
Dick Niles Oswego, dealer. In the back row are Clayton Sheldon, editor of TV Life 
magazine; T. €, Pederson, Vancouver, Wash., and’ C. R. Parkinson, Oregon City, 
dealers, and Willfam A. Healy, KLOR director. 


ers from automotive safety organi- 
zations and police traffic experts 
looked on. 

The latches were said to have 
held the doors closed even though 
the car was badly damaged by 
the crash. 





Barrel Yields Nash Winners— 

The names of the four winners of 1955 Nash cars in the Disney Toyland contest 
are drawn from a barrel by Fred W. Adams (right), Nash advertising and merchan 
dising director. Assisting are Anthony La Sala (left), vice-president of Geyer Adver- 
tising, Inc., and M. L. Pilert, of R. H. Donnelley Corp., contest judges. More than 
245,000 persons entered the contest. Airman 1/c Joseph P. Ament, who had just left 
for three months’ duty overseas, was the winner of an Ambassador V-8. He will take 
delivery upon his return to the U. S. from A. & L. Nash Motors, Miles City, Mont. 
Mrs. Stewart Snow will receive a Nash Statesman from Jim Adams, Inc., Bangor, Me.; 
James F. Steele will get a Rambler Cross Country from Park-Hill Nash, Inc., Denver, 
and Mrs. Gladys Schneider will receive a Metropolitan from Topper’s Nash, Mount 
Vernon, Ind. 


Diveo Brvnsdens Market 
With ‘Dividend’ Truck 


DETROIT. — Diveo Corp. has 
unveiled a pilot model of its new 
“Dividend Series” truck, which is 


shops, florists and wholesale milk 
establishments. 
He said the move to the suburbs 


intended to widen the markets 
available for such multistop vehi- 
cles. 

The model weighs 5,800 pounds 
with a GVW of 7,000 to 12,000 
pounds, depending on tires and 
springs. It is 18.5 feet long and 
has an overall height of 108 inches 
with a 130-inch wheelbase. Inside 
dimensions are 76 inches in width, 
73 inches in height. 

The truck is powered by a Divco 
six-cylinder engine with four-speed 
| synchro-mesh transmission. Avail- 
able are such items as flat, drop 
aisle or split level floots; insulation 
and refrigeration systems; dual 
rear wheels; bulkhead doors; heat- 





er; governor; various types of 
wide-opening doors, and tubeless 
tires. 


G. E. Muma, president, said that 
nealy 75 percent of all house-to- 
house milk route trucks are Divcos 
and he considers the new truck a 
milestone marking Divco’s entry 
into other markets. 


opens a need for delivery trucks 
able to travel greater distances 
at higher speeds with heavier loads 
to keep unit commodity costs 
reasonable. 





Inside Job— 


The accessibility of the engine and 
| transmission on the new Divco “Dividend 


| ‘These markets, according to Roy | Series” multistop truck allows all major 
Sjoberg, sales vice-president, servicing to be done from within after 
|include bakeries, laundries, dry | removing sound and heat sealing access 


Harold E. Churchill, Studebaker | Cleaners, plumbing shops, electric! panels, the company says. 


engineering vice-president, said 
that investigations leading to the 
new development began more than 


ae * * * 


four years ago when crash injury | 


research experts compiled statistics 
which indicated that many traffic 
fatalities and serious injuries could 
be averted if occupants of cars in- 
volved in collisions could be kept 
inside the cars rather than thrown 
out through doors forced open by 
the impact. 

The crash car was pushed into 
the barricade by a second car which 
veered away before the collision. 


Inside the crash car were four 
weighted dummies hinged so as 
to throw their 150 pounds of 
weight against the doors as might 
occur if actual occupants were 
involved. 

Churchill said the new type 
latches will be installed as standard 
equipment on all Studebaker mod- 
els “as soon as the latches can be 
put into production.” 

Among those witnessing the test 
were David Baldwin, director of 
the traffic operations division of 
the National Safety Council; Sgt. 
Elmer Paul, Indiana State Police 
director of crash injury research; 
Phillip C. Johnson, chairman of 
the Governor’s Traffic Study Com- 
mission of Indiana, and Prof. El- 
mer F. Bruhn, crash injury re- 
search expert of Purdue University. 
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New Divco Trucks on the Way— 


A pilot model of Divco’s new “Dividend Series" delivery truck pulls up in front 
of a furniture store. The new models are designed to appeal to a variety of busi- 
nesses that can use multistop trucks. The trucks, which go into production this month, 
will be offered in 130-inch wheelbase with 12-foot bodies and in 115-inch wheelbase 
with 10-foot bodies. Inside dimensions are said to give unusual load capacity. « 
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Plants Roll 141,354 in Week... 


Car Production Slides 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 


Week 


Week dan. 1 Jan. 1 
To 





Ended Same Ended Total To 
Aug. 6, Week, uly 30, duly, Aug. 7, Aug. 6, 
1955 1954 1955* 1955* 1955* 1955 
AMERICAN MOTORS 3,885 818 $3,038 12,538 58,979 120,470 
EE Sisvivtsdivsarseotevonnics 1,265 818 835 3,312 17,999 38,602 
a cedsinhinevenéscdieesacusveies ee 2,198 9,226 40,980 81,868 
CHRYSLER CORP. .... 17,550 14,199 21,214 94,645 445,099 905,221 
EEE cavebiviyeorncsicausees 150 1,664 189 12,083 64,042 123,986 
EE scpccinivies ntdscwctere 200 1,630 1,861 8,481 43,690 88,526 
IE | anise cdvivivinniocesccevesiive 3,300 3,000 5,123 18,654 77,919 201,642 
Plymouth ...................... 13,400 7,905 14,041 55,477 259,448 491,067 
FORD MOTOR . 41,900 32,597 44,468 176,985 1,093,968 1,369,408 
IY Mvdivcsldthsiaisss . 33,500 28,018 35,625 148,890 893,398 1,072,337 
RII: Gay cdtiaceatsuctinsens., areucalle SE usher  aottaeet 25,002 21,676 
er 3,858 8,848 38,095 175,568 275,395 
GENERAL MOTORS .. 75,423 655,327 91,165 366,321 1,823,815 2,528,665 
eee seve. 15,650 9,254 17,473 71,622 389,612 512,329 
Cadillac .......... 3,135 2,502 8,252 12,878 74,912 98,214 
Chevrolet .... $2,700 29,555 43,228 172,020 912,389 1,143,660 
Oldsmobile ....... 12,638 7,808 15,118 61,091 269,925 402,142 
PD © ic. heiiisscenssics .... 11,800 6,208 12,094 48,710 226,977 372,320 
KAISER MOTORS ...... .......... 18 14,414 6,679 
NITE -“teesucivtsvepscabinocodonsns” dbened vende 5,803 1,002 
MME: Neicsccivessiectespicenyscss “Sites Deg: «ln meee 18 8,611 5,677 
I s.. sicttseissiesiereecers 2,596 2,478 1,490 9,306 71,597 +=127,579 
IEE > pusertstistinecesdodives 1,100 719 1,490 5,577 =—- 21,921 49,997 
Studebaker .................. 1,496 EEN (Rascanenes 3,729 49,676 77,582 
Total Cars, U. S. ......141,354 105,419 161,370 659,813 3,507,872 5,058,022 
*KRevised a 7 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan. 1 
Ended Same Ended Total To To 
Aug. 6, Week, July 30, duly, Aug. 7, Aug. 6, 
1955 1954 1955* 1955* 1955* 1955 
CHEVROLET ................ 8,400 5,256 4,600 39,264 218,249 244,633 
DIAMOND T. .................. 110 60 15 430 2,106 3,213 
NEE, ccevccsssihscssiveedtiusoeins 30 24 74 303 2,089 2,217 
SEIN: adheiveriseascvnisonectues 2,300 1,616 2,306 8,501 55,627 65,904 
PII icki<snsesessvastsvcccedtmucdeds 6,200 5,236 6,221 26,089 195,418 227,054 
IE sist cievsteavergroiniactenrs 2,300 1,027 2,693 9,503 51,597 62,127 
INTERNATIONAL. ....... 2,945 1,402 2,970 11,574 62,764 85,315 
REY vieliiansticaiedenevibccorscees 360 15 402 1,402 4,129 8,559 
RMU cnscctensssinisicisonieaiaioneaidexeaics 120 50 98 435 5,761 3,220 
STUDEBAKER. ............. 328 447 28 824 8,603 11,519 
IID. 5 sictcdedebactsdincarkses “esbtuesed en 1,020 6,374 
WILLYS .......... occ" eaatoonnes 1,096 6,660 37,598 
MISCELLANEOUS ....... 105 59 100 400 4,416 
Total Trucks, U. S..... 28,248 15,462 20,663 106,405 649,731 771,566 





Total Cars, Trucks, 
ua & 


7 Total Cars, Trucks, 
Canada 





12,025 


3,473 


piealebcleccmaeapnaitl 164,602 120,881 182,033 766,218 4,157,603 5,829,588 


12,279 48,033 276,512 340,173 





~ Grand Total, 
Cars and Trucks, 


U. S. and Canada....176,627 124,354 194,312 814,251 4,434,115 6,169,761 
* Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Federal, eto. 


N.B.: All U. 8. totals include cars and trucks for military orders. 


Ford Appoints Eight Aides | 


To Expanded 


DEARBORN. — Appointment of 
eight executive stylists in Ford’s 
expanded styling office has been 
announced by George W. Walker, 
director of styling. 

“The executive stylists,’ Walker 
said, “will work directly under the 
chief stylists of our four new 
separate product line studios and 
will be responsible for the produc- 
tion and advanced activities.” 

Ford’s new styling office was 





Car Makers Relieved 


By Copper Settlement 

DETROIT.—The settlement of 
@ copper strike at Phelps Dodge 
Corp. in Arizona and the resump- 
tion of negotiations between the 
Union of Mine, Mill and Smelter 
Workers and other leading cop- 
per suppliers has relieved fears 
that shortages would hinder 
new-car production. 

Suppliers earlier had said that 
the situation was reaching the 
“near critical” stage. Auto manu- 
facturers reportedly were con- 
cerned over 56 model production. 





Styling Staff 


established in May with the trans- 
fer of design operations from the 
company’s engineering staff to the 
new Office under Walker. 


Executive stylists named in the 
Ford car and truck studio were 
Damon C. Woods, Ford production 
car; Rhys D. Miller, advanced Ford 
car and special products; Willys P. 
Wagner, Ford production truck, 
and Arthur Querfeld, Ford ad- 
vanced truck and special products. 


Named to the Mercury studio 
were Don R. DeLaRossa, Mercury 
production car, and A. B. Grisinger, 
advanced Mercury car. L. D. Ash 
was named executive stylist for the 
production car in the Lincoln 
studio. and James Sipple was 
named executive stylist for the 
special products studio. 


Chief stylists of the four Ford 
product line studios are Robert 
H. Maguire, Ford car and truck; 
Eugene Bordinat, Mercury; John 
Najjar, Lincoln, and Roy A. Brown, 
special products. Alex S. Tremulis 
is chief stylist of the separate 
staff advanced and special studio. 





As Big Three Lets Up 


(Continued from Page 1) 


months of the record production 
year of 1950 produced only 3,700,- 
487 cars. 
* * 

M, WHICH turned out 366,321 

ears during July for 55.5 per- 
cent of total industry output, drop- 
ped its estimates to 75,423 units 
last week, nearly 17 percent off 
its July pace. 

Chevrolet showed the biggest 
slice in its output schedules, dip- 
ping last week’s outturn to an 
estimated 32,700 units, or more 
than 26 percent off its July average 
of 41,286 cars a week. 

Oldsmobile dropped 16 percent 
off its July pace as it scheduled 
only 12,688 cars. The previous 


week saw the division turn out 
15,118 units and established a 


Buick's 1,000,000th Hardtop— 


new alltime monthly mark of 61,- 
091 completions. Its former high 
of 58,828 units was set during 
April. 

Buick dropped 9.8 percent off 
last month’s pace with an estimate 
of 15,560 cars last week; Pontiac 
fell 3.4 percent to 11,300 units, 
and Cadillac dropped schedules 
about 2.7 percent to 3,135 units. 

* + * 


ORD division, which worked 

only six of its 16 assembly 
plants Saturday, produced an esti- 
mated 33,500 cars last week, about 
a 3 percent dip from its July 
pace. Mercury prevented Ford Mo- 
tor’s overall schedules from drop- 
ping further as it produced an 
estimated 8,400 cars, about a 5.6 
percent increase over its weekly 


F 45 


average during July. Lincoln divi- 
sion was still down for its new- 
model changeover. 

With Chrysler and DeSoto divi- 
sions down for changeovers at all 
but their West Coast plants, Chrys- 
ler Corp. last week scheduled only 
17,550 completions. Plymouth was 
still producing at a rate of 13,400 
cars a week; Dodge was complet- 
ing its 55 model orders with 3,800 
erections, and Chrysler and DeSoto 
divisions scheduled 150 and 200 
units respectively. 

American Motors Corp. upped 
its schedules to 3,885 cars last 
week, a sizable increase over its 
July output pace, while Stude- 
baker-Packard, hampered by a 
heat strike and labor troubles at 
its Studebaker plant in South 
Bend, expected to assemble 2,596 
cars last week. 

American Motors, it was re- 
ported, will be closed between Aug. 
15 and 27 due to the corporation’s 
annual two-week vacation period, 
and will start its ’55 build out on 
Aug. 29. It igs expected to be down 
for about 10 days. 

Kaiser-Willys was closed for the 
company’s annual two week vaca- 
tion period the first two weeks of 
August. 

* * * 
[paett= Chevrolet and Ford 
division’s commanding lead 
over the rest of the field, figures 


'|} compiled through the first seven 


months show both have lost ground 

to the rest of the industry in per- 

centage of total output. 
Chevrolet erected 1,110,960 cars 


" during the first seven months of 


this year for 22.59 percent of total 
industry output. During the same 
period of 1954, the division assem- 
bled only 882,889 cars but garnered 


© |25.98 percent of total output, or 


* | 3.39 percentage points more than 





Ivan 1. Wiles, left, general manager of Buick, congratulates Edward T. Ragsdale, 
general manufacturing manager, on the production of Buick's 1,000,000th hardtop. 
Buick, which pioneered the hardtop styling in 1949, was the first manufacturer in 


the industry to reach the million mark. 


The 1,000,000th model was a four-door 


version which Buick introduced this spring. It is shown with the original two-door 


hardtop. 


Loaded Cars Irk Dealers 





Detroiters Say Final ’?55 Chryslers Are Offered 
With Hard-to-Sell Accessories 


By Joseph M. Callahan 
Staff Writer 

HRYSLER division dealers in 

Detroit last week were hopping 
mad over what they called a fac- 
tory squeeze which gives them the 
choice of either accepting cars 
loaded with undesirable equipment 
or being in short supply during the 
final three months of the model 
year. 

Dealers say that Chrysler, in 
completing its 1955 buildout, ap- 
parently loaded down the final 
units with all the less - popular 
equipment and accessories that 
had accumulated at the factory 
during the year. 

Said one dealer, “This really 
hurts us at this time of year, be- 
cause the people buying cars now 
are the dollar-savers. They’re the 


‘people who want the stripped or 


semi-stripped models and they’re 
the people who are least easy to 
talk into paying $10 extra for a 
$32 sun visor loaded on by the 
factory.” 

* = * 


LL dealers interviewed were 

quick to say that Chrysler had 
treated them fine all year, deliver- 
ing only the cars requested and 
equipping them precisely as or- 
dered. 

Many were bitter because the 
over -loading was on Windsor 
models, rather than New York- 
ers. Imperials come fully loaded. 
“The Windsor is our price leader,” 

said one Chrysler-Plymouth dealer. 
“We advertise and sell it largely 
on the basis of its low, stripped- 
down price. So, when they load 
$100 to $200 in extras on it, the 
car’s basic virtue is lost. If they 
had loaded the New Yorkers, it 
wouldn’t have been nearly so bad.” 
* x * 

HE items at which most com- 

plaints were aimed were Sun- 
Cap sun visors, Solex tinted glass, 


—— power-packs and window 
ifts. 

The dealers said the loaded 
extras boosted the price of many 
of the cars as much as $150. 

Declared one dealer, “Sure, peo- 
ple will take this stuff. But they 
don’t want it and they won’t pay 
$10 extra for the whole group. And 
the way our profit is these days, 
we can’t afford to absorb an extra 
$125 to $150. I told the factory 
I'd keep the cars if they’d forget 
to bill me for the extras, but they 


;wouldn’t go for that.” 
* * * 


HILE. almost every Chrysler 

dealer in the area reportedly 
was affected by the Igst-minute 
loading of accessories, the situation 
varied with each dealership. 

One said that 70 percent of his 
orders for the cleanup. period 
were unacceptable and that he 
refused to take the cars. Another 
said that three-fourths of his 
units were over-loaded but that 
he decided to take them, on the 
chance that he could get cost out 
of them. 

A third said that he was unaf- 
fected except that several of his 
cars came along with extra-large 
radios and some minor extras 
which he agreed to take “to keep 
peace in the family.” 

7 * 


* 
Most of the dealers said factory 
Officials were quite forthright 
about the situation, explaining it 
to them and giving them the option 
of taking the loaded units or turn- 
ing them down. 

One dealer, however, said he 
didn’t have an inkling about the 
matter until the undesirable cars 
were unloaded at his showroom. 

Summing it up, a dealer stated: 
“We're having a real nice year. 
It’s too bad this had to happen. 
The real tragedy is that there’s 
going to be a shortage of Chryslers 
in this area long before the new 
models come out.” 


this year. 

Ford division assembled 1,038,- 
837 cars during the seven months 
of this year for 21.12 percent of 
total output. During the same 
period of last year, the division 
produced only 865,598 cars but 
was able to grab 25.45 percent of 
total industry production, or 4.33 
percentage points above this 
year’s efforts. 

Picking up most of Chevrolet’s 
and Ford’s losses, were Plymouth 
and Dodge. Plymouth produced 
477,667 cars during the first seven 
months of this year for 9.71 per- 
cent of total industry output. Dur- 
ing the same period of last year 
it assembled 248,998 cars for 7.32 
percent of total industry produc- 
tion, or 2.39 percentage points be- 
low this year. 

Dodge produced 197,995 cars dur- 
ing the first seven months to cop 
4.02 percent of total industry out- 
put. Last year the division assem- 
bled 74,949 cars for 2.20 percent— 
or 1.82 percentage points below the 
first seven months of this year. 

Truck production totaled 106,405 
units in July, a considerable drop 
from the previous month’s 118,944 
trucks. Commercial-car production 
for the first seven months, how- 
ever, was 748,318 units, or nearly 
17.8 percent more trucks than were 
‘produced during. the same period 
of last year. 


Phila. Jobbers Elect 

PHILADELPHIA.—The Automo- 
tive Credit Assn. of Philadelphia, 
composed of automotive jobbers 
and tire distributors, has reelected 
its president, Eldon Smith jr., vice- 
president of Brake & Clutch Co. of 
Philadelphia. Helen Bay was re- 
tained as secretary. 


U.S. Car Output 


Production Through July: 





Jan, 1-July 30, Jan. 1-July 30, 
1955 Make 1954 
1—1,110,960 Chev. 882,889— 1 
2—1,038,837 Ford 865,598— 2 
3— 496,679 Buick 330,162— 3 
4— 477,667 Plym. 248,998— 5 
5— 389,504 Olds. 262,125— 4 
6— 361,020 Pontiac 220;627— 6 
i— 266,995 Mercury 171,668— 7 
8— 197,842 Dodge 74,949— 8 
9— 123,836 Chrysler 62,382—10 
10— 95,079 Cadillac 72,392— 9 
ll— 88,326 DeSoto  42,190—12 
12— 79,248 Nash 40,970—13 
13— 176,086 Stude. 47,925—11 
14— 48,897 Packard 21,301—15 
15— 37,337 .Hudson  17,181—16 
16— 21,676 Lincoln 24,372—14 
1j— 5,677 Willys 8,570—17 
18— 1,002 Kaiser 5,818—18 
Total All Makes 
4,916,668 3,400,117 











Teena Re a PTET TCE eo 


tee a 





HELP WANTED 


GENERAL MANAGER 


To completely manage large volume metro- 
politan dealership, one of "Big Three," in 
largest city in Southeast. Location and facili- 
ties outstanding. Applicant must know, and 
have proven ability, in all phases of dealer- 
ship operation, including car sales and Parts 
and Service operation. The man we want 
should be presently employed and anxious to 
improve his position. No floaters. Compensa- 
tion includes good salary and percentage of 
profits with possible ‘Buy In"’ later. Won- 
derful opportunity for the right man, Appli- 
cations held confidential. Please send com- 
plete resume and photograph. 


Box 5203, c/o Automotive News, 
Detroit 26. 





aekwiiaey 


150,000 readers enguged in all branches of the nation's 
industry. RATES: TWENTY-TWO CENTS (22c) PER WORD FOR EACH 
POSITION WANTED ADS, llc PER WORD. PAYMENT IN ADVANCE OF 
INSERTION REQUIRED. Ads may be signed with full name and address at regular 
Add One Dollar Replies to 
Box Number ads are forwarded to odvertiser $12.30 per 
column inch. CLOSING: TEN DAYS IN ADVANCE OF PUBLICATION DATE 


rates supplied upon request 


Reaching an estimated 


automotive 
INSERTION 
rates $1) per insertion for use of a box number 
unopened. Display ads 


Contract 


AUTOMOTIVE NEWS, 
DETROIT 26, 


WANT AD DEPT., 2666 PENOBSCOT BUILDING 





HELP WANTED HELP WANTED 


SALES MANAGER. We are looking for a} WANTED—SALES MANAGER for Dodge- 
successful Sales Manager with a good Plymouth agency located near Parris 


SERVICE MANAGER. A man, preferably 
between the ages of 35 and 45, with good 
background and capable of managing a 
large General Motors Service Operation, 


AUTOMOTIVE NEWS, AUGUST 8, 


past record, capable of organizing, train- Island Marine Base. Good proposition for 
man capable of handling sales personnel, 


ing, supervising and directing a Cadillac 
appraisals, etc. Paul H, Taylor Motors, 


Sales Organization, with a past success- 
ful reputation for over 20 years. In reply, 
give age, present connection, present in- 
come, past experience, family status, if 
married, address and telephone number, 


Dodge-Plymouth Dealer, Beaufort, 8. C. 
CONTROLLER for 


large Phila. General 
Motors agency. Must have automobile 


can make a permanent connection with 
an organization of successful record for 
the past 20 years. In reply, give age, 
present connection, present income, past 
experience, family status if married, 
address and telephone number with a 


and accounting experience. Salary to $10,- 
000 and all benefits. Send resume to Box 
5202, c/o Automotive News, Detroit 26. 


with a recent photo if available. All re- 
plies strictly confidential. Address Box 
5200, c/o Automotive News, Detroit 26. 


LEADING USED-CAR AUCTIONS 
IN THE NATION 


Frequency Rates: Minimum space, 1 inch on 1 column—Maximum: 5 inches on 2 columns— 
Contact WANT AD DEPT., Automotive News, Detroit 26, Mich. 


small photo if available. All replies kept 
strictly confidential. Address Box 5201, 
c/o Automotive News, Detroit 26. 











MIDDLE ATLANTIO 


NEW YORK CITY'S 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


EAST NORTH CENTRAL 


WES COON 
AUTO AUCTION 


GRAND RIVER and Telegraph 


U. S. 16 and 24 
On the outskirts of Detroit, Mich. 


EAST NORTH CENTRAL 


HOME OF GUARANTEED 
CHECKS 


MOBILE'S INC. 


Ohio's Largest Automobile Dealers’ 











THURSDAY 


You are 100% safe because all titles : 
At 12:30 P.M. — KE. 1-9694 


and checks are insured 
EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 


WHOLESALE AUCTIONS 


COLUMBUS—FRIDAY 
DAYTON—TUESDAY 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 


“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 9009 


GRAND RAPIDS AUCTIONS, INC. 


On M2i—One Half mile west of Grandville, 
Mich, 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill" Nagy 

“Michigan's Best" 
Phone: ARdmore 6-4720 





AUTO AUCTION 


TIM ANSPACH 
a Stop 20 

bany-Schenectady Road 
ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 





LANSING AUTO 


AUCTION 
LANSING, MICH. 


(Dealers Only) 








EAST SOUTH CENTRAL 


JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 








MANHEIM AUTO 
AUCTION 


Wednesday, Aug. 10—1 P. M. 


3 Miles North of Lansing 
on U. S. 27 at Solon Rd. 











MANHEIM, PA. ART. BUTLER, Owner 
On Route No. 72—4 Miles Off Phone IV 5-7010 Res.: IV 4-7201 
Pa. Turnpike MOUNTAIN STATES 





10 year continuous operation 
Exclusive dealer auction 
Checks & Titles guaranteed 


Sale every Friday 10:00 A.M. sharp 


Modern Bidg. & Restaurant 
Member of N.U.C.D.A. & N.A.A.A. 


Phone Manheim 5-2401 








COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West 








One of the Nation's Best Suaere 1" 
Sale Every Tuesda Carroll Kopfer 
NEW JERSEY'S ORIGINAL 12:30PM Phone Denver, sUncet 1-7821 
a Auction FAX 
AND ONLY AUCTION OPEN ALL NIGHT MONDAY oe a ae 
LEBANON AUTO AUCTION, INC. |»... ¢ 1054 ST ai as 


Colonels Johnny Wood and Dean Davis 
our own check through 


On Route 22—3 miles west of N. Plainfield | 324 West Main Street, Fort Wayne, Indiana 
” Bank of Englewood 


Sale Every Wednesday at 12 Noon We Gusrantes, Chec 


All cars paid for b' 
Dealers Only 
Dunellen 2-0915 and Dunellen 2-9849 


the First Nationa 











EAST NORTH CENTRAL 





NEWEST, MOST MODERN 
IN THE EAST! 


N. A. D. E. 


Nati. Auto Dealers Exchange 


Route 204, Bordentown, N. J. 
Just South of Exit 7, 
New Jersey Turnpike 


Every WED. 10:30 
All checks and titles guaranteed 
Phone AXMMINISTER 8-1702 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located ¥ mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. $. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks Phone Dunkirk 3-0150 








1955 


HELP WANTED 


BUSINESS MANAGEMENT 
MANAGERS 


ATTENTION Srtconants. vow. 


S ee 2 Office, Chrysler 

ors. Dealer se 

avalifed “men ways ab 
its resional offices. Reguraments 

Senaadees be thor: 

milier with retail Saal docherchap 4 

cedure; able to install the 

system and the dai 


trols; Loa and instruct office per 
nel in methods and routine. They. will 
be provided Ay @ company cor and 


be expected to travel at our expense. 


ited opportunities for oedvancements 

jon plans 

ly satisfactory. 

Replies, which will be in strict con- 

fidence, should include complete his- 

tory of personal and business experi- 
ence and a recent snapshot. 


Dealer Enterprise Office 
CHRYSLER CORP. 


BOX 1919 DETROIT 31, MICHIGAN 





OFFICE MANAGER . BOOKKEEPER. 
Buick, GMC dealership in most healthful 
climate and most progressive town. Se- 
cure future based on past operations. In 
business at same location past nine years. 
Don’t apply unless you plan on being 
permanent. Supply references that will 
stand rigid investigation. Griffen Buick, 
Ine., Yuma, Ariz. 


NEW CAR SALES MANAGER—Volume 
operation, Chrysler Corp. car, excellent 
facilities. Compensation open. Florida 
Metropolitan area. Previous successful 
experience past three years in similar 
capacity required. Prefer men under 45. 
Give complete work history past ten 
years with dates and references. State 
age and personal data. Enclose photo- 
graph. State date available. Box 5177, 
c/o Automotive News, Detroit 26. 


SALESMEN WANTED. Interested in a 
good, steady income. Sell to new and 
used car dealers, a strong repeat line of 
custom tailored auto seat covers and 
other fast selling automotive items, Many 
territcries open. No objections to non- 
conflicting side line. Our representatives 
know of this ad. Fabric Mfg. Co., Box 
123, Newark, N. J. 





SERVICE MANAGER — Suburban Harris- 


burg, Pa. Progressive 200 car GM deal- 
ership needs qualified man to handle all 
phases of service operation. Salary and 
is an unusual opportunity. 
Full particulars first letter. Box 5157, 
c/o Automotive News, Detroit 26. 


bonus. This 


AUTOMOBILE 
SALES MANAGER 


Large G.M. dealer wants experienced 
hard-hitting, volume new car sales man- 
ager to operate sales force profitably. 
Old established dealer in Chicago city- 
wide market. 


Good base salary plus incentive plan, Our 
organization knows of this ad. 


Box 5199, c/o Automotive News, 
Detroit 26. 


POSITION WANTED 


PC ls a t-) Ma tibia ee 
TM ee el a 
Position Wanted Ads are accepted at 
half regular rates, namely lle per 
word for each insertion. $1.00 per in- 
sertion for use of a box number. Cash 
in advance. (Half-rate does not apply 
to display ads in this section.) 


SALESMANAGER DEALER ASSISTANT. 
Many years’ experience in all depart- 
ments. Thoroughly familiar with the Hull 
Dobbs system of operation. Wishes to 
become associated with Ford dealer who 
desires to organize to attain outstanding 
results. Box 5178, c/o Automotive News, 
Detroit 26. 


MANAGER — YOUNG, college, accounting 
major, excellent background sales, service 
and administration. Now managing large 
GM deal. Salary requirements are ap- 
proximately $8,000 plus. Detailed resume 
vocational and personal background upon 
request. Box 5221, c/o Automotive News, 
Detroit 26. 


TRUCK MGR. OR SALES MANAGER, 25 
years’ experience. Heavy duty and light 
trucks. Well qualified to handle volume 
sales, also top notch used truck merchan- 
diser. Know Hull Dobbs system. Can fur- 
nish best references as to ability, etc. 
Write or wire Box 5191, c/o Automotive 
News, Detroit 26. 


GENERAL MANAGER OR sales manager. 
Age 27, six years’ experience in automo- 
tive dealership. Complete knowledge of 
Lincoln-Mercury operation, Know how to 
accept full responsibility. Able to build 
and direct sales force. Would prefer the 
midwest and will answer all replies. Box 
5222, c/o Automotive News, Detroit 26. 





COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 


Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 





POSITION WANTED: 


EXCELLENT 











POSITION WANTED 


OFFICE BUSINES:; 
MANAGER. Have had 25 years experi 
ence with General Motors and Chevrolet 
Prefer South or Middle West locatior. 
Box 5204, c/o Automotive News, De- 
troit 26. 


GENERAL MANAGER or sales manager. 


age 31, eight years experience in auto- 
motive dealership. Complete knowledg: 
of Ford and Chevrolet. Able to buil! 
and direct sales force. Will go anywhere 
Write or phone Kenneth West, 122 Wes: 
Anderson St., Aurora, Mo. 


POSITION WANTED: EXECUTIVE, Auto 


dealer eight years. Army Major, sales, 
advertising and distribution eleven years 
Age 45, graduate Carnegie Institute of 
Technology. Box 5205, c/o Automotive 
News, Detroit 26. 


FORD PARTS MANAGER. 39 years old, 


family man with 19 years experience in 
Ford parts. Can furnish best of refer- 
ences. Box 5206, c/o Automotive News 
Detroit 26. 


ACCOUNTANT-OFFICE MANAGER. For- 


mer factory business manager. Age 32, 
married, desires permanent position with 
retail dealer. Available immediately. Ex- 
perienced in complete daily controls. Have 
excellent character, ability, and refer- 


ences. Desire New York metropolitan 
area. Box 5207, c/o Automotive News, 
Detroit 26. 


PILOT SALESMAN DESIRES position 


with new car dealer. All replies acknowl- 
edged. Box 5159 c/o Automotive News, 
Detroit 26. 


AUTO SALES CLOSER, 18 years’ experi- 


ence in closing and readjustments, Ex- 
pert pencil man and on appraisals. Capa- 
ble manager. 40 years old, married, 
reliable. Chicago area only. Armitage 
6-9605 after 6, Chicago, IIl. 


DEALERSHIP AVAILABLE 


DEALERSHIP LOCATED IN large indus- 


trial city in Ohio handling Dodge and 
Plymouth, Doing close to one million 
dollars worth of business per year. Will 
sell building, land and parts inventory 
or parts inventory and lease building on 
long term lease. Large modern building, 
2000 square feet of show room on main 
highways. Large blacktopped used car 
lot adjoining building. Fully equipped 
service shop. An excellent-going business. 
Selling due to ill health. All replies 
strictly confidential. Reply Box 5220, c/o 
Automotive News, Detroit 26. 


“BIG THREE” dealership. 
Well equipped and manned for purchaser 
who can qualify financially and other- 
wise with factory. Strictly retail oper- 
ation in prosperous city of 150,000 in 
southwest. Excellent lease and no real 
estate to buy. This is a set-up in which 
you secure immediate possession and 
begin without a pause. Many years’ suc- 
cessful background. Because of this being 
a@ large dealership, your inquiry should 
reveal your ability to handle. This is 
owners ad—no agent. Box 5132, c/o Au- 
tomotive News, Detroit 26. 





FOR SALE—DEALERSHIP handling Stu- 


debaker-Packard in growing California 
valley town, 30,000 trading area. Present 
rate is 100 units with a much ter 
Potential. Stock and equipment 000 
with lease on modern quarters. Box 5152, 
c/o Automotive News, Detroit 26. 


DEALERSHIP 
FOR SALE 


HANDLING 
BUICK — PONTIAC 


250-300 Car Potential 


Well established 
Finest location 


Replies will be kept in strictest 
confidence 


Box 5167, c/o Automotive News, 
Detroit 26 


= 








DEALERSHIP HANDLING CHEVROLET 


—Northeastern New York. Owner retir- 
ing after 28 successful years. 200 car 
potential. Good building with gas station 
and used car lot. Modern equipment can 
be leased with building. Necessary to 
buy only parts and accessories, Must 
have factory approval. No agents please. 
= 5223, c/o Automotive News, Detroit 


DEALERSHIP HANDLING BUICK in 


Pennsylvania and selling 250 cars per 
year, Lease on building and equipment 
and inventory at cost, Modern and pro- 
gressive in every respect. Box 5224, c/o 
Automotive News, Detroit 26. 


OLD ESTABLISHED GM DEALER, 300- 


350 car potential, in 125,000 trading 
area in central west. Parts, equipment 
and used cars. Good lease on modern 
building. $100,000 to handle, Must qual- 
ify with factory. All replies confidential. 
Box 5225, c/o Automotive News, De- 
troit 26. 


WITHIN 50 MILE radius Detroit. Profit- 


able dealership handling Pontiac. Mini- 
mum buy-out. No used cars. Factory 
approval. Box 65228, c/o Automotive 
News, Detroit 26. 


For Sale — Large 
Successful Dealership 


Only Dodge-Plymouth Dealership in 
expanding southern city of 200,000. 
Profitable operation by single owner 
for nearly 20 years. Excellent lease, 
completely equipped modern set-up, 
in full operation by experienced per- 
sonnel. Deal direct with owner. An 
unusual opportunity if you can qualify. 


Box 5141 c/o Automotive News, 
Detroit 26, Michigan 
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DEALERSHIP AVAILABLE 


AVAILABLE 
SUCCESSFUL DEAL 


(now handling Pontiac) 
LARGE MIDWESTERN CITY 





20 vears handling Pontiac, 400 up Potential. 


IRM 


Fire jocation and economical facilities. Earn- 
ing fine return, Terrific opportunity for aggres- 
sive dealer. Factory approval needed. No 
real ostate, used cars or accounts receivable. 


About $45,000 will handle. Owner wishes to 
retire. 
Box 5218, ¢/o Automotive News, 


Detroit 26. 


LE 


| DEALERSHIP NOW HANDLING PACK- 


PTC) SR a er ee a DCP seen 


ARD, Trade territory 300,000. Outstand- 
ing facilities. Good lease. Will sacrifice 
for 60% of sound depreciated book value 
or will sell parts and fixed assets sep- 
arately, $25,000 maximum sale price. 
Gulf Motors, Inc., 701 9th St., South, 
St. Petersburg, Fla. 


DUAL DEALERSHIP now handling Chev- 
rolet and Oldsmobile in rapidly growing 
Florida West Coast town. 150 cars per 
year potential. Large building and lot on 
Highway 41. Low rent. Price $35,000. No 
real estate. Contact Box 5195, c/o Auto- 
motive News, Detroit 2 


DEALERSHIP HANDLING CHEVROLET 
Eastern New York state, $650,000 sales 
1954. Complete facilities, parts and equip- 
ment; will lease building. Box 5215, c/o 
Automotive News, Detroit 26. 


AGENCY NOW HANDLING BUICK with 
independent commercial line in the 
Pacific Northwest. Sell parts, accessories 
and equipment for less than cost. No 
used cars or accounts receivable to buy. 
New modern building, will sell or lease. 
Trading area about 50,000. With the right 
management this dealership should repay 
your investment in one year. Box 5216, 
c/o Automotive News, Detroit 26. 


WELL ESTABLISHED DEALERSHIP, 
now handling Packard, located in one of 
the best cities in Colorado, Factory ap- 
proval required. Box 5217, c/o Automo- 
tive News, Detroit 26. 


TOP SELLER OF THE BIG 2, dualed with 
No. 1 and No. 3 car. Sold 93 new units 
to June 30, 1955; 129 in '54; 147 in '53. 
One of the zones top deals, within two 
hours of Salt Lake, on year around 
coast to coast highway. Low overhead, 
sure profit. Inventory and equipment 
under $20,000. Box 5219, c/o Automo- 
tive News, Detroit 26. 


DEALERSHIP WANTED 
WISH TO PURCHASE FORD OR GM fran- 


chise, single or dual, in Florida or 
Lancaster-Montgomery counties area of 
Pennsylvania. 150 car contract maximum. 
Presently successful and profitable deal- 
er with larger contract who wishes to 
acquire smaller deal. Adequate financial 
position and past performance of high 
level nature would assure factory ap- 
proval. This is a sincere advertisement. 
Replies will be held confidential and 
every letter will be answered. Box 5213, 
c/o Automotive News, Detroit 26. 


EXPERIENCED AUTOMOBILE dealer with 
ample finances interested in securing 
Dodge-Plymouth or Chrysler-Plymouth 
franchise. Can qualify with factory. Pre- 
fer market of 400 units upward, West, 
southwest or Rocky Mountain location. 
All replies strictly confidential. You can 
be assured this is not a factory or 
agents ad. Box 5129, c/o Automotive 
News, Detroit 26. 


WILL PURCHASE General Motors, Ford 
or Chrysler product dealership, any size, 
southeastern or southwestern coast of 
Florida. Lease building or will buy. All 
cash; consider paying some blue sky for 
desirable dealership. Factory approval 
already assured. Box 5229, c/o Auto- 
motivs News, Detroit 26. 


ANY G.M. DEAL, single or dual; or 
Chrysler-Plymouth located up to 250 
miles north of Los Angeles. 125 to 200 
contract, Ample cash available. All re- 
plies confidential. Box 5187, c/o Auto- 
motive News, Detroit 26. 


cen ig ag encima 

WILL PURCHASE all or half interest in 
Chevrolet or GM dealership. Prefer 
Southwest area. Box 5214, c/o Automo- 
tive News, Detroit 26. 


seienalieretges sen 

WILL PURCHASE 300-500 FORD or GM 
deal in central states. Prefer single dealer 
point. Ample cash, prefer lease but will 
buy building. All replies held confiden- 
tial. Box 5226, c/o Automotive News, 
Detroit 26. 


Siena CTR neice 
WILL PURCHASE CHEVROLET dealer- 
ship in South Georgia or Florida. Prefer 
150-200 contract. Give full details and 
state terms. All replies confidential. Box 
5211, c/o Automotive News, Detroit 26. 


Saeed aratemecnamemmemieem enn nee teen eet ea 
CADILLAC DEALERSHIP WANTED in 
Midwest. Will consider any Cadillac or 
Cadillac dual. All inquiries will be an- 
Swered immediately and confidentially. 
_ 5212, c/o Automotive News, Detroit 


pectic 
WILL PURCHASE FOR CASH Ford deal- 
ership in Eastern region United States. 
Prefer southern location. Will lease or 
buy building. Will deal direct with dealer 
in strict confidence. Prefer 400 units or 
more. Have factory approval. Will an- 
Swer your reply within few days. Box 
5188, c/o Automotive News, Detroit 26. 
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DEALERS WANTED 


DEALERS WANTED! If you want a good 
dealership, now is the time to go out 
after it. Profits are on the upgrade. The 
smart automobile men are quietly buy- 
ing dealerships now. Let us quietly buy 
for you. We need Good Dealers. Dealers 
who have the know how and a reason- 
able amount of capital of their own. We 
can be of help in arranging additional 
capital. Write, wire, or phone us imme- 
diately for blank form with which to 
give us complete information concerning 
your preferences, desired location, and 
the many other things that will make 
it easy to put our finger right on your 
kind of a dealership. OUR SERVICES 
ARE FREE! We make no charge, nor 
do we place you under obligation. The 
selling dealer pays our commission. It 
is just as simple as that. We will work 
mighty hard for you and, even spend 
some of our own money searching out 
the right dealership for you, Automotive 
Enterprises (Dealer Agents), 1042 Na- 
tional Bank of Commerce Building, New 
Orleans, La., RAymond 4856. 


DEALER SERVICES 


SELL YOUR REPUTATION? 


Learn unique way to increase traffic and 
closings. Insure that your facilities, know- 
how, reliabili become potent factors in 
every sales effort. Copyrighted ideas, aids, 
methods can be yours exclusively. No obliga- 
tion for details. Mail your letterhead to 


MERITSEAL, INC. 
2 Depot Plaza White Plains, N. Y. 











INVENTORY SERVICE 
Parts and Accessories 
= CERTIFIED REPORTS 
Obsolescence Disclosed 


e Recigdis of Methods and Procedures 
Full time experts. No pick-up part time help. 
SAVE MONEY 
Call or write for service details 
Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6445 





BUSINESS WANTED 


AUTO OR TRUCK LEASING 
COMPANIES WANTED 


Small or Large 


Will purchase your leasing company 
or assets for cash taking over all or 
part of existing equipment and con- 
tracts. Inquiries handled in the strict- 
est confidence. Principals only. 


Write or call: 
Rollins Fleet Leasing, Inc. 


“Nation-wide Service” 
H. B. Tippie, Moore Building 
Rehoboth Beach, Delaware 
Telephone — 3261 


BUSINESS OPPORTUNITIES 


DISTRIBUTOR 


For automatic tire puncture sealant in several 
large-area territories. Product is equally ef- 
fective in sealing punctures in tube or tubeless 
tires, Will not throw wheel out of balance 
and lasts for life of tire. Non-rubber base. 
Large truck and passenger car market through 
dealers. A long-profit line with national ad- 
vertising program, showing exceptional repeat 
values for the distributor. Strong sales back- 
ground and moderate merchandise inven- 
tory investment required. Address Box 5208, 
c/o Automotive News, Detroit 26. 








WELL ESTABLISHED Chevrolet dealer 
solicits business from fleet buyers, lease 
companies. Deliver any place in Pacific 
Northwest. Box 5209, c/o Automotive 
News, Detroit 26. 


AUTHORIZED DEALERS 


Are you interested in year-round new car 
sales and service department volume? A 
nation-wide fleet leasing company is pre- 
paring to place 1956 car and truck orders 
in all areas. Your letterhead will bring 
all details and a profitable opportunity to 
participate with prestige accounts. 


Write Box 5166, c/o Automotive News, 
Detroit 26 








HELP WANTED 





A National Used Car Merchandising Director 
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your interest 


predominately at the factory level. 
fill the bill, write and tell us about yourself. Be sure to 
include a eapehet. We will answer all letters, 
confidential. Box 5174, </o Automotive News, 


and, naturally, we will keep 
Detroit 26. 





BUSINESS OPPORTUNITIES 


AUTO DEALERSHIP—TOP location, Ex- 
cellent franchise, Wonderful opportunity. 
Good return with or without real estate. 
Box 5227, c/o Automotive News, De- 
troit 26. 

DISTRIBUTORS WANTED 


DISTRIBUTORS WANTED for new ex- 
clusive patented auto accessory, fits 30 
million cars, tremendous profit possibili- 
ties. Box 5210, c/o Automotive News, 
Detroit 26. 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 


UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


SAME-DAY DELIVERY 


If it's really urgent, our company- 
owned plane will deliver, at rea- 
sonable extra cost. 


GORDON BUICK 


Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





FOR SALE 


Quantity 
1954 and 1955 
Complete Chevrolet 
Front Axle Assemblies 


Box 5169, c/o Automotive News, 
Detroit 26 





CARS FOR SALE 


Attn: Exporters 


7-PASSENGER 
SEDANS 


(5) ‘51 DeSotos 
6 cyl. — Black paint 
Leather Upholstery 
GOOD CONDITION 


(Our preventive maintenance is TOPS) 
Used at the 
Washington National Airport 


$500 Each 
(F.0O.B. Washington) 
aaa 


Call or Write 
Airport Transport, Inc. 


Administration Building, Room 294 
Washington National Airport 


Washington 1, D.C. Sterling 3-3215 





ATIENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


Sth & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 17-2300 








SOMETHING NEW 
USED CARS DELIVERED 


We have for-sale a large number of 
1953 and 1954 fleet leased cars. Many 
makes and body styles. We can deliver 
most locations. Phone or write for infor- 
mation. 


Robinson Auto Rental Div. 


229 $. Hansen St. Philedeiphia, Pa. 


l. E. Spatig, Used Car Manager 
Sherwood 8-1500 








CARS WANTED 


CADILLAC, CHRYSLER, DeSOTO eight 


passengers wanted, Cash or liberal ‘allow- 
ance, Sharp late models. McClintock- 
Saeeee, Phone IV 17-5046, Lansing, 


CARS WANTED 


WANTED 
1954 - 1955 
CADILLAC 
7-PASSENGERS 


AA Auto Service, Inc. 


349 E. 76th St. New York 21, N. Y. 
Phone Regent 7-6600 











USED NASH HEALEYS and Ramblers. 
Phone 1109, Caswell & Company, Ionia, 
Mich, 


TRUCKS FOR SALE 


FOR SALE: 27 Model F-800, F-900 Ford 
tractors, 1953-1954. Full Air — 2-speed 
axles, fully equipped. Phone: Tuxedo 
9-2440, Elmwood Ford Motors, Inc., 1823 
N. Harlem Ave., Chicago. 


FOR SALE: 1951 GMC 450, 2-speed axle, 
5-speed transmission, with W35 Holmes 
wrecker. 1945 Federal 7%-ton, 6x6 tan- 


Franklin 1- 1750, St. Louis 10, Mo. 


HOLMES WRECKER, mounted on C.O.E. 
’50 Ford 1 and %-ton chassis. Really a 
beautiful truck, streamlined, factory built 
wrecker body. Done over in white enamel, 
trimmed in black. Cost over $5,100; 
sacrifice, sell for $1,950 or trade for 
new Chevrolet, Ford or Plymouth of 
equal value. Joe Nagel Jr., Motor Sales, 
12 Charles St., Pittsburgh 10, Pa. Phone: 
Evergiade 1-2988. 


1928 CHEVROLET with body excellent 
condition. Good for truck promotions— 
San Harden Chevrolet Co., Circleville, 

jo. 








TRUCKS WANTED 


WANTED 


FORD TRUCKS, TRACTORS AND DUMPS 
F800 and F900 1953 or later 
Buy one or fifty. 


W. E. McCARTHY 


241 Mystic Ave. Medford, Mass. 
Mystic 6-3500 














BUSES WANTED 


WILL BUY USED schoo! buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 5230, c/o Automotive 
News, Detroit 26 


47 


ANTIQUE CARS FOR SALE 


1916 CHEVROLET “Baby Grand’’ tour- 
ing car. Excellent condition. Photo on re- 
quest, Best offer over $1,000, Harden 
Chevrolet Co., Circleville, Ohio, 


ROLLS ROYCE, 1927—Model P1 touring, 
6 wire wheel job. Exceptionally clean. 
Was in diplomatic circles for a long 
time. Motor, tires, body and overall con- 
dition excellent. Make offer. U, 8, Mo- 
tors, 1700 Calhoun 8t., Trenton, N, J. 





MISCELLANEOUS 


1000 BUSINESS CARDS, raised printing (1 
color) $3.50; (2 colors) $4.50. Cuts in- 
serted: 50c extra per 1000. Samples free. 
Business Specialties, Dept. A-7, 1422 
Rosemont, Chicago, III. 


Our New Model 


TOW BARS 


LEAD IN SALES... 
VALUE AND... 
PERFORMANCE 


Meet 1.C.C. Requirements 


MOTO-MATIC 
TOW ¢ GUIDE 


and 
BRAKE-MOBILE 


TOW « PILOT 


with Automatic Brake 


Cannot Be Matched 
At Any Price 


Write Today for 
Illustrated Catalog 


Factory Sales Division 
PILOT DISTRIBUTING 
. COMPANY 


BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 


“Leaders In The Industry” 
Since 1939 








HELP WANTED 


New Car Salesmen 
SELL A "HOT LINE” IN CALIFORNIA 


Here's Our Offer: 


© $300 per month drawing account 
$15 per month gos allowance 
3% commission on delivered price (no deducts) 
Generous Insurance and Hospitalization benefits 
Advancement for those who demonstrate ability 
Over 100,000 population 


Have opening for 2 men with following qualifications: 


25 to 40 years of age 


Retail New Car selling experience 
Proven ability to close and sell 


Good health, energetic 


Willingness to assume responsibility 
© Desire to advance in automobile business 


Forward full resume and recent snapshot in first reply. 


ELDER P 


ONTIAC 


847 No. El Dorado St., Stockton, Calif. Telephone HOward 4-9461 


One Year $8 [] or 


ee emme  ee 


New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 


All Other Countries — One Year $12 [] or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


SOOO HEHEHE HEHEHE EEE HEE EEEE SHEE HEHE EEE HEHEHE EEEE SESE EHEEEETEEEEHES 


TRADE CONNECTION: 


Car Dealer [] Truck Dealer [] Manufacturer [] 
Jobber 1) Insurance [] Financial [) Supplier C) 
8-8-55 





Two Years $14 [J 


et seeeeeee 
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MF NSURED AUCTION OWNER: 


What if a couple of dealers at your very 
’ . ‘ ° next auction pick up checks that the 
Here's a life-saver for Auction profits van wont pay because of 1) insuffi 
; : cient funds, (2) improper signature, (3) 

F idelity Check Insurance account closed, (4) no such account, (5) 


stops bad check losses at Auto Auctions! ae ee ee 


What if those checks turn out to be total 
losses—not only for face value, but 
also for the time, the worry, the money 
you spend trying to collect on them? 


Any way you look at it, you and your 
auction are hurt... because you’re 100% 
responsible for every check written in 
payment for cars sold there. Isn’t it 
just possible you could be ruined by 
bad checks? 


NOW, what happens if you have Fidelity 
standing guard when your customers 
get bad checks? 


All you do is call or wire Fidelity, and 
within hours, money to cover the bad 


check is on its way to you. There’s no 
red tape, no long-winded claim forms 


to fill out. All you do is call or wire 
Fidelity. 


What does it cost? Far less than 1% of 
the value of the cars consigned to your 
auction... and, of course, Fidelity 
premiums are tax-deductible. 


Will it fit any auction? Yes. Fidelity 
offers you protection against bad 
checks based on (1) cars consigned to 
your auction or (2) cars actually sold 
at your auction with (3) title insurance 
optional on either policy. Only Fidelity 
offers this choice of policies. 


Add it up, Mr. Auction Owner. Ask any of 
the auctions listed here what Fidelity pro- 
tection means to them ... then write, wire, 
_or call today for the full story. 


\ 


. FIDELITY 
-~ Dy INSURANCE COMPANY 


sx, : OF TENNESSEE 
o 4 - 4A_s AY Stahlman Bldg:, Nashville, Tenn. Phone 5-4101 
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| | AUTO DEALERS: YOU’RE 100% SAFE WHEN YOU SELL ONLY THROUGH THESE FIDELITY INSURED AUCTIONS 
| ALTOONA AUTO AUCTION Thursday CONCORD AUTO AUCTION, INC.* Mon. & Fri. LEITCH MOTOR SALES, INC.* Thursday ROCKFORD AUTO AUCTION Thursday | 
Sixth Avenue Road, Duncansville, Pennsylvania 29 Sudbury Road, Concord, Mass. 1450 E. Main St., Owosso, Michigan 7 6402 Forrest Hills Rd., Rockford, Ill. 
APTCO AUTO AUCTION Wed. & Fri. DAYTON DIXIE AUTO AUCTION, INC. Monda SKYLINE AUTO AUCTION, INC.* Tuesday | 
| 19241 Dix-Toledo Hwy., (U.S. #25), Melvindale, Mich. 5300 North Dixie Drive, Dayton, Ohio F er Soe. Ovidny Greenpoint Ave. at Provost St., Brooklyn, N. Y. 
| ARLINGTON AUTO AUCTION, INC. Wednesday = pECATUR AUTO AUCTION* etn Jordan Lane, Huntsville, Alabama SOUTHERN AUTO SALES* Wedinaten | 
| Hwy. 51 intersection with Hwy. 68, Artington, Wis. Highway 48, N., Decatur, lilinots MIDDLE GEORGIA AUTO AUCTION* Wednesday Route 5, Warehouse Point, Conn. 
CAPITAL AUTO AUCTION, INC.* Thursday . cache Gikdhiaes: Ohne ena ; 
' Obie State Pelvqrecnds, Columbus, Obic DIXIE MOTORS AUTO AUCTION Tues. & Fri. astside Highway, ’ g STATEN ISLAND'S ONLY AUTO AUCTION Monday | 
a A 718 Angier Ave., Atlanta, Ga. 1600 Hylan Bivd., Dongan Hills, Staten Is., N. Y. 
| CARROLLTON AUTO AUCTION Tuesday cone = MINNESOTA AUTO AUCTION Thursday y ' ’ ’ 
Carroll County Fairgrounds, Carrollton, Ohio EDLY AUTO AUCTION Monday Sanborn, Minnesota SYRACUSE AUTO AUCTION* Wednesday | 
: CENTRAL STATES AUTO AUCTION Wednesday Municipal Airport, Daytona Beach, Fla. R. D. #1, La Fayette, New York 
| tlermerty Lapines) GREATER SHREVEPORT AUTO AUCTION Thursday MODERN AUTO AUCTION* Thuredey a aban ed ie 
; 128 South Delaware, Mason City. low 1310 N. Market St., Shreveport, La. Box 447, Brattleboro, Vermont TOLEDO AUT as nee | 
7 my. lowe 5902 Telegraph Rd., Toledo, Ohio 
j | COFIELD AUTO AUCTION* Monday GREENVILLE AUTO AUCTION, INC. Tuesday MONTPELIER AUTO AUCTION CO. Monday 
' Boaz, Alabama 1227 New Buncombe Rd.,Greenville, S. C. Route +1, Montpelier, Ohio TRI-STATE AUCTION CO. Thursday | 
| COLUMBIANA AUTO AUCTION Friday INDIANAPOLIS AUTO AUCTION, INC. Wednesday incre auto AUCTION iin 3021 W. Front St., Fargo, N. Dakota 
R. D. #2, Columbiana, Ohio 4501 W. 16th St., Box 8251, Indignapolis, Ind. sieht tariinns Ga. dined. tod ad TRI-STATE AUTO AUCTION COMPANY* Wednesday 
COLUMBUS AUTO AUCTION* Thursday LEBANON AUTO AUCTION, INC. Wednesday ae . ia U. S. #60, Huntington, W. Va. | 
| 2693 Cusseta Road, Columbus, Georgia Highway 22, N. Plainfield, NO, PAGE BROS. AUTO AUCTION* Wednesday = TRI-STATE AUTO AUCTION, INC. Friday 
; _ Dial aa at 35th at Divine St., Chattanooga, Tenn. Valley Springs, $..Dakota | 
| | **title ceetamend oan cee eee QUINCY AUTO AUCTION Friday TULSA AUTOMOBILE DEALER AUCTION** Thursday 
: 3220 Broadway, Quincy, Illinois Tulsa State Fairgrounds, Tulsa, Okla. | 
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